


Cf 1/21 mens de 
2 CAPACITIES a 
95-GV, illustrated+9500 CFM ~* 


75BXB-VF, slightly 
different, 
7300 CFM 


It’s a package 

A compact, complete home-cooling 
system. Built-in shutter and switch. 
No accessories needed. 
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Easy, low-cost installation 

No suction-box to build. Only a 
simple ceiling opening and attic ex- 
haust vent needed. 


You sell cool comfort 

Quiet, dependable operation. Fan 
guaranteed 5 years; motor and 
shutter, 1 year. 
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Plus greatest plug-in safety... 
Federal Noark Bus Duct 


FOR PLUG-IN POWER where you 
want it, when you want it, be sure you 
get the extras that come in industry’s 
“convenience outlets’... Federal Noark 
Bus Duct. Utmost flexibility...insulated 
openings for complete safety in apply- 
ing and removing plug-in devices. 


—@FEDERAL “coax 





Federal Noark Bus Duct has four- 
channel strength—sides, top and bottom 
are all rigid. Rugged bus bar insulators 
are mounted on 12” centers for high 
electrical safety and mechanical 
strength. Adjustable hangers reduce 
both installation time and cost. Contacts 


BUS DUCT 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, Circuit 
Breakers, Panelboards, Switchboards, Bus Duct * Sales offices in principal cities. 





at bolted connections are silverplated. 

See your Federal Distributor about 
Federal Noark Bus Duct. And write us 
for your copy of Bulletin 180 giving full 
descriptions and data. Federal Electric 
Products Company, 50 Paris St., Newark 
5, New Jersey. 
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To assure uniform brilliancy, a Westinghouse worker in the Fairmont, 
W. Va. plant gives “Easter egg” test to 100-watt fluorescent lamp. 
The brilliant radiation of this industrial lamp is measured through a 
tiny hole in sphere’s side by an electric eye. 





you CAN BE SURE...1F ITS 


_—~ Westinghotise 
THE NAME YOU KNOW IN Littyos 
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installing electrical conduit? 


It’s much easier with 


 Obround. 


_because they are SO handy and AU are 
49 different types 


A wide variety of interchangeable covers and wiring 
devices with Crouse-Hinds’ exclusive Wedgenut 
Fastener; sizes to fit !, to 6-inch electrical conduit. 
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Type DXC 
For 2 Switches 
or Receptacles 





Type LBR Type BNM 








The complete Obround Series, together with 
15,000 other items for the electrician, is listed 
in Crouse-Hinds Condulet Catalog. 


* CONDULET is acoined word regis- 
tered in the U.S. Patent Oftice. It 
designates a product made only by 
the Crouse-Hinds Company. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Indianapolis — Kansas City 
Los Angeles — Milwaukee — Minneapolis — New York — Philadelphia — Pittsburgh — Portland, Ore. — San Francisco— Seattle 
St. Louis — Washington. Resident Representatives: Albany — Atlanta — Baltimore — Charlotte — New Orleans — Richmond, Va 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Oftice and Plant: TORONTO, ONT. 


ULETS 





CONDULETS ‘TRAFFIC SIGNALS - AIRPORT LIGHTING : FLOODLIGHTS 
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WITH 


FEEDRAIL cx 
ELECTRICAL TROUBLES 
are out! 


Shut-downs due to faulty wiring and connectors disappear 
when the totally enclosed Electric Feedrail Distribution System 
is installed. You don't have to wait even for rewiring when you 
relocate electrical equipment in your plant. 





Hand tools on the production line are connected to the Feedrail 
trolley in a jiffy and the problem of moving test lines, bench- 
work, and moveable lights, is solved for all time. 








Feedrail is approved by the Underwriters’ Laboratories Inc., 
and endorsed by leading mechanical, electrical and industrial 
engineers. Can be installed by your electrician or contractor 
in a few days: 


Ask for the New Feedrail Catalog No. 20—thirty-two pages— 
more than 100 illustrations—layout diagrams and specification 
data. Write for yours to-day. 


ee ELECTRIC FEEDRAIL CORPORATION 


125 BARCLAY STREET « NEW YORK 7, N. Y. 


24 
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GENERAL 


General Switch Corporation are specialists in the design, engineering, 



















and production of Enclosed Safety Switches, Service Entrance Equip- 






ment, Branch-Circuit or Residence Panels, Panelboards for Light and 





Power Distribution. 







* GREATER CONVENIENCE 
* BETTER APPEARANCE 
* TROUBLE-FREE PERFORMANCE 






Destgued jor 










Easy to install * Easy to service 
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_ for the latest GENERAL cata- 4 x 


log, complete with illustrations, speci- \ 
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fications, mounting dimensions, se- 
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lection tables, wiring data, knockout 






Pemclnards tor Ligh! and Power 
| det tloeronm 
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45 BOZBLANG STREET BROEGCELY Li, V.¥. U. RA 


layouts, and a cross index of compara- 






tive catalog numbers. 





Copies sent free on request. 





More and more Contractors and 






Wholesalers are switching to 


GENERAL 
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GENERAL. 
~“\ SWITCH CORP. 





SALES 
OFFICES 


*WAREHOUSE STOCK 
MAINTAINED 


| 
| 





45 ROEBLING STREET, BROOKLYN 11,N. Y., U.S. A. 


Amarillo, Texas 


*Atlanta 3, Ga. 


Baltimore, Md. 
Birmingham, Ala. 


*Boston 10, Mass. 
*Chicago 14, Ill. 


Cincinnati 20, Ohio 
Cleveland 16, Ohio 
Dallas 5, Texas 


‘Detroit 26, Mich. 


Glassport, Pa. 


*Houston 3, Texas 
Indianapolis 4, Ind. 
“Los Angeles 13, for.) 
Minneapolis 2, Minn. 
New Orleans 12, La. 


‘Philadelphia 47, Pa. 


Phoenix, Arizona 
“Portland 9, Oregon 
Princeton, Indiana 


San Antonio 2, Tex. 


EXPORT OFFICE: NEW YORK 11, N.Y. 


*San Francisco 3, Cal. 
“Seattle 4, Wash. 


Spokane 8, Wash. 

St. Louis 8, Mo. 
Syracuse, N. Y. 
Wethersfield 9, Conn. 
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i Yop" Boiler Room Efficiency 


EGRAHAM 
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The GRAHAM trade name 

has been recognized among 

industrial buyers for half a 
century as the fuel that produces 
maximum power at minimum 
cost. Year after year it has 
maintained a steadfast reputa- 
tion for efficiency and economy 
and unvarying performance. 


GRAHAM has been produced in 
» Western Kentucky continuously 
since 1903. Through the years 
it has held a position among 
buyers of industrial coal as a 
low cost, dependable fuel—and 
since the reserves of GRAHAM 
Coal are tremendous, plant en- 
gineers are assured of an ample 
supply for years to come. 











it 





BROWDER is another West- 

~@ ern Kentucky coal that has 

for a half century served as 

a dependable guide to boiler 

room efficiency and economy. 

Industrial users know Browder 

Coal delivers on-the-job results 

that count on the profit side of 
the ledger. 


BROWDER’S steady production 
and tremendous reserves assure 
industrial plant operators imme- 
diate shipment and ample sup- 
ply of this low cost, dependable 
fuel for many, many years 
ahead. Give BROWDER a test in 
your plant—the results will 
more than likely show you the 
way to lower steam costs. 














Take Advantage of Southern’s Engineering Service 


Our staff of skilled combustion engineers are always avail- 
able for boiler room counsel right in your plant. They will 
bring you the benefit of Southern’s 53 years of experience 
in the coal business. They will gladly conduct a survey of 
your plant—and show you how either GRAHAM Coal or 
BROWDER Coal can do an efficient job for you at low cost. 
Write or telephone our nearest office. 














‘ es —— 
. 5 EE Ss. ) OUTHERN 
EATING Ms) athe “ 7, COAL 
e et ¢ (HE. Th 
A COAL inc 
ATLANTA BIRMINGHAM CHARLOTTE CHICAGO KNOXVILLE 
LOUISVILLE MEMPHIS NASHVILLE NEW ORLEANS ST. LOUIS 


In Canada-— Boon-Strachan Cool Company, Ltd., Montreal (GB-1) 


ELECTRICAL SOUTH for APRIL, 1949 





cemuuneeremeetmen 





n it overhead 


OVERHEAD POWER 


Type MS Self-Supporting Aerial Cable for 
power distribution has many advantages over 
open wire lines. It is safer and more depend- 
able . . . less subject to damage by storms, 
lightning and falling limbs. It practically elimi- 
nates expensive tree trimming and looks better 
in residential areas. What’s more—voltage reg- 
ulation is improved and interference with radio 
and television is prevented by the conducting 
Neoprene sheath. 








































Aerial Cable One to four insulated 
conductors coiled around a messenger 
strand which provides mechanical support 
and also serves as the neutral conductor 
in grounded neutral circuits. Shielding of 
conducting rubber is recommended for all 
cables rated above 600 volts. 





UNDERGROUND POWER 


For this use a special cable has been designed with a 
happy combination of Amarine insulation and Amer- 
prene cover. 

Amarine has high resistance to heat and moisture 
permitting operation at 75°C in moist locations without 
deterioration. 

Amerprene in the jacket has improved resistance to 
moisture or oil. It replaces lead sheaths for under- 
ground cable because of its lower cost, freedom from 
electrolysis troubles, and easier handling qualities. In 
addition, Amerprene meets ozone resistance require- 
ments, is fame resisting and will not propagate fire. 


(4 


cy 


Amarine-Amerprene Cable 
for underground use has Amarine insulation 
for high resistance to moisture and heat plus 
an Amerprene (Neoprene) cover. This com- 
bination produces a cable with great strength, 
toughness and long life. 
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American Rubber-Covered Cable is designed for 


( superior service in any of these applications 


























he surface 


SURFACE POWER 


For all types of portable machines 
from the largest power shovel to the 
smallest power drill, specially de- 
signed Amerclad Cables are noted for 
their ability to stand rugged service. 

Covers are usually made of Amer- 
prene for its high resistance to oil, 
acids, abrasion, cracking and aging. 
Interior insulation is Amerite, a high 
grade, performance-type rubber in- 
sulation. Conductors are flexible 
copper strand with each wire alloy 


| Drag it over 


coute d. 


AZ 


— G Three-Conductor 
Amerclad Shovel Cable 


Designed for maximum safety with three 
ground wires. PS flexible non-metallic 
shielding is provided for voltages between 
2000 and 5000. 


4, 
< 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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HERE COMES THE 
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OF @LECTRICAL PROGRESS 


A whole parade 


of new Trumbull products is headed 


_ your way! A new advancement in the entire line of 

Trumbull products — Flex-A-Power systems, Panel 

‘i Boards, Control Centers, Switches and Motor Starters — 
N all radically different. So watch for Trumbull’s new 
‘ product announcements during 1949. Here’s the first — 














A NEW 


Magnetic Motor Starter and Magnetic Contactor 


New, from top to bottom, Trumbull Starters and Contactors in 
sizes 0, 1, 2,3 give maximum protection to motors up to 50 hp, 
440 v. Look at all their important new advantages: 


LONGER CONTACT LIFE — 

Actual factory tests show the sil- 
ver contacts on the Trumbull 
starter ‘‘make and break”’ for 
millions of operations — many 
times more than any starter on 
the market. 


EASY TO MAINTAIN — 

Silver contacts have permanently 
attached springs that are easy to 
remove. Terminals are located 
on the front and are easy to wire 
— a screw driver is all you need 
to disassemble starter — can be 
accomplished in less than a 
minute. 


EASY TO INSTALL AND SERVICE — 


Noteconvenient knockouts, large 
terminals, front connections, and 
ample wiring space. 


GREATER PROTECTION — 
Bi-metallic relay heaters follow 
motor’s heating curve. Easily ad- 
justed for automatic or manual 
reset. 


BUILT TO LAST — 

All parts resist corrosion and 
moisture. Examine plastic coil 
enclosure to see how the tough 
varnish impregnation protects 
windings. Contact points and 
cold-molded asbestos arc hood 
eliminate arcing ... give clean 
“make and break” contact. 


QUIET OPERATION — 

Permanent lubricant impreg- 
nated in the plastic coil enclo- 
sure keeps magnet guides sliding 
smoothly ... eliminates low volt- 
age “chatter.” 








FOR MORE INFORMATION about this latest 
Trumbull development, write for Cir- 
cular TEC 11. THE TRUMBULL ELEC- 
TRIC MANUFACTURING CO., Plainville, 
Conn. Other factories and offices 
throughout the United States. Foreign 
representation. 


Men Who Observe the Best Electrical Practice Make It a Practice to Use 


TRUMBULL(T)ELECTRIC 


Sane 
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General Electric announces 


anew kind of lamp bulb! 


General Electric lamp research has 
developed a new kind of lamp bulb that 
provides nearly perfect light diffusion. 
It’s the greatest improvement in the 
quality of incandescent lighting since 
General Electric introduced the inside 


frosted lamp in 1925! 


SOFTER LIGHT 

The photograph above shows the dif- 
ference between the new G-E Deluxe- 
White lamp and the standard inside 
frosted bulb. The new lamp spreads the 
light over the entire surface of the bulb. 
Its light is much softer and better dif- 
fused. Annoying reflections from glossy 


surfaces are greatly reduced. 


You can put your confidence in— 


% 


WILL HELP SELL PORTABLE LAMPS 

Both lighted and unlighted, this Gen- 
eral Electric lamp has a clean-white 
beauty that lasts for the life of the bulb. 
Its softer shadows add new charm to 
house furnishings and interiors. 

The Deluxe-White lamp is particularly 
recommended for portable lamps where 
bulbs are partially exposed or where 
there is no diffusing bowl. It will soon 
be available in limited quantity in the 
100-watt size at Only 20c, plus tax. 

General Electric lamp research is al- 
ways at work to develop new and better 
G-E lamps —and to make them Stay 
Brighter Longer. 





Compare the standard 100-watt bulb on the left with the all-over-bright” beauty of the new G-E 100-watt lamp on the right 








LATEST STEP IN GENERAL ELECTRIC’S 
RESEARCH TO BRING YOU BETTER LIGHT 


Four important'steps in the develop- 
ment of the incandescent lamp are 
shown below. Left to right: Thomas 
Edison’s first practical incandescent 
lamp of 1879, the outside frosted lamp 
of about 1910, the inside frosted lamp of 
1925,and the new Deluxe-White lamp. 
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1879 1910 1925 1949 
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“SMITHCRAFT MUST HAVE 
DONE PLENTY OF RE- 
SEARCH BEHIND THE CEIL- 
ING LINE” 


""SMITHCRAFT USES 
ZINC-COATED BONDER- 
IZED STEEL FOR THE 
HOUSING AND REFLEC- 
TORS TO RESIST COR- 
ROSION" 


“THAT LOUVER PRO- 
VIDES 40° CUTOFF BOTH 
LENGTHWISE AND 
CROSSWISE" 





“WE INSTALL IT WITHOUT 
EXACT POSITIONING” 


aA o 
“THAT'S THE AMAZING Ay > r 


ALIGNER HANGER" 










“THE ALIGNER HANGER LETS US 
ADJUST AND LEVEL THE TROFFER 

— EVEN AFTER IN- 
STALLATION" 
















"IF WE'D 
WANTED GLASS 
OR LENS SHIELD- 
ING, SMITH- 
CRAFT'S HINGED] 
EnSVeEto re 
FRAME WOULD 








HAVE HELD IT 
WITHOUT CLIPS 
. . . EASY TO 
HANDLE AND 
CLEAN" 
"*THAT LOUVER IS ae 


REALLY RIGID—THERE'S 


NO SAG ANYWHERE" Fug THE CEILING 


HAD RAGGED 
EDGES, WE'D HAVE 
SNAPPED THE SMITH- 
/ CRAFT TRIM FLANGE 
ON THE TROFFER RE- 
FLECTOR. THE SMITH- 
CRAFT CEILING SUS- 
PENSION SYSTEM 
COULD HAVE BEEN 
USED TO HOLD UP 
BOTH TROFFERS AND 
CEILING PANELS, 

















WITHOUT COSTLY 
ACCESSORIES” 











A. TOO" 
“WHAT IF THATEA ICS 
“THE DUO-CAM HANG- CEILING WAS PLAS- gnc’ 
ERS HINGE THE LOUVER TER?" a i aad, 
FROM EITHER SIDE ee Saeeer. 
‘ FRAME IS PERFECT. 
OPENS OR COM. IT ASSURES SQUARE- 
PLETELY REMOVES THE NESS AND THE TROF- 
LOUVER . . . NO SNAPS, } G} FER FITS 
SCREWS, OR TRICKY “AND WITH ALL ITS AD- ¥ og Mtr 
GADGETS" VANTAGES, IT COSTS US ‘ \ Tore COL 
NO MORE TO SPECIFY 
SMITHCRAFT" “WE'RE GOING TO / 1) 
HAVE A GOOD-LOOK- 
. ING ROOM — WITH 
[ * GOOD LIGHTING" 
Maw = i! 
od Be 
ce) 
"WE'LL BE ABLE TO 
MAKE GEOMETRIC \ ¥ 
PATTERNS OF LIGHT 2) * 











LIGHTING DIVISION 


CHELSEA 50, MASSACHUSETTS 
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All Simplex Aerial Cables Provide These Worthwhile 





Advantages Over Open Wire Lines: 


¢ Little tree trimming required 
® Eliminatien of crossarms 

® Smaller clearances needed 

® Less congestion 

® Better appearance 


© Fewer service interruptions when exposed to winds, icing, lightning, 


and moisture 
® Lower reactance; Better regulation 
® Higher safety factor for linemen and for people and property below 
© Lower maintenance costs 
Simplex Aerial Cables are available for power, communication, and control sys- 


tems of utilities, industries, railroads, police and fire departments. 


They can be insulated with the famous moisture-resistant Anhydrex insulation, 
or with paper, varnished cambric, or polyethylene in order to meet the demands of each 
type of service. They are protected by either a neoprene jacket, a lead sheath, metallic 
tapes, treated braids, Plastex or polyethylene jackets, depending on the insulation used 
and upon service conditions. 

The type of cable and method of installation should be decided upon only after 
a careful study of service requirements. Simplex engineers are always on hand to help 


you. Feel free to write for their assistance at any time. 


VU PLEX wires & CABLES 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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"we eliminated load checks 
costing $12 a piece" 


The way this southern utility uses Westinghouse “CSP’’* transformers to eliminate 
load checks is a prize example of the moneysaving features in these Completely Self- 
Protecting units. 
With many thousand “CSP” transformers on 7,200 volt lines, their records show 
this comparison: 
On conventional transformers, they fused for a minimum of 200°; of 
load, but changed the transformer to a larger size when the load reached 
150% of the rating. This load was determined from (1) a specific load 
check, (2) specific knowledge of added load or (3) records of abnormal 
fuse outages. It cost $6 to replace a fuse, and approximately $12 to make 
a load check. Since a transformer would not be changed on just one fuse 
outage, there was always a minimum total cost of $12 for a load check. 
With “CSP” transformers, they use the red signal light as a positive 
indication that the limit of safe thermal loading has been reached. 
You can be sure of this: Using “CSP” signal lights instead of making expensive load 
checks cuts operating costs. Westinghouse Electric Corporation, P. O. Box 868, 
Pittsburgh 30, Pennsylvania. J-70523 


“Trademark—Reg. U. S. Pat. Off. 










t TRANSFORM eps 


WANT MORE FACTS? Here are 36 pages tun is 
biaet sity, — oe . Goats - 


of product information you'll want to have 
about Completely Self-Protecting trans- 
formers. Covers construction, operation, 
mounting and servicing. Ask for B-4249. 


Call the Westinghouse Salesman 








One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your job. 


How advertising 
puts money 
in your pocket 


HEN YOUR COMPANY invests in a new machine, What does it take to “manufacture” a sale? Usually, 
they can figure almost to the penny what they’ll there are five basic steps involved: 
get back in better production. 
1. Seeking out prospects 
By reducing the manufacturing cost per unit, the 2. Arousing their interest 
3. Creating a preference for your product 
4. Making a specific proposal 
5. Closing the order 


new machine increases your company’s chance to earn 
a profit. Your workers can earn more because they’re 
producing more. That’s the only way your company can 
put more money into everybody’s pocket — including Any good salesman could handle all five. But no 
yours. salesman should have to—not when advertising can 

perform the first three for him, and do them so much 


aa REE eer a — er eae 
The same principle applies to advertising. more economically 


For advertising works just like a machine. By mech- [specially is this true of advertising in the business 
anizing part of the selling process, advertising reduces press. Nowhere else does the machinery of advertising 
the cost of manufacturing a sale. And that, too, means operate so efficiently. Nowhere else does it go so far 
more money in everybody’s pocket — including yours. toward reducing the cost of manufacturing a sale! 


ELECTRICAL SOUTH 


is a member of The Associated Business Papers, who are 
sponsoring this campaign. If you'd like reprints of this adver- 
tisement, or the entire series, to pass along to others in your 
organization, we'll be glad to mail them to you. 
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Which panelboard is right 
for your lighting? 





Cutaway view of standard SUPERBA 
unit, featuring OMNI-bus bars, rugged 
toggle switches—all contributing to the 
utility and appearance of the SUPERBA 
Lighting Panelboard line. 


Specify BullDog Superba Lighting Panelboards 


BullDog SUPERBA Panelboards are designed for use 
in offices, commercial stores, and other applications 
where appearance is as important as performance. 


Standard SUPERBA features individual fuse doors 
interlocked with switch handles for extra safety. 
Circuits must be ‘‘dead” before fuses are accessible. 


Modified SUPERBA is identical to Standard, except 
for the individual interlocked fuse doors. It is recom- 
mended for installations where servicing is normally 
done by an electrician. 


Both SUPERBA Panelboards have the exclusive 
OMNI-bus feature, which permits easy balancing of 
loads. Heavy-duty toggle switches, with quick-make 
and quick-break action, minimize danger from arcing 
and burning. 


In cartridge-type units, there are built-in fuse 
ejectors for safety and convenience. 


BullDog Field Engineers welcome the opportunity 
to sit in with you during the early planning stages 
of a building project. Their knowledge of electrical 
distribution layout can mean savings in installation 
costs, as well as efficiency and reliability in actual 
operation. Why not take advantage of this service? 





ELECTRICAL SOUTH for APRIL, 1949 


C©eCCCCCCOSHLS 





Close-up of ROCKER-TYPE unit, de- 
signed for durability, maximum dielec- 
tric strength, and high resistance to 
heat—plus a simplified switch mecha- 
nism with durable rocker handles. 


Specify BullDog Rocker-Type Panelboards 


BullDog ROCKER-TYPE Panelboards are designed 
for heavy-duty factory lighting circuits, where de- 
pendable performance counts. They are safe, efficient, 
and simple to maintain. 

ROCKER-TYPE boards have branch circuits of 
molded material, are arc-resisting, non-carbonizing, 
and non-tracking. 

Design of switch mechanism permits frictionless 
snap action. Smooth-working, knife-edge bearings 
need no lubrication. Rugged rocker handles outlast 
all others. 

For a durable, dependable, heavy-duty lighting 
panelboard, specify BullDog ROCKER-TYPE. 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BullDog manufactures Vacu-Break Safety Switches * SafToFuse Panel- 
boards * Superba and Rocker Type Lighting Panels * Switchboards * 
Circuit Master Breakers * ‘‘Lo-X'’ Feeder BUStribution Duct * “Plug-In” 
BUStribution Duct * Universal Trol-E-Duct for flexible lighting * Industrial 
Trol-E-Duct for portable tools, cranes, hoists. 


: 
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HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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Now, when every second counts—now, when every construction 
dollar must produce full value—methods of cutting costs without sacri- 
ficing quality take on new importance. That’s why General Electric PVX® 
nonmezallic sheathed cable has become such a favorite. 

PVX goes in fast—goes in to last. The tough, smooth, moisture- and 
flame-retardant braid covering makes for easy pulling. Its light weight 
makes PVX easy to handle. Its small over-all diameter permits installation 
in tight spots. And PVX strips freely, quickly, leaving a clean conductor 
for fast connection. 

To get the rest of the money- 
saving facts on PVX and many 
other items in the General Electric 
wire and cable line, send for a free 
copy of the 42-page book Building 
Wires, Cables, and Cords for every 
purpose. Address Section W/23-424, 
Construction Materials Department, 
General Electric Company, Bridge- 
port 2, Connecticut. 
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CONSTRUCTION MATERIALS 
DISTRIBUTOR 


TOUGH, FLAMENOL 
portable cords are 
availabie in types 
suitable for almost 
any portable tool. 
These G-E cords are 
built to take abuse— 
are just the kind of 
tough, durable cords that hard-working 
tools need. Make sure that Flamenol cords 
are on the equipment you buy—make them 


the rule when you replace cords. 


SUPER PVX nonmetal- 

lic sheathed cable is 

made to order for 

wiring those difficult 

jobs where easy in- 

stallation and long 

service life under the 

worst conditions are important. Its tough, 
thermoplastic sheath and rotproof  ther- 
moplastic insulation make it a natural for 
fighting corrosive fumes and moisture in 
barns and other tough-on-wire locations. 
Ask your General Electric distributor 
about Super PVX. 


TODAY'S biggest wir- 
ing news is Genera 
Electric remote con- 
trol. This revolution- 
ary, new lighting 
control method util- 
izes a lightweight, 
two- or three-con- 
ductor No. 18 Awg 
Flamenol control wire, easy to handle and 
low in cost. Your General Electric dis- 
tributor has up-to-the-minute facts on thi 
exciting new system. Stop by and see him 


soon, 


FOR INFORMATION 
on any part of Gen- 
eral Electric's line of 
wires and cables, con- 
tact your General 
Electric Construction 
Materials distributor. 
He is ready, willing, 
and able to help 
straighten out your supply problems, or 
give you how-to-do-it wiring information. 
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“SCRAP? Sure, but we're already 
selling our scrap,” Are you sure? 
Don’t think of scrap as just the “left- 
overs” from fabrication. Scrap is any 
old piece of iron or steel that is not 
serving a useful purpose. The people 
who make steel or castings for you 
can find a purpose for it. See that they 
get it—through your scrap dealer. 


How wrong 
e can you get 


about the 








“SHORTAGE? But the mills are running at Ca- 
pacity!” True, but if they were melting more heavy 
steel scrap, they would be producing more steel 
from the same furnaces. It’s the heavy scrap they 
Jack, and that’s the kind of scrap you have—the 
kind that makes better steel and, by processing 
faster, increases total production. 


“SCRAP? There's enough overseas; let 

J~ ‘em have that!” Some of this will 

be coming through, but not in good 

quantities until preparation and trans- 

portation facilities within those coun- 

tries improve. Our critical scrap short- 

age can only be solved by U. S. man- 

ufacturers turning in their scrap and 
no-longer-needed equipment. 


“SCRAP? If 1 could get more steel, I'd 
have move scrap.” That's right — as 
far as it goes. But it’s also true that if 
the mills get more heavy scrap, there 
would be more steel on the market. 
d So help out the condition by digging 
out the old un-used iron and steel 
accumulated in your plant. The more 
heavy scrap you and other people turn 


“SCRAP? We don't have any scrap in our busi- in, the more steel will be available. 
ness."” You don’t have to be a metalworking plant 
to have badly-needed iron and steel scrap. Prac- 
tically every manufacturing plant today is a virtual 
treasure-house of iron and steel machinery and 
equipment that has out-lived its usefulness. This 
is the so-called “heavy” scrap that makes the best 
steel and castings—and faster. 





“ aan SCRAPPY SAYS: 
= Search your plent tor HEAV SCRAP 
| ... Help make MORE STEEL / 


ese 


Set up a steel scrap salvage program in your plant — NOW 


ELECTRICAL SOUTH 
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Where do we go trom here? 
Now as never before, Ameri- that built America into the richest, 
ca stands at a cross-roads. One road strongest, most envied nation of all 
is the way of easy promises by which time. It is the road built by enterprise 
we hope to arrive in the Never-never and resourcefulness and hard work-- 
land of abundance for all and hardship and thrift. 
for none. As a community leader it is your 
The other way looks very much like responsibility to help America choose 
the road we have traveled--the way the road we are to follow. 
The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York F 
MANUFACTURERS OF CARBON, ALLOY AND YOLOY STEELS @ 


ELECTROLYTIC 'l1IN PLATE - COKE TIN PLATE - WIRE - COED FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES, 
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Boldly overscaled, 


snug-to-ceiling designs in m 
etn UL a el 


eaativaaa Aina it ist (HRSLIN sbincieataeene 


beautifully textured glass created SSS. ll 


eee eee TINT Tr ae 


by Carl Moser — with scientifically Ii < SN cigar ie 


engineered 3-way lens light. 


THE NEW KIND 
OF LIGHTING 








LIGHTOLIER GIVES YOU A COMPLETE PROGRAM 
THAT MAKES PACEMAKER YOUR PROFIT MAKER! 





SPOTLIGHTING > 


...Dominant Consumer Advertising that pre-sells + 
America on the newest advance in lighting for home, 


store, office. 


... Advertising to Architects, Builders and Decorators— 


that builds Pacemaker business for you. 


...Cooperative Advertising to put Pacemaker on the 


map in your community. 


...A CUSTOM-TAILORED Mail Campaign to reach all 


important Pacemaker prospects in your area. 


PLUS 


Booklets, displays, selling suggestions, publicity ideas! 


LIGHTOLIER, Dep. X-4, Jersey City, N. J. 
| want to get started on the Pacemaker Profit Program. Send me complete de- 


Scientifically colou- 
vred, built-in lens * 


PUT YOURSELF IN 


olttalekMiliohib ditla-aalelae 


tails and name of my Lightolier distributor. THE PACEMAKER 

tour, spotlights center em PROFIT PICTURE 

of choi, elidel ae agama amie nee i 1 . aeons me 7 ws ann’ | gi aie 

glare. Patented ADDRESS ee ee TT eet ee SE Te Right Now! 
CITY.. ZONE......... STATE 





ELECTRICAL SOUTH for APRIL, 1949 19 





20 





Ss 
"ER . APPROVED 


Cross Section Showing 
Indentations 


Ve 5 S 

Se rs 
ih hs): , 

. 7 RAE 

i) 


* «} “4%, ~\ 
All B-M Fittings Carry 
the Underwriter’s Seal 
of Approval and Ca- 
nadian Standards Ass'n 
Approval No. 9296 


e Select the best, insist On Briegel All 
Steel Fittings, the original approved 
Indenter type connectors and cou- 
ings for thin wall conduit tubing. 


ou will not only find that Briegel 
Indenter Fittings are easier and faster 
to use, but also make neater, stronger 
connections, the correct connections. 
Two Easy Squeezes and they're set. 
Start using Briegel Fittings today. 
Have more satisfied customers— more 


ofits from each job. 


DISTRIBUTED BY 


The M. B. Austin Co., Northbrook, W.; Clayton 
Mark & Co., Evanston, lil.; Clifton Conduit Co., 
Jersey City, N. J.; General Electric Co., Bridge- 
port, Conn.; The Steelduct Co., Youngstown, Ohio; 
Enameled Metals, Pittsburgh, Penn.; Kondu Mfg. 
Co., Ltd., Preston, Ont. 
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“WASTE NOT, WANT NOT.” Here, truly, is a seasoned proverb 
for this age of universal electric power...made to order for 
modern, streamlined production that demands old-fashioned 
thrift. Ask your plant power engineer, consulting engineer, 
electrical contractor or utility power salesman about the ex- 
travagance of overloaded, overextended, obsolete, inadequate 
wiring ...and the threat cf slow-downs and shut-downs that 


hangs over your head. goes 


Y2"" CONDUIT 


Densheath Type TW Building Wire with its special 
Type R 


thermoplastic insulation is sound production insur- 
ance in any plant. It will not support combustion, is 
long-aging, impervious to acids, oils and alkalis. It is 
recognized by the National Electrical Code for cir- 
cuits up to 600: volts and temperatures up to 140° F. 
.and for wet and oily locations. Being light weight, 
3 #10 Wires with a smooth, slick finish and without braid, Den- 
sheath pulls through easier ... resists abrasion. Per- 
Type TW manent, bright colors for quick circuit identification. 
Write for literature. 


This is important, too— for rewiring in existing race- 
ways, the Code recognizes the smaller diameter of 
Densheath TW and permits more conductors to be 
pulled in the same size conduit. At left, a typical case— 


6 #10 Wires 


“WIRE AHEAD ...2 comprehensive discussion of preventive main- 
tenance, points out the symptoms of inadequate wiring, presents 
detailed plans for anticipating electrical demand. Forty-eight fac- 
tual pages of practical information and suggestions free on request 





AnséonrA ANACONDA WIRE & CABLE COMPANY 


from sumer 
fa hall 25 Broadway, New York 4, N. Y. 
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For super-durability in small diameter 





Unsurpassed thermoplastic insulation—made only by G.E.—provides 


an extra margin of safety on your low-voltage feeder circuits 
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Plant conditions that menace most wiring 
seldom bother Flamenol®, General Electric’s 
superior, synthetic-insulated cable. Here, in 
one cable especially developed to overcome the 
disadvantages of other types, are combined 
the important advantages of long life and easy 
workability. 


Inherent stability for long life. It’s the insu- 
lation that makes the big difference. Flamenol 
offers a single thermoplastic covering that is 
both insulation and finish. But there’s a dif- 
ference in thermoplastics. Flamenol insulating 







compound——-made only by G.E.—consists of 
polyvinyl chloride plus various plasticizers and 
stabilizers. Chemically inert, it possesses ex- 
ceptional resistance to all those common 
enemies of cable life—moisture, aging, acids, 
alkalies, oils and greases. Moreover, its flame 
resistance minimizes fire hazards. 


Small diameter for fast wiring. These long- 
life properties are packed into a small diameter 
that saves space and simplifies wiring in areas 
where space is at a premium. Its hard, smooth 
finish is free-stripping for easy splicing and 
terminating, and is easily pulled through ducts. 
Seven bright colors are available for quick 
circuit tracing. 

Rigid control for service reliability. As proved 
by billions of feet now in service up to 13 
years, Flamenol’s quality is carefully guarded 
from start to finish by rigid manufacturing 
controls to assure greatest service reliability. 
In all types, sizes and degrees of flexibility to 
meet your needs, Flamenol is available right 
now from stock. For more information, check 
your local G-E representative, or write for 
Bulletin GEA-4352. Apparatus Dept., General 
Electric Company, Schenectady 5, N. Y. 


Flamenol was the first 600-volt cable of its kind approved for 80 C operation in 
machine tool wiring. While this same cable has only a 60 C rating for raceways, the 


\ i 80 C rating for machine use does mean you can count on an extra margin of safety 
at no extra cost when you use Flamenol for low voltage feeder circuits. 
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STANDARDIZE AND SAVE 


FLAMENOL—in all standard 600-volt 
constructions—is one of six modern 
cables mass produced and authorized 
for warehouse stock. Standard designs 
permit quicker delivery and a lower 
price than special types. Each offers 
advantages in its recommended appli- 
cations. 


~~ 


CORONOL (Rk -GEOPRENE For high-voltage power distri- 





bution. Has superior resistance to heat, corona, and 
aging. Bulletins GEA-1788, GEA-4848,; 














VERSATOL (hk -GEOPRENE For low-voitage distribution 
and branch circuit wiring to motors and controls. 
Resists moisture and heat aging. Bulletin GEA-4848. 


















myn 





INTERLOCKED-ARMOR For overhead power distribution 
throughou! the plant. Needs no conduit, speeds 
installation. Bulletin GEA-4507. 








GEOPRENE PORTABLE CONTROL For connection between 
control panels and portable push-button stations on 
large machines. Resists rough handling and severe 


flexing. 








VARNISHED-CAMBRIC LEADED For high-voltage feeders, 
distribution in underground ducts. Ideal for heavy 
loads in wet locations. Bulletin GEA-2623. 
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of reasons why 


SWITCHBOARDS 
are Deseudalle/ 


Featured part of this 

Switchboard is the safety-type 
Klampswitchfuz which combines 
both disconnect switch and fuse pro- 
tection in one unit... for more perfect 
contact and safer maintenance. Heavily 
electro silver-plated, copper contacts 
are “‘squeezed”’ together in one locking 
motion that clamps fuses at the same 
time, for 30 to 200 amps; for more than 
200 amps., KAMKLAMP pressure- 
type fuseholders are used. Access to 
fuses only when door is open... pre- 
vents contact with live parts. 
Capacities: 30 to 1200 amps., 250 volts, 
AC or DC; and 30 to 400 amps., 575 
volts, AC, in 2, 3 and 4 poles. 

















Compact... unit design, welded construction to provide long- 
lasting, trouble-free service. 

Flexible . . . assembled and shipped ready for connection of main 
and branch circuit cables... units can be arranged singly or grouped 
... Sections readily fit together .. . removable end walls permit add- 
ing sections to either side. 

Tailored for your needs ...the number and capacity of @ 
Klampswitchfuz switches are provided as specified by you. 

Safer Operation . . . dead front, completely enclosed, with fuses 
accessible only when switch door is open. 

More efficient... less maintenance required . 
ity... modern design... 


..ample capac- 
Add these reasons together and you will find that YOUR sum total 
checks with ours... DEPENDABILITY. 


There are many other reasons why the Klamps witchfuz Switch- 
board is dependable, so contact your @& Representative for details. 


Srank (dam Glectric Co. 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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The COOLAIR 
EARLY BIRD 


HAS FLOWN... 


But he sure gave 
many a Coolair Dealer 
a flying start in the 
1949 Fan Season! 


As welcome as the first robin of Spring to 
Authorized Coolair Dealers last February, tke 
Early Bird Program has ended for this year. 


However, the “Early Bird” lingered long 
enough to show these Coolair Dealers how to make 
some extra profits in their 1949 Fan business! 
And long enough for them to realize the value of 
their Coolair franchise! 

There are many other reasons why Coolair 
dealers are happy these days .. . Coolair’s wide- 
awake sales and merchandising program is backed 
by a thorough Dealer Training Program, good 
profit margins and the finest home cooling and 
commercial equipment they can offer their 


customers! 


If you would like to see your sales and profit 
curves do some high flying with the quality 
COOLAIR line, get in touch with your Authorized 
Coolair Distributor or the Coolair Factory. 


American Coolair 
Corporation 


Jacksonville 3, Florida 





Sights Set Il 


More than luck is responsible for the rapid 
growth of Riggs Electric Company from a home 
operated contracting business to the second 
largest in the state. Here’s how it was done. 


by L. H. Houck 


CAREFUL PLANNING for every phase 
of his operations is the simplest ex 
planation of the success formula of 
Riggs Electric Company, of Owens- 
boro, Kentucky. Since he started op- 
erations fourteen years ago, operating 
from his home, Mr. Riggs has studied 
his operations point by point. And 
he’s come up with some interesting 
answers. 

Besides an unusually successful svs- 
tem for handling both small and large 
jobs with the same crews, it has the 
distinction of numbering among its 


customers one man with a financial 
rating of more than $65,000,000. 


[his customer who owns large blocks 
of farm and city property in Kentucky 
is just as hard to please, and probably 
even more particular about what he 
buvs and pays for than the customer 
who has but one 
in a life time. 
One of the points in this connec- 
tion that should interest others in 
the electrical industry is that the 
Riggs company has gone to particular 
pains to understand this customer's 
wants and needs with the idea of 
furnishing him a fast and trustworthy 
service on which he could depend. 
How well this has succeeded is shown 
by the fact that they recently recei\ 
ed a telephone order to wire twelv« 
farm houses which he owns to stan- 
dards previously established. ‘Thesc 
houses were wired, and the price per 
house was in line with similar jobs. 
Besides thorough confidence in the 
ability and honesty of the contractor, 
a customer with such widespread in 
terests will fully appreciate any at 
rangement that time and 
gets the job done. On this_ basis 
they have wired more than 500 farm 
houses for this one customer. 
Besides routine service, small com 
mercial jobs and a few 


electric job donc 


] 
Saves fils 


smal] resi 
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dences, some of the current large jobs 


in work at the Riggs Electric Com 
pany are Franklin School Addition, 
$5000; Fleischmann Distillery Com 


pany, $11,000; and Ideal Pure Milk 
Company, $15,000. 

Fred Riggs established the business 
in 1935. It has outgrown. several 


ee “ay 


CONTRACTING 
and REPAIRING 


Bob Riggs (right) associated 
with his father, Fred Riggs, in the 
Riggs Electric Company, usually 
makes the schematics for the Riggs 
electric crews. Conventional blue- 
prints in full sets on large jobs are 
studied carefully and a_ working 
schematic diagram made from 
them. Another advantage of this 
method is that Riggs can feed his 
crews small schematics from bluc 





igh 











Story 


locations and thei building 
and location is to be replaced with a 
building, much 
particularly for thei 
expansion will take 

It will include an 


larger than 


present 
new, modern large 
and designed 
business. ‘This 
place this spring. 
appliance department 
their present one. 
Robert Riggs, son of Fred Riggs. 
has been with his fathe: 
in the business for several years. They 
have worked out definite systems 
which get the jobs done right, prevent 
unnecessary loss of time, and 


associated 


which 


M0) vane ‘ 
FIXTURES 
APPLIANCES 


printed plans as they are needed. 
[his eliminates the unavoidabl 
pawing through a sheaf of blue 
prints to find out whether a tubc 
turns right or left. Official blue 
prints are usually kept at the shop 
and seldom go on the job with the 
electric crew. On big jobs and 
some smaller ones, the blueprint 
is used for working out lists of 
materials to be ordered for the job. 








ELECTRICAL SOUTH for APRIL, 1949 





- 








How Schematic Drawings 


60A SW JUNCTION . . . 
35 FUSE, ) BOX Save Time for Riggs 
DUST PROOF ~60 A. SW 7~ OUST PROOF } 
MAG STARTER (1 3#8>, (Fuse 35a, /MAGCONTACTOR | | ory FLOOR Here is how Riggs saves money and 


gets the job done right by schemati 
diagrams. Consistent conversion of 














directly to loads they are to operate. 
Ihe service crew can run them t 
take advantage of the physical charac 
teristics of the building which would 


we blueprint plans to specific schemati 
|: diagrams for working crews has result 
t — < ed in making it possible for the work 
crews to save time and money by run 
ning circuits the shortest wav. Crews 
following schematics do the common 
_ sense and practical thing and hav« 
44TH FLOOR ended slavish adherence to a con 
ventional blueprint which sometime 
gave the owner and the architect 
job that cost moze than it should 
Nave 
} (his schematic represents the con 
S version of belt-driven machinery t 
| individual motor drive in a grain el 
ee vatol 
Bret ee AY tia | Che service pancl is diagrammed o 
acl | the first floo with fusing amperages 
20 AMP ; P 3" FLOOR for each of four circuits. Lines run 
= N BOX 
| 


NVEYOR | | he difficult to plan in advance. Size 
) of conduit, number and sizes of wires 
< 
| 
| 








to be run is indicated on each line. 
It is a 


signed to this job to kee 


easv matter for the crew as 
p busv and 
| to keep the job moving forward at 

J | ee good pace since almost all opportun 
tv for confusion has been elim:natec 
However, converting blueprints to 
NSTALLED schematic diagrams is not the whol« 


La. 

Lv; 

| 

| 
bP 
r 
D 
m 
tb 
= 


orv in Riggs’ economical operating 
plan. Before a large job is under 
taken, he holds a “briefing” session 
< with all men in attendance Herc 














UNCTION =i 2” 3#3/C . : : the job is discussed in detail and am 








points upon which uncertainty ma 





arise are thoroughly discussed unti 





an adequate solution is found. In 


\ 





%° 3#10% this way everv man gains complete 


familiarity with the over-all pictu 





and this gives him a_ better und 


standing of each individual part of 





le the job This practice has paid o 
— manv times the cost of time spent 


briefing sessions 








j | si le This is the first of a series of arti- 
cles that will be published from time 
’ to time. Designated as ‘Tell-All’ 
i | } stories, they will present a compre- 
hensive discussion of the methods and 
i% activities of an outstandingly success- 


| ! ' 
Wisup (lsue y | ful electrical contractor. 
(sue) bane! 
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60 AMP SWITCH FOR 
DISCONNECT ON MOTOR 


schema 
be 
time-wasting 


Chis is another tvpe of 
tic that simplifies what 
1 complicated wags 
job. This job » hook 
number of fest neat 
pumps to an REA pole. 
the 


could 
is a up a 
oil well 
Distance 
diagram 


measurements on are 
unnecessary, but-of great impor 
tance to the crew who is going out 
to do the job is the approximate 


location and type of obstructions, 
buildings, hills, ditches. 

Chis diagzam gives the detail of 
the polc which the meter is to 
be installed. Lines to various sin 


on 


gle-phase three-horsepower motors 





A INSTALL 200A 
12” 
SOCKET TYPE 


MOTOR SERVIC 


are plainly 
W age “oud 
volts. 


alls 


a. rat 


his 
trance 
and 
terial for 
advance 
truck which the 
job. 


this 


marked 
WI1TCs 


job 







































ENTRANCE SWITCH 
CONDUIT #2 R.C. AND BARE #2 


METER 


Es 


as ft 
to 
for a 


ed at 2 


socket ty pe meter. 


CTCW 


TO BE 


was |: 


IN 1” CONDUIT 


No. 6 


Carry 


Wo 
230 
SCTVICC 
)0 


en 
amperes 
All ma 
out 


ud in 


and loaded into the Riggs 
took to this 


Riggs has developed a pole for 
this tvpe of job that saves the cus 


more than 
sketch in 
made 
stob into a len 
This costs $2.50 


tome! 
No. ] 


pole \ 


1 $2 
the 


driving 
gth 


ot 
against 


0 ce 


diagram 


Pole 


Is a 


ich. 


a wooden 
iron pipe. 


a cost of 


please Riggs’ employees and Riggs’ Bugalsco of carrying stocks of ma- Riggs’ trucks are stocked with ap- 
customers. terials and equipment in trucks is proximately enough wire, cord, 
If you mention “systems” it often shrinkage, and shrinkage does not equipment to completely wire one six 
brings to the minds of many elec imply dishonesty by any means. A room house. 
trical contractors visions of unwieldy contractor who has a dishonest man Trucks are inventoried once each 
and inflexible methods. Riggs Elec- in his crew will surely discharge him month and restocked. At the time 
tric Company has been fighting fo when he discovers it to be a_ fact. the trucks are inventoried they 
flexibility and winning. Shrinkage takes place normally be also. lubricated, checked and 
—a ; cause it is a lot of trouble to keep drains are made if necessary 
ruc erations ' C | 
' account of every inch of wire and When crews use material from 
They have four — trucks. Kach every 12-cent receptacle. It also the trucks on the jobs they charg¢ 
uck carries a crew of two men costs a lot of monev if vou have to the customer with their time 
Ihe bodies have been especially de check a truck every day. material and indicate on thei 
zned to carry a stock of material One of the biggest advantages of ticket whether the material 
and a supply of tools. Each truck well stocked trucks is that a crew and from truck or shop. ‘This gives 
has its own pipe vise, two conduit truck can keep going and get a lot ideal method of checking against 
benders, and two stecl tube benders of jobs completed without coming monthly inventory Material not 
addition to a supply of small tools back to the shop. These trips back the truck will be on the job ticket 
ind the individual tool kits of the to the shop can cost as much as S6 and charged against jobs. Any diffe 
men who comprise the crc to S10 per how ence will be shrinkage Riggs Ele 
3H.P 1 PHASE [ roa | 
MOTOR 2 | 
C axa 1) BRACKET b [oe ose 
| 
se i 
cic lie delineate clea all =~ | a e".. || 
= ~ | | ROUGH { 60 AMP 3H.P 1 PHASE 
SAR) |} “cut >| || SWITCH Lil sg 
- é IRON | re 
HOUSE < ~N POLE | T1.-', CONDUIT 4 
- 60 AMP DISC an \ = | 246R.C 
SWITCH ‘i ee”, | 
be as ANY) pr’ | FLEXS4 
----— YJ || TT ¢ 
i all, ly = GROUND B 
BARN i oh POLE #1 POLE #2 FT GAL 
3H.P 1 PHASE | olla > 
MOTOR 1 Rie 60 AMP DISC 
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an 
( + 
\> - | 
\ Key, } 
a | 
Sw i , 4 
ASS | 
> “xx 2 SPOOL 
Io | BRACKET > 
> G 
3H.P._ 1 PHASE 
eon MOTOR > 


60 AMP DISC 
SWITCH 


#6RC 


Uh 
oil company owns the pipe and al 
wavs has worn pipe lengths on the 
job. When it dismantles the lay 
it use the pipe poles in 


$25 for a regulation pine pole. 


out, can 


another location or use the pipc 
for its original purpose. 
Oil jobs such as this are most 


located at a_considerablc 
distance from the shop of the con 
tracting electrician and consc¢ 
quently any trips back to the shop 
for material or even telephone calls 
for instructions can become high 
ly expensive and ruinous to profits. 
Riggs’ plan eliminates this. 


alwavs 
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tric Company by this method have 
found that shrinkage is reduced to an 
unimportant percentage and could be 
eliminated altogether. 

In line with the plan of complete 
mobility and flexibility of their four 
crews, there is another advantage in 
Riggs’ svstem of stocking trucks. 

Chey keep it possible for the shop 
to reach all Riggs’ trucks by telephone 
it the job they are on. Bob Riggs 
claims they can always get in touch 
with any of their trucks within ten 
minutes. When a job requiring im 
mediate attention comes into the 
shop, they call any truck on any joo 
they can leave and dispatch it to this 
new job. With plenty of equipment 
on the truck, and no need to return to 
the shop to get material, a conside: 
ible saving is made. Eventually they 
expect to have their trucks equipped 
with two-way radio because the rapid 
movement of trucks to jobs is a highly 
important factor in giving a_ high 
type of service to the customer and 
in creating a profit for the company 


Repair Service 


Besides then regular two-man 
trucks they also have a service truck 
in charge of one man. ‘This truck 





wiswers all service calls. 


It is hard for this man to show a 
profit for the company, but he is con All Riggs jobs after being en by the customer. 


sidered to be a good salesman for the tered on job tickets are hung on Kirst step after getting a job is 
services of the company and all the this board. Each hook is labeled to order material for that job 


\ hook at the bottom left is re which is usually done without ref 
served for rush jobs which are be 


ing studied by Fred Riggs (right When the material arrives, it 
i 


merchandise it sells. Considering this 
operation from the standpoint of the erence to their regular stock 


good will it creates and the new cus 











tomers who are acquainted with the Shelves below the job ticket board checked in and stacked separately 

Riggs Electric Company, it is a highly aze reserved for small appliances and labelled for that particula 

important cog in the business. to be repaired. After being re job. ‘This makes it easy to locate 
Fhe ware scale for clectricians in paired the appliances are either de- items that are short or unobtain 

Owensboro now is $2.12% per hou livered to the customer 01 kept in able, makes sure the material is not 

\ service man’s cost and the upkeep the front of the store for pickup used up on another job 

ind expense of a truck for an S-hou 

dav make it almost impossible foi 

enough work to be brought in and 

completed to make a profit. This 1 

1 phase of the business that the pao Completion of repairs in the shop former service man. ‘Two of the men 

ic cannot understand and there ls is either handled by the service man ire handicapped due to war injur 

little use to try to explain to them when not answering calls, or if it but are able to turn in a full j 


} . : } 
at you c: or lamps 

that you cant fx 0 floor 4 piles up, the other crews may be used nevertheless. 
because you Ci i i front. ; } ] 
because you ¢ int ma °?? fit. The at times to clean it all up. One man runs the shop and th 
Riggs plan is to get all this business ffice H +] bookk ; 
. : al office. e does the bookkeeping, 
that is offe-ed to them, to do it as Personnel Setup a desl ta] 

bl bl answers the telephone, takes care of 
casonably as possible, and to do the Men who compose the crews ar store and shop details and sells ap 


best job possible—all in the hope that 


eemtnens PS ne = 


the customer may sometime _ have 
occasion to again call on Riggs. 

\s it stands, never a day passes 
that this service man does not bring 
in from four to six floor lamps for 
repair. Minimum service call is $3.00. 
The average floor lamp repair, which 
will include rewiring, will run from 
$2.75 to $4.00. 
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all experienced and expert electricians 
nd mechanics. Under the Riggs type 
of operation and the need to dispatch 
trucks and crews to any type of job, 
it is imperative that only the highest 
tvpe of skilled men be emploved, 
which is what has been done. All 
electricians emploved are ex-servicc 
men except one. Bob Riggs, who 
serves as superintendent, is also a 


pliances when customezs come in 
look. This one man has proved 
be capable of handling all these de 
tails in ship-shape fashion. Fred 
Riggs, the father, spends a lot of 
his time selling new jobs, and he is 
in and out of the shop. Bob Riggs, 
the son, spends virtually all of his 
time superintending jobs, planning 
the work for new jobs and working 
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ut orders for materials, so he also is 
in and out of the shop. 

This office setup apparently runs 
more efficiently than some using two 
or three men or girls in shops doing 
ss annual volume than does Riggs 
his is the result of Riggs’ svstem 
direct approach to their problems. 


om] 


yf 


Scheduling Work 


incoming orders is re 
minimum of detail. Each 
rder is placed on an order board on 
hook under its classification. Sincc 


f customers 


Handling 


uced to 


thev have number « 
ho have work in the shop at all 


times, the ¢ customers have been as 
gncd re hooks on the board. If 
me telephones a job, the office man 
ger takes down details and addres 


nd hang: the order on the hook un 


ler the proper name. 

If Mr. Riggs writes up orders which 
he has sold. they are placed on thc 
board under the proper classifica 
tion. A space is provided for rush 
orders. If the job is one that re 
quires immediate attention, the office 
manager, after entcring the order and 
placing it on the board, will trv to 
contact cither of the Riggs, or fail 
ing at that may order the service man 


~ 


or another crew ovcr to the new job 
to fill the emergency. 

One of the advantages of an orde 
board like this is that all the ode 
and the sheets of paper representing 
work to be done, are spread out so 
they can be visualized. It is possible 
to make three months wozk look 
small in a thin sheaf of orders stacked 
cn top of each other. Orders can be 
buried that wav and_ overlooked 
which might result in not doing th 
jobs in the order that would be to the 


best advantage of the customers a1 
the company. 


Material Handling 


Another time saver—and_ saving 
time in an organization the size of 
this may result in an actual saving of 
from $25 to S100 an hour—is_ the 
method used in buving and_ alloca 
ting material to the jobs. 

Construction jobs and jobs of an. 
size get specially ordered material 
When working on the plans, and afte: 
estimates have been completed, o1 
ders are made up for the job and th¢ 
material comes to the shop from th. 
suppliers tagged with the contract 
name. This material is stacked in 
the shop i Nothing 


n separate rows 


ff P 


cs — 
a wey, 
Kit ER 
rs « i } oe ee 


a, 


_y FRED WRIGESES 


Pas 


One of the four trucks used by 
Riggs’ two-man crews. Bob Riggs 
left) checks plans with a Riggs 
electrician. While planning on 
the wiring is done in advance so 
less time will be lost when the 
crew is actually on the job, con 
stant supervision and watchfulness 
is necessary so that wiring is com- 








pleted in co-operation with other 
crafts. Proper planning and su 
pervision eliminates waiting by 
Riggs and allows him to dispatch 
all of his trucks to jobs in othei 
parts of the city. Riggs can get 
one of his trucks started to a new 
job in ten minutes when the need 
arises. 
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is taken from the stack except for the 
job specified. 

In some cases the company ma\ 
find themselves with material or fix 
tures in stock that they want to allo 
cate to the job. When this is the 
case they take the material out of 
stock and place it with the ear-mark 
ed stack so as to eliminate the pos 
sibility of its being used up on some 
other job 

When trucks go out to these partic 
ular jobs, they load up the material 


f-om the stack for that job which 


in the proper stage for use. The 1 
sult is that each load is soon used 
up and thev do not have a lot of ma 
terial on the job which mav be. in 


vered 


tlic wav, become lost, ot get 
up or damaged by other crafts 

This covers the Riggs svstem of 
operation except for one of the most 
important parts—a phase of thei 
business which is. responsible for the 
elimination of much lost timce—thi 
job planning department. 

Riggs’ men have a_ better. unde 
standing of what is to be done when 
they go on a job than is the cas 
with most crews. Ihev seldom have 
to work their way through a stack of 
blueprints. Riggs’ advance planning 
has been responsible for fast time in 
completion of large jobs. 

lor example, we will savy that they 
have been awarded a contract for thi 
viring of a large industrial plant in 
cluding offices. There will be twents 
sheets of blueprints on wl 


i 
wiring will be indicated in every wat 


ch Tie 


known to man. In the offices, the 
architect will have indicated wher 
he wants outlets and lights. In th« 
industrial section, thev will have 
prints which were made by electrica! 
engineers who have indicated exactly 
what thev want and where thev want 
If. 

\ll of this wiring must be done at 
a time that fits into the work of ali 
the other crafts such as_ bricklavers, 
sheet metal men, and machinery cre¢ 
tors 


Schematic Diagram 


Bob Riggs takes over these prints 
after his father has sold the job and 
obtained the contract, plus a list of 
material specified and figured in the 
contract, and from them he makes 
schematic diagrams. 

For example, we will assume that 
the section of the plant from which 
the service enters will be the first 
part constructed and it will be desir- 
able to put in the main panel and 
service first. 

From the blueprint of this, he 
will make a schematic diagram fot 
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0 
Ih 1 schemat fa ) take car f both n nd old ived at cstination 
nsta mditioning in loads, conventional blucprinting of — call fi ttention to a wen 
isting ding As it turn out th ob would have taken davs of — tional plan in order to follow 
lt Was a 1 10D to modern th mcasuring and surveving exact turns of the conduit 
virin \Mlost of t Id wire With the Riggs hematic t Riggs said that the crew often 
pulled out ef existing conduit an iob was simplified on paper an put the circuits in the building in 
new Wi nstalled. New circui omplicated in actual practice bu bette faces and in a_ shorter 
vere establish ind all th lc the complications w« iot cont length because it would have bec 
trical faciljt ) ly wires ing to the crew. On the schema unpossible to give them complets 
md fu tic a single short lin om an in instruction n on a_blueprini 
RB +] ] t 1e-hor sr. = + \ lhy int rht li ri 
5¢ yy th } i l ( one-h cpo nagn Muepmn night indicate a run 
turn the o'd wiring and th mt goes to an existing of conduit over a beam when th 
omplicated nature o langing = | powcr moto Che fact that — practical d best wa ught | 
t lues of th rcuits and wire” the circuit from the controller unde Crews working fro ch 
S17 side ¢ 1g idut i the motor twisted from basement matics tak dvantage fF th 
the r ac g \ ty t wetween ft s and ventual | yportunities 
ic of In CWS Lhis ss mati \Nlaking hematics for part of a Riggs is also cquipped for making 
nav verv likcly be drawn on the whit job climinates the need for men on their own plans, whether the Ir 
1] | ' i ; | ; 
ide of a cardboard suit box becaus: he job to study the aspects of th schematics or blueprints using con 
‘ ase : : : ; 
they have found that large sheets of omplete job before starting to work ventional plan details. 


irdboard make much better 


ypped up, ther 
Riggs makes th. 


ind undet 


working 


plans. They can be pi 


stand abuse. and 


schematics large casily 
stood. 
But the crews 


get one of these sheets out of 


do not. ordinaril 
1 cleat 
sky. In advance planning of the 
work, Bob Riggs gets a lot of it laid 
out and schematics made before time 
to start actual work. Immediatch 
preceding the time to start the actual 
work, he gives these schematics to the 
members of the crew who will do the 


work and asks them to take them 
home to study Phev can also take 
actual blueprints home with them 
and study the entire job, which 


makes it much easier for them to un 
derstand the schematics as they come 
out from time to time. 
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ao as 


the as 


thev can 
ith 


\\ ith the 


is is diagrammed w 


schematic 


} 
much 


surance that it will fit into the rest 
of the toh when the time comes. and 
this reduces the chances for errors. 

Ihe Riggs state that schematics 
have made for fast work and accurate 
work and that often men will find 
wavs to save wire and time hecau‘e 
of not b«r7 ninned down to the 


actual blueprint. 

This has also promoted a high typ« 
between the 
architects, and 


compan 1S 
} 


electri 
th 


or co-operation 
the 


because 


company, 
cngineers, the 
often able to do better with the actua 
material and with schematic diagram 
than with the original blueprint, and 
are thus more likely to get the result 
which the architect and engineer were 
trving to get. 


Men Briefed for the Job 
the 


Anothei 
planning is that after the 


feature of idvanc¢ 


1 
men lave 


studied the plans and brought them 
back, they have a pre-job confezence. 
This is D-Day minus one All who 


have questions ask them and get then 
Problems which face 


answers. may 
them all are worked out on the spot 
The total result is that the men 


who go on this job know as much as 
it 1s possible to know before the job 
Starts. 

Still another feature is shown w 
Mr. Riggs sells a remodelling job fox 
a store or some other establishment 
Thev find out what the custome 
wants, figure the job and make som« 
ketches, and then draw up complete 

Continued on page 40) 
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when using a recessed fixture with a 
louve: bottom. 
The table shows the required lamp 


~ footage per square foot per 100 foot- 
old Cathode oo" 
7, ium-sized, light finish room. ‘This e € 


footage is .66 fect. 
For 35 foot-candles, the equivalent 


How to Design it value is .66 x 35, Of 23. Multiplying 


this value by 25 x 350, the room 





dimensions, one obtains 288 as the 
footage of lamps required, or 36 eight 
by B. F. Greene foot 2>-mm cold cathode lamps. A 
. possible fixture arrangement would bx 
three rows of two-lamp fixtures run 

nin« the length of the room. 

Ht CHOICE of the type and ar values indicated by the lumination [he room sizes given in the tabk 
rangement of lighting fixtures de- level desired, and divide by 100. For have the following characteristics s : 
pends upon many factors. One of example, for a 50 foot-candle installa the large room width is equal to 
these is the illumination desired, tion, the values mn the table should greater than four times the ceili 
which is usually measured in foot be multiplied by 50/100, or one-half. ctadal: iw. dite sean wills 
candles on a horizontal plane at table he illumination constants as given equal to twice the ceiling height; and ‘ x 
height. | below are for twelve representative the small room width is equal to t 

The method most widely used fo fixture types, and for two room fin ceiling height. In all cases, the room 
calculating the amount of illumina ishes and three room sizes. length is approximately four times 
tion is “the lumen method. By this ; i in i the mom width. , pe 
method, a constant, called ihe 60 nstructions for Using Table mensions correspond to room coeff 
efficient of utilization,” is obtained lo: a given room size, finish, and cients of B, FE, and J when using 
from tables based on a given fixture fixture type, obtain from the tabl« lumen method). 
type and room size and arrangement. the required lamp footage per square Phe factors “light” a nedium 
Chis constant is multiphed by the foot per 100 foot-candles. Maultipls as shown on the chart refer to 
total amount of lumens emitted by this value by the desired illumina Continued on page 64 
all the light sources in the room, ind tom andl dive by 100. to obtain the 
divided by the floor area, to obtain required lamp footage per square foot 
the average value of the illumination Next, multiply this value bv the floor he sallaies ale te Gen tlle ane 
n the room. area to obtain the required lamp foot for the 25mm, warm white lamp, & 





operating at 120 ma. For other lamp 
types and colors, multiply these values 
by the following constants: 


In order to simplify these calcula 


age for 25 millimeter cold cathode 
tions, the author has prepared a chart, 


warm white lamps operated at 120 


printed below), from which the re ; ral 
‘ | b f | t] | | ] milliamperes If the o foot slo) ae Lamp Operating Wa 
quired number oO — cathode fae LA tvpe 2593, is to be used, divide Diamet Current Whit 0° W 
) ] I I < c D ] 1 1 mn amps) 
f0i : 1 — illu op ition can be the lamp footage by 8 to get the num - _ 
eadiuv obtained. ic Chart gives } Se sacd 00 
5 Der Of lamps required. : 
“the required lamp footage per squar eae Sage 150 2.0 
4 r oe Problem: to find the number of 
oo ) OU too indies yy any \ +e 
; + en gtr — se = standard lamps, warm white, PLA x4 
ther foot-c: values \ v tl 7=Q2 W 
other foot-candie values, multiply the No. 2593, required to obtain an ini a D W 
Mr G i l | tial value of 35 foot-candles, in a 00 1.24 
r. reen is technical consultant ] 9 Bh c od 
= agi medium sized room 25 fect x 50 fect, 
to the Fluorescent Lighting Assn., and agieeige i ; ' ) 
a lighting consultant. with light colored ceilings and walls, 5 ( 2°90 


























ae = FATURE DETAILS REQUIRED LAMP FOOTAGE PER SQ. FT. PER 100 FT. C. 
Distribution ‘idea... "| LARGE ROOM MEDIUM ROOM | SMALL ROOM 
Classification /o Up DESCRIPTION —_$—_— — - 
% Down Light Medium Light Medium Light Medium 
| Industrial 49 02 OF 62 .96 1.2 
| 5 Exposed Lamp Stri 48 53 57 .60 .94 1.1 
| ee | =P P Pp 
eT 95 | Recessed Louver 07 61 | .66 71 | (Ll 1.2 
| Recessed Glass .63 66 | 72 7% | 41.1 1.4 
anaes nt nian cab dialer ———$$_______|__ = -|—_——_—__—_—__ - | = ae 
25 | Ceil. Mounted Exposed Lamp .50 58 58 67 | .98 13 gt iis 
saeere | Fe Ceil. Mounted Louvre Unit 57 63 | 54 49 |  .33 29 
| | Ceil. Mounted Glass Unit .66 76 | .76 89 | 13 1.5 
| | Pendant Exposed Lamp 06 72 | 6 #6 | 13 #4217 @ | 7 
| 5 | 
eae = Pendant Louver Unit 68 84 | 91 Ll] oS 1.9 G 
| Pendant Glass Unit 69 86 .96 1.1 1.6 1.9 
INDIRECT | 95 | Pendant Indirect Unit = 80 13 | 10 18 | 2. 3.8 
| 5 | Cove 99 iY 1.3 2.3 | 26 4.9 
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Capacitor Tests 


CaPACITOR-r'YPE a-c motors now 
are widely used in refrigerators and in 
many other household and comme 
cial machines. High-capacitance a-c 
capacitors start these motors as 2 
\fter the motor reaches 


full running speed, or slightly before, 


phase units. 


an automatic switch cuts the capa 
citor and the starting winding out of 
the circuit, and the motor runs as a 
single-phase unit. 

The capacitor thus is in the ci 
cuit onlv for a few seconds and usual 
ly is called upon to start the motor 
only occasionally. \ motor startet 
capacitor, 
designed for continuous service. This 


1 7 1 
is an advantage because small-sized 


accordingly, need not b« 


electrolvtic capacitors, which furnish 
the high capacitance required for mo 
tor starting purposes, can be used onh 


for intermittent t 


ilternating current 
service. 


Capacitor Characteristics 


Satisfactory operation of the moto 
depends a great deal upon the qualit 
and condition of the capacitor. Tor 
example, it is imperative that th 
capacitor have tl 
power factor. A 
undesirable since it will reduce the 
motor starting torque. (A 2-to-l in 


1¢ lowest practicabl 


igh power factor 


crease in power factor can reduce 
the starting torque by as much as 
2¥2 to 9% per cent. rhe best 
power factor would, of. course, be 
zero, but such perfection is not ob 
tainable in practice. The practical 


power factor range in Cornell-Dubilicr 


ctched-foil drv clectrolvtic a-c canaci 
tors, for example, is +144 to 8%. How 


he field accept 


ever, technicians in t 
as satisfactory any power factor not 
higher than 10 per cent. 

It is important also that the capa 
citance of a motor starting capacito: 
be as close as possible to the valuc 
specified by the motor manufacture: 
and indicated on the capacitor label 
Moreover, this capacitance must re 
main reasonably constant in service 
If the canacitance is too low, starting 
torque will be lost. But a capacitance 
increase, up to about 15% of the 


This article is based on information 
prepared by the Engineering Depart- 
ment, Cornell-Dubilier Electric Corp.. 
So. Plainfield, N. J. 
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rated value, seldom affects starting 
of the motor 

I'he instruments ordinarily used by 
radio servicemen for checking capaci 
tors cannot be employed for testing 
electrolytic motor starter capacitors 
(hese instruments include — bridges, 
simple microfarad meters, capacito 
analyzers, etc he reason for this 
is that a-c clectrolvtic capacitors must 
be checked at their rated a-c operat 
ing voltage, and this voltage is not 
supplied by the instruments referre 
to. In some instances, also, the mi 

















crofarad scales of radio test instru 
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f itor ) 











Fig. 1—Equipment set up for mak- 

ing short circuit tests on capacitors. 

If voltmeter reading across resist- 

ance “R” is same as line voltage. 

a short circuit exists in the capaci- 
tor under test. 


+} ] 
I 


ments do not reach the high values 


common to motor starter Capacitors 

(he important quantities which 
much be measured are capacitancc 
and power factor. Some other wel 
known tests, such as direct-current 
leakage and leakage to can are nol 
as important in establishing the qual 
itv and condition of a-c electrolytic 
capacitors. 

Che three essential instruments re 
quired for checking a-c_ clectrolytic 
capacitors are (1) a-c voltmeter, (2 
a-c ammeter, and (3) a-c wattmetei 
Each meter should be a multi-rangs 
instrument 

In order to prevent burning-out a 
meter in case the capacitor is short 
ed, a preliminary short-circuit test 
must be made before attempting to 
check capacitance and power factor. 


When checking a electrolytic 
capacitors, observe the following pro 
cedure, taking the steps in the ofder 
listed 

1) Make vour test as rapidly as 
possible. If this rule is not followed, 


thr cCapacito vill be forced to pa 





CAPACITOR 





UNDER TEST 
= ig 
oo if 

SWITCH 
10 , 




















Fig. 2—This setup provides for a 
quick check of the approximate 
capacitance of a capacitor. The 
voltmeter and ammeter readings 
are used in connection with the 
curves of Fig. 3 to get mfd values. 


urrcnt miger than fc and ma\ 


pccomec damagec 
2) Alwavs test the pacitor first 
fol shortc1 ult \lak tin short 


recut test at the it 1 pcrating 
voltage of the capacito Use th 
rcuit given in Figu For 110 
wr 125 volts, resist Rom vw a SOO 
watt cone-tvpe heater clement Q); 
it mav consist of one 500-watt (115 
volt lamp or five 100-wat 115 
volt amps connected in_ parallel 
For 220 volts, use four 500-watt cone 
heaters or ten 1]00-watt 115-volt 
lamps in series-paralle! 

lo make the short-circuit test: first 
measure the line. voltage with the 
voltmeter, then measure the voltage 
drop icross resistor R If the tw 


voltage readings are equal, the capaci 
tor is shorted and should be discard 
ed. If the voltage across the resisto 
is lower than the line voltage, th 
capacitor has some capacitance and 
the other tests mav be undertaken 

3) Check capacitance For a 
quick check of the approximate capa 

(Continued on page 35) 
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PLANNING NOW FOR 


Tomorrow's 





CONTRACTS depend 


lomMORROW’S re 
on the work you do today. This 
might well be the slogan of Emil Wil 
mesherr, of EF. Wilmesherr & Son, 
electrical contractors, Washington, 
\lo., for he has profitably followed its 
principles for the 28 vears he has been 
established. 

Today Mr. Wilmesherr has enough 
work ahead to last from nine to 
twelve months. He has general build 
ing contractors within a radius of 75 
miles who are willing to wait or to 
change their plans in order to let him 
fit their job into his busy schedule. 

Wilmesherr has started one new 
house wiring job in a group of new 
houses, with all other contracts tenta 
tively let, and finished up with wiring 
for out of five or better 

He had a new home builder come 
to him recently and ask him to bid 
on his house wiring job by telling him 
that he had one bid and that if he 
could do the job for not more then 
fifty to one hundred dollars higher 
he would rather have him do the 
work. Ihe job cost the owner only 
$35 over the other bid and mav havc 
saved him twice as much. 

Wilmesherr once got a job that had 
been promised to other contractors 
involving the wiring of a dozen ot 
more new homes just because it cost 
cither the owner or the contractor 
building the homes too much money 
to clean up after other electricians. 

Wilmesherr never leaves finger 
prints on newly painted walls. He 
never leaves a mess on new floors. 
When boxes have to be worked on 
with new walls or where the painter 
has just finished, he requires his crew 
to keep their hands washed and to be 
sure no marks are left on walls or 
woodwork or floor. If they do hap 
pen to mar the surface, they have it 
fixed. 

Wilmesheer does a job that will 
stand inspection regardless of whether 
it is required. ‘This has won the con- 
fidence of rural power line inspectors. 
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Contracts 


He does work within a radius of 75 
miles of Washington and finds that 
power line inspectors often recom 
mend him when they are asked about 
1 wiring job 

When the rural lines were being 
put through this part of the country, 


Wilmeshert wired two complete 


towns In the first town he went 
from house to house with a short con 
tract form and asked for the job of 
wiring the housc Ile had worked 


out flat rate prices. particularly a price 
When he 


house he put in the contract the exact 


per outlet figured the 
1 1 
number of outlets and the wiring the 
owner wanted 
Since he knew from expericnee that 





the owner would want to make 
changes and add more outlets before 
the work was done, he showed each 
owner how to figure what he wanted 
to add to the basic contract and what 
it would cost. The result was that 
he wired the whole town which occu 
pied a period of nine months and 
never had even one complaint. He 
also had the satisfaction of knowing 
that each one had been properly wired 
aud could take on any electrical load 
they wanted to add. The wisdom of 
this course was amply proved as time 
went on because he has been called to 
wire new houses, new commercial es 
tablishments and to add new outlets 
to some of his own jobs. 

He followed a similar course with 
another small town down the Missouri 
river and the results were similat 

““Good work, quick service, prompt 
ness and neatness are the essentials of 
building future business,” Mr. Wil 
mesherr said. “If we promise to do 





Wilmesheer trains his workmen io 
take special precaution not to leave 
finger prints on freshly painted 
walls, He saves considerable time 
by outlining the work each man is 
to be responsible for during the 
work day. By keeping well ahead 
of other trades on the job, he keeps 
general contractors seeking his 
services. 
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job or be at a place at a certain timc 
we keep the promise. If we can’t go 
we don’t promise.” 

Mr. Wilmeshert each con 
tract as a job which he can show to his 
next prospect. In dealing with a new 
a contractor he always 


views 


home owner 0 


has a list of recent jobs to which he 


refers them, and along with the new 
them to 
jobs that have been in for ten years 
Quite often with so 
housing projects underway in this 


area, Mr. Wilmesherr finds he 


wiring contract on a house 


jobs, he also likes to refet 
many small 


has 1 
which is 
one of many houses under construc 
a number of houses can 
little 
sometimes a little cheaper when they 


ibout to sell 


tion. Since 


ilwavs be wired a quicker o1 


ire in a group, he sets 
the other houses 

\s an example of what happens in 
such cases Mr. Wilmesherr found he 
had one house in a 
All the houses 
crs and being built by 


When 


incrs had died away 


group of seven 
were for different own 
three separate 
the sound of ham 
id the last paint 
ers ladder had been loaded, Wilme 


wired five of the 


contractors. 


sherr had seven 


houses and had finished them up | 
fore the painters got to work 
Phat brings up another point in the 
policies of his company 

“On 
is almost always the last one to finish,’ 


Nir. Wilmesherr said. “We try as 
herd as we can to finish up a job be 


a building job the electrician 


fore the painters get in and alwavs 


a) 


finish up as quickly as possible in 


operation with other crafts on the job 
Work Planned Ahead 


best ways to save 
make 


way vou look at it, 


Onc of the 


job O!1 


tine 


on a time, whichever 


is to have-an agree 
ment as to what each workman is go 
ing to do before the work starts each 
dav. 

Mir. Wilmesherr is sure that much 
time is saved this way. For instance 
they had a job on a new garage build 
ing which had a large parts depart 
ment. 
light the space between each floor-to 


ceiling parts bin after 


here were dozens of drons to 


bins were in 
stalled. ‘I'wo men worked on this job, 
and one man made up all the drops, 
cutting the nght length and attach 
ing socket anothei 


nected them to the ceiling outlets and 


while Inan con 
soldered connections. 

“There are numerous ways in which 
two. men can be teamed to accomplish 
more work without having to work any 
harder,” Mr. Wilmesherr said, ‘‘and 
these work assignments need to be 
worked out at the beginning of the 
work day. This eliminates starting out 
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wrong, changing decisions and_ loss 
of time during the day 

\nother policy is to go as far with 
the wiring job as they can whenever 
they are working, as opposed to the 
idea of doing just enough to relieve 
another craft and then racing back to 
inother job. Wilmesherr goes as fat 
1; the construction stage of the build 
He finds 
this often keeps him out of jams with 
other crafts and saves many extra trips 


ing will permit on each trip 


from one job to another. 


Capacitor 
Tests 
Continued from page 33) 


itance, use the circuit given in Figure 


cr factor (in per cent) is found by 
dividing 100 times the reading of thic 
wattmeter by the voltmeter reading 


times the ammeter reading. Expres- 
sed as a formula this is 

Dp. £14 100 P | | 
where P is the wattmeter reading; | 
the voltmeter reading; and I, the am 
meter reading. 


5) To determine the capacitance 


iccurately from the meter readings 
obtained with the circuit given in 
Figure 4, use the formula below. 


readings designated 


With the 


by the same 


meter 
letters given in the pre 
ceding paragraph, the capacitance fo: 


mula for 60 cvcles is 
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Fig. 3—These curves when used in 


connection with a test setup such as 


shown in Fig. 2 make it possible to obtain approximate capacitance values 
of capacitors very quickly. 
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Fig. 4—This circuit permits a fairly 


accurate check of both the power 


factor and the capacitance of the capacitor under test. In making the test, 
the watts loss should be read without the capacitor connected and _ this 


amount subtracted from the 


reading with the 


capacitor in the circuit. 
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Nina Faye Bonner, adequate wiring 
representative for Georgia Power 
Co., discusses the promotion § of 
adequate wiring by 15 of the 


utility’s home service advisers. 













so Degerey 
Be ee 0 


R. H. Giedd, new business manager 
for Florida Power Corp., discusses 
the accomplishments and objeciives 
of St. Petersburg’s adequate wiring 
certification program. 





P. V. Brown, residential service 
manager for Union Electric Com- 
pany of Missouri, discusses bis 
organization’s method of training 
employees for A-W promotion. 
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A=W Gets aa ® 


Vue Erecrricar, INpusrry took 
the measure of its progress in the 
promotion of adequate wiring and ex 
changed plans and practices at the 
fifth annual Adequate Wiring Discus 
sion-Conference, held in Chicago on 
Februarv 24 and 25. 

Sponsored by the National Ade 
quate Wiring Bureau, the conference 
included both addresses and_ panel 
tvpe discussions with an open forum 
session at the close of the conference. 

Pancl discussions covered problems 
encountered in training adequate wir 
ing sales personnel and in promoting 
adequate wiring at fairs and home 
shows. Individual presentations touch 
ed on the current economic situation 
ind its effect on promotional activi 
tics; on selling better wiring to con 
sumers; on the promotion of adequat« 
wiring. “kitchenizing” and planned 
lighting as a “harmony trio”: on con 
vetting the industrv’s emplovees into 
a tremendous sales force for adequate 
wiring; on home service'and adequate 
wiring working together; and on the 
success of a wiring certification pro 
gram in a typical locale. 

\. TI. Jones, general sales manager 
of the Madison Electric Company, in 
Detroit, and representative of the Na 
tional Electrical Wholesalers Associa 
tion on the National Adequate Wit 
ing Bureau’s Plan Committee, served 
is general chairman at the Confer 
ence. 


No Need for Depression 


The kevnote address was given by 
N. J. MacDonald, vice-president of 
The Thomas & Betts Company and 
chairman of the National Adequate 
Wiring Bureau’s Executive Commit 
tee, who assailed the current defeat 
ist thinking of many inside and out 
side the industrv. 


They are convinced, he stated, that 
depression, recession and war are just 
around the corner and that nothing 
can be done about it. Constructively 
minded people, he emphasized, do 
not fall prev to such philosophies. 
“We don’t have to sit passively by 
and let a depression happen to us . 
here is a remedy: A remedy simple 
to propose and easy to follow. To 
apply the remedy takes just two abili- 
ties—one, you have to see pictures; 
two, you have to promote yourself. 


“Without vision,” he pointed out, 
“the people ‘perish. And just as sure 
ly without vision, so does the sales 
man.” Painting a vivid picture of 
what the Adequate Wirng Program 
means in terms of new business if 
1,000,000 new homes a year are ade 
quately wired, Mr. MacDonald urged 
those present to visualize the market 
possibilities so clearly they could 
“convev it to others . . bring it 
right down to the working place of 
evervone in your office, in the plants 
of vour associates translate the 
Adequate Wiring Program, translate 
the seventy-two and a half million 
additional) outlets into the lives of 
vour personnel.” 

When this has been accomplished, 
he concluded, the industry will havc 
trained 1,000,000 salesmen for bet 
ter living through clectrical usage— 
thus maintaining employment by in- 
creasing production. 

Following MacDonald’s  kevnote 
address, M. R. Norton, dealer coordi 
nator for the Wisconsin Power and 
Light Company and secretary of the 
Central Wisconsin Adequate Bureau, 
staged for those present a_ lecture 
demonstration he has developed to 
sell better wiring to consumers. En 
titled, “What Do You Do In You 
Bedroom?,” the demonstration drama 
tized the many present day uses of 
electrical appliances and lighting in 
the bedroom and contrasted the woc 
fully inadequate wiring generally in 
stalled for this equipment. 

“Thirty percent of fuse failures arc 
attributable to inadequate wiring,” 
pointed out Merrill FE. Skinner, vicc 
president of Union Electric Company 
of Missouri, in his speech ‘“Kitchen- 
izing, Planned Lighting. Adequate 
Wiring—The Harmony Trio.” 

“Thousands of appliances lie idle 
in American Homes because of inade 
quate wiring!” he said. ‘There has 
been an annual increase of 8% in the 
use of electricity in the American 
home and less than 2% of the homes 
are adequately wired.” And, he add 
ed, inadequate wiring has also 
thwarted the installation of electric 
kitchens in homes and in schools. 

These are the handicaps that the 
industry has been trying to circum- 
vent for many years. Many object 
to the promotion of adequate wiring 
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Going Over 


because “it can’t be dramatized, 
there’s no glamour in it,” he pointed 
out, “but it still remains the power 
behind the scene of every successful 
appliance operation . . . that is the 
way we have approached the prob 
lem in our territory. Adequate wiring 
is the supporting cast of our theaters 
of promotion—kitchenizing and plan 
ned lighting.” 

Mr. Skinner then proceeded to de 
scribe a comprehensive program his 
organization has developed to pro 
mote these three basic and interde 
pendent ideas. Intensive training of 
all personnel who contact consumers, 
plus an extensive advertising program, 
he stated, have been most successful 
in selling electrical living throughout 
his company’s area 


Home Shows Pay Off 


Skinner's presentation, 
there was a panel discussion on “How 
to Make Fairs and Home Shows Pay 
On.” Agreeing 
participation in shows reaps substan 
tial dividends, the five participants 
urged the development of simple, 


l’ollow ing 


unanimously — that 


non-technical displays and the use of 
showmanship in putting the adequate 
wiring idea across. People go to 
shows for two reasons, they claimed 

to learn something and to be en 
tertained. 

If exhibits are developed with thesc 
two ideas in mind, it was agreed, they 
are bound to accomplish the objec 
tives and to impress the adequate wit 
ing story upon home owners and 
planners. Panel participants included 
moderator H. E.. Cook, managing di 
rector of the Electrical Association of 
Detroit; E.. W. Hodgetts, assistant 
manager of Cincinnati Gas & Elec 
tric Company's Publicity Depart 
ment; R. P. Hill, sales promotion 
manager of Arkansas Power & Light 
Company; I. Ff. McCoy, superinten 
dent of residential sales for Wiscon- 
sin Electric Power Company; and R. 
W. Wilson, manager of commercial 
service for Kentucky Utilities Com 
pany, Inc. 

R. I. Carland, sales promotion 
manager of U. S. Rubber’s Wire and 
Cable Department, and chairman of 
a NEMA Adequate Wiring Subcom- 
mittee, then described for conferees 
NEMA’s new employee educational 
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program on adequate wiring. Re 
cently launched by NEMA membet 
companies, the program has had ex 
cellent response to date. Present in 
dications are that the program will 
continue to grow and win thousands 
of new supporters and boosters fot 
adequate wiring among manufactur 
ing personnel, he stated. Mr. Car 
land concluded by urging league and 
utility representatives to  organizc 
similar programs in their own organi 
zations. 


Girls Best A-W Salesmen 


I'he Georgia Power Company feels 
that no one is better qualified to plan 
kitchens and make adequate wiring 
layouts than a girl who has had home 
service experience, stated Nina Faye 
Bonner, adequate wiring representa 
tive for the utility and next speaker 
on the program. In consequence, 
she explained, all +5 members of the 
department are tho 
roughly trained to discuss adequate 
wiring with homemakers, making wit 
ing and kitchen lavouts and give lec 
ture demonstrations on the subject 


home service 


before consumer and school audiences. 

As a result of this policy, she claim 
ed, better home wiring was personal 
ly discussed with 15,627 Georgia 
homemakers in 1948. Home econo 
mists presented 672 wiring lavouts in 
1948, 2,502 kitchen plans and 274 
laundry plans and . . . the kitchen 
and laundry plans included wiring lay 
outs. In addition, she said, lectures 
on the subject of wiring, kitchen and 
laundry planning totaled 173—with 
an average attendance of 50 this adds 
almost 9,000 more people who heard 
about adequate 
vear. 

Indications that Georgia Power's 
approach is paying off were apparent 
last vear when 1,500 women entered 
a kitchen improvement contest, and 
96% of the participants, Miss Bonnei 
stated, completed their kitchen im 
provements in the six months dura 
tion of the contest. These improve 
ments included wiring. 


wiring during the 


“Also architects and builders are 


turning more and more to the Geo 
gia Adequate Wiring Bureau for lay 
outs on wiring,” she asserted. “In 
1948 I made (for builders) 93 ade 
quate wiring plans, 139 kitchen plans 





A. H. Jones, general sales manager 
of the Madison Electric Co., De- 
troit, and member of the National 
Adequate Wiring Bureau’s Plan 
Committee, opens the conference. 





Merrill E. Skinner, vice-president 

of the Union Electric Company of 

Missouri, discusses ‘“Kitchenizing, 

Planned Lighting, Adequate Wiring 
— The Harmony Trio.” 





Keynote speaker N. J. MacDonald, 
vice-president of The Thomas & 
Betts Company and chairman of 
the National Adequate Wiring Bu- 
reau’s Executive Committee. 
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Conferees R. W. Wilson, left, of Kentucky Utilities Co., Ine., and R. P. Hill. 
of Arkansas Power & Light Co., participants in the panel “How to Make 
Fairs and Home Shows Pay Off.” at the Chicago Wiring Conference. 


and 31 laundry plans. Many of the 
plans drawn were for apartment 
house construction or — speculative 
housing developments where one o1 
two plans would be used for the en 
tire project. For example, in one 
apartment project of 504 units, two 
wiring layouts and kitchen plans wer 
used throughout.” 

“We are gratified at the increasing 
number of requests for help with 
home wiring,” she concluded, because 
it indicates “‘a greater acceptance of 


our services ‘s 


Certification the Answer 


very national survev made during 
the war, pointed out R. Tl. .Giedd 
lorida 
Power Corporation, in his presenta 
tion, “Certification Was Our An 
swer,” indicated that major electrical 
appliances were among the top items 


new business manager fo 


in postwar buying intentions. In 
consequence, he asserted, Florida 
Power Corporation determined to su 
vev customers in its territory to ascel 
tain the probable plant expansion 
needed to meet the growing demands 
for electric service. 

\ preliminary survey, conducted in 
the St. Petersburg area, disclosed the 
unexpected fact that more than 75% 
of new home construction would “go 
all-electric.”” Carrying the survev one 
step further, the utility interviewed 
50,000 individuals in outlying areas. 

“We added one question to the 
survey—namely, would you avail vou 
self of any expert advice on air con 
ditioning, lighting, kitchen planning 
or wiring without charge? The an 
swer was invariably ‘ves’. Manag¢ 
ment, he added, was naturally impres 
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sed with the final tabulation which 
showed that 69.5% of the new home 
in gas territories, and from 79% to 
84% of those in non-gas areas would 
be all-electric. 
“Realizing that — the 
amount of potential revenue from 


aXlnUumM 


these new homes would be limited to 
the capacity of the wiring installa 
tion,” he poimted out, “management 
decided that the active promotion of 


adequate wiring was basic to our pros 


perity.”” 
Mr. Giedd then described the 
organization and launching of ade 


quate wiring certification program 
which, in two vears time, has made 





rapid gains. Launched in a territory 
which had never before promoted 
certified wiring, the program has been 
responsible for the wiring of 500 
homes to national standards, plus 1, 
000 more which just missed certifica- 
tion by an outlet or two. All 1,500 
homes, he stressed, contained all-elec 
tric kitchens and many more circuits 
and outlets than would have been in 
stalled in the absence of a certitica 
hion program. 

“We can think of no activity,” le 
concluded, “which can produce so 
many mutual benefits to evervone in 
the electrical industrv. Selling ade 
quate wiring means better clectrical 
living, and selling electrical living re 
quires adequate wiring. They go 
hand in hand and finally the custo 
mer is the one who gains most of ail 
by being able to enjoy electrical li 
ing as he visualized it while planning 
his new home.” 


Employee Traming 


Following Mr. Giedd’s presentation, 
conferees heard a panel discussion on 
the training of emplovees for ade 
quate wiring promotion. The threc 
methods described by panel partici 
pants were substantially different duc 
to varying objectives, tvpes of locale 
and kinds of emplovees to be trained 
Chey included the traming of home 
lighting advisers to sell wiring mod 
ernization, make layouts and give cost 
estimates; the training of residential 
sales personnel, located over a 3600 
square mile area, by means of a cot 
respondence course; and on-the-job 
training of adequate wiring bureau 

(Continued on page 60 


Liveliest session at the Wiring Conference was the open forum discussion. 
E. N. Avegno, standing, of New Orleans Public Service, Inc., offers sug- 
gestions on how to sell adequate wiring to the speculative builder. 
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General view of the new 
streamlined service center 
of Arkansas Power and 
Light Company now being 
constructed at Little Rock. 
In the left corner is the 
portion of the — service 
center to be used for the 
garage and_= transformer 
repairs, adjacent to which 
is a huge crane for hand- 
ling transformers. The 
structure at the right, on 
which workmen are shown 
working on the roof, will 
house offices, the store 
room and meter repair 
department. 


by Cecil 1. Hogan 


Service 





Center 


Streamlined layout simplifies 
distribution truek loading . . 


ARKANSAS Power & Light Company 
s constructing at Little Rock a 


treamlined service center where a 
the trucks, crews, and shops pertain 
ing to construction, electric repairs 
and storeroom materials can all be 
housed on one lot. To meet all the 
requirements of such a project, a con 
siderable amount of planning and de 
tail work had to be done. 

\ location at Fifteenth and Jones 
Streets, in the southwestern part of 
Little Rock was selected for the pro 
ject. We purchased land at this loca 
tion because it is at a point near the 
center of the area to be served and in 
a neighborhood where the noise of 
such a business will not be objection- 
able either in regular day work or any 
night emergency work that might oc 
cur. It is on a side street where 
traffic is not heavy or high speed, 
thereby giving the trucks more free 


Mr. Hogan is distribution superin- 
tendent for Arkansas Power and Light 


Co., Litthe Rock, Ark. 
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dom in moving in and out It is near 
a railroad siding which can hand 
heavy freight for the Stores Depart 
ment. Its location will permit a pos 


sible expansion in future years with 


out too great an investment 
I'o accommodate offices, store 
rooms, repair garage and transforme 
repair shop it was necessary to arrang¢ 
these buildings so that the noise in 
the shops would not disturb the per 
sonnel who were required to concen 
trate on office or laboratory work 


Oil and grease used in the trans 
former shop and garage with thei 
wccompanying fire hazards also had 
to be considered. Because of thesc 
factors the transformer repair shop 
and garage were put on the corner of 
Fifteenth and Jones Streets and sep 
arated from the offices by the trans 
former storage vard and a driveway 
Ihe transformer shop and garage ar¢ 
housed in one building measuring 
37% x 100 feet, with a wash rack 
and drive to the garage at the end 








of the building, making its total 
length 140 feet and the total width 
3714 feet, with one long side facing 
Jones Street and on the other long 
side is the transformer storage vard 
Che entire building is built of buff 
brick and hollow tile, concrete and 
steel, and has steel decking with built 
up roof which makes the building firc 
proof 


Che garage at the south end opens 
onto the wash rack and driveway by 
two large overhead doors which pei 
mits two trucks to enter the garage 
for repairs at the same time. The 
transformer shop is on the north end 
of this building and a partition of 
hollow tile separates the two shops to 
reduce the noise and fire hazard to 
a minimum. 

(‘he transformer storage dock is 
on the west side of this entire build 
ing and runs 140 feet, the full length 
of the building, and is 50 feet wide 
Che transformer shop opens onto this 
storage dock by two large overhead 
doors and one small door on the west 
side of the building. 


A traveling crane runs the full 
length of this storage dock, suspended 
20 feet over a driveway at the south 
end which permits a truck to drive un 
der it to load transformers Th: 
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Front of transformer dock at new 


service center of Arkansas Power and 


Light Company, at Litthe Rock. Transformer repair department will be 
housed in building at left. Transformers will be loaded or unloaded at rear 
of dock. Crane is electrically operated. 


crane 1s 29 feet wide and is electri 


powered two wavs \ transformei 
can be picked up from any location in 
the vard and-placed in the door of 
the repair shop or on a line truck 
with equal case. ‘The crane does not 
enter the repair shop because of. its 
height. ‘lo accommodate the cranc 
it would have been necessary to build 
the shop considerably higher than was 
needed to repair transformers, therc 
fore, the crane stops at the door 

Semi-live platforms are provided for 
handling the transformers over the 
floor of the shop. Electric and hand 
hoists are used in the shop for lift 
ing transformer cores or dismantling 
transformers 

Just west of the storage vard is a 
driveway. West of the driveway is 
the main building. First are the offi 
ces of stores department, the con 
struction, servicc, meter departments 
and meter records. Meter test boards, 
meter repair shop and Ingh voltage 
laboratory are in the southeast cornet 
of this same building. ‘The wash 
rooms are near the center of the 
building. 

[he west 95 x 100 feet of the main 
building is used for the stores depart 
ment. In an effort to make this store 
as streamlined as possible, large doors 
were placed on the south side from 
which the heavy trucks will be load 
ed. At the completion of a day's 
work, a line truck will back up to 
each of these doors and will remain 
in this position for the night. ‘The 
material salvaged during the dav will 
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be removed from the truck and new 
materials for the next day’s work will 
be placed on the truck without its 
needing to be moved. 

All the trucks can load at the samc 
time. At work time the following 
morning the trucks are ready to leave 
straight from the loading dock to the 
job 

If a transformer is needed the truck 
drives under the crane runway, loads 
the transformer and continues out to 
Jones Street and from there to the 
job. If a pole is needed, it is neces 
sarv to drive south a few fect, load 
the proper pole and continue south to 
Sixteenth Street and from t 
to the job 

If the job does not require pole o: 
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transformer, the truck mav be driven 
from the loading dock north. south 
or east at the driver’s discretion. — If 
a truck is called upon for emergency 
work at off hours, there is no need 
for moving other trucks, there is no 
driving around other parked cars, and 
it is directly in line with cither trans 
former or poles that may be needed 
for the emergency job. Wire or 
other materials that the crew mat 
need can be picked up from the store 
at the loading dock before the truck 
is moved. 

he meter and service trucks will 
be parked in the same parallel line 
with the heavy trucks but bevond the 
reach of the loading dock. Because 
of the small amount and lightness of 
weight of the materials used by the 
service trucks, it was considered un- 


necessary to have a loading dock for 
them. 

We hope to establish a night wash 
ing schedule whereby the trucks may 
be washed and cleaned up at night 
without disturbing their regular 
scheduled day's work or moving them 
from their might parked location. 

lor future expansion, the trans 
former crane runway can be extended 
150 feet south which will leave the 
truck loading lane in the center of 
the runway. ‘The stores building ‘s 
so arranged that another story can 
be added at any future date 


Riggs Sets 
Sights High 


(Continued from page 31) 
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plans. ‘These are submitted for ap 
proval, for the customer may want to 
submit them to his architect After 


they have been approved and the job 
has been obtained, schematics are 
made for the crews. 

Customers often want to make 
changes after thev have approved the 
first plans. ‘These are easily hand 
led. The changes are made on the 
blueprints, and if that section of the 
work has not been started, the 
change will appear as a new schematic 
ind the crew will not have been de 
laved 

There are times when architects 
have been mistaken in thinking they 
had provided adequate lighting. Such 
a case happened recently in one of 
the Riggs’ contracts when they 
thought that the lighting was inade 
quate and not as much as the archi 
tect thought he was getting. In this 
case they had a conference with the 
ichitect with the result that he was 
exceedingly grateful for having the 
matter called to his attention in time 
to do something about it. 

[his part of Kentucky is lighting 
conscious. ‘There is a movement now 
under way to provide 30 to 35 foot 
candles of light in everv school in the 
county, and there was recently voted 
a $550,000 school bond issue for this 
purpose. 

\ phase of the policy of the Riggs 
Electric Company is not to become 
slavish followers of blueprints but to 
realize what result the customer has 
in mind, and to realize that blue 
prints can be changed. 

“Tt is much better to insure a satis 
fied customer in the end by talking 
over the problems before the job 
starts,” Mr. Riggs said. “Any time 
we think that we can render the cus 
tomer a service by calling his atten 
tion, or the architect’s, to something 
in the plans, we do so.” 
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Play Safe 
Use SECURITY 








Pick Security Friction Tape 


This strong, rubbery tape has high insulating properties 
and the tensile strength that’s needed for the tougher 
jobs. Security has no pinholes—doesn’t unravel when 
unwound from the roll. There isn’t a better all-around 
electrical and general-purpose tape on the market. Safe, 
sure, long-lasting, Security is your handy man for any 
splicing job. Write to United States Rubber Company, 
1230 Avenue of the Americas, New York 20, N. Y. 


UNITED STATES 
RUBBER COMPANY 


ELECTRICAL SOUTH for APRIL, 1949 41 














Your Work: 
Can Wait! 

















is is nice Nin 
"Gee, MH through sete 
were a 






42 















“On the other hand, if you don’t ask 
for a raise, they're perfectly willing to let you 
keep on working for what you're worth!” 





















"Will you please add another room to your suite 


and put ‘MISCELLANEOUS’ on the door?” 
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ARE YOU SECURING THESE.THREE BENEFITS OF 
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if. advantages you gain from Hazard Performite Build- Quick Comparison Chart of Typical Savings with Per- 
ee ee — a a eee f usi formite Type RH Building Wire for Five Common Cir- 
: ing Wire, Lype , are simply the logical results of using cuit Amperages Where Voltage Drop Is Not Excessive. 
i’ better insulation which permits a lighter-weight, smaller- APPROX. 
. : . Falby WEIGHT | CONDUIT | SAVING 
diameter wire for a desired circuit amperage. PER FOR PER 
TYPE | SIZE AWG ©.D. | 1000 FT.| 3 CONDRS.| 1000 FT.* 
| Performite Insulation, with its high heat-resistance, (20% 100 AMPERE CIRCUIT 
greater current carrying capacity than Code grade) means R | 1(110 Amps.) | .56” 364 1%" 
sai antl ; d ; d age RH | 2(115 Amps.) | .48” 278 1Y%,” $35.00 
that smaller conc uctors, voltage drop permitting, carry ay acne Sekceee 
the same load with greater safety. Thus, particularly on R | 250,000cm 4” 9621 2%” 
| 4 : . P P —— ie Se {215 Amps.) 
i #1 Awg wire and hanger you save intially on copper cnet on 3/0 ye" ass 9” $105.00 
j and lower shipping weight... handling and installation (200 Amps.) 
are easier and therefore quicker with this lighter, more 265 AMPERE CIRCUIT 
i a ; ss — a ree ‘e R | 500,000CM | 1.09" | 1815) 3” 
' smaller, less costly conduit and fittings. And the better 380 AMPERE CIRCUIT 
grade rubber used in compounding Performite Insulation R | 700,000CM 1.27” 2512 342" 
: aye ‘ RH | 500,000CM 1.09” 1815 3” $225.00 
5 Many ex re a rvice. 
assures many extra years of safe service ype ae 
If you’re not already taking advantage of Hazard Per- R | 750,000CM /1.30” | 2673 | 3%” 


RH | 600,000CM 1.20” 2177 34%” $55.00 




















formite Type RH Building Wire, it will pay you to talk 


‘ ~ , 
to your Hazard representative before planning your next These sovings ote only gn copper. Additional savings also 


result from smaller conduit and fittings; lighter-weight, 


installation. Hazard Insulated Wire Works, Division of easier to handle and install wire. Your Hazard representa- 
. : ; tive will be glad to work out an estimate for you of overall 
The Okonite Company, Wilkes-Barre, Pennsylvania. savings for a given job, i 


. WAZARDG 


insulated wires and cables for every electrical use” 


BP ee 


3 


bases. 
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Small SITE” 


» Big Quminy 
Wide SPP TION 


Ke V7 
WIRING Devices | 


280—Electrical Maintenance. Available immediately is a new 
48-page reference and instruction booklet issued by the Ana- 
conda Wire and Cable Co., 25 Broadway, New York 4, N. Y. 
Entitled ““Wire Ahead,” this book covers a variety of problems 
encountered in electrical system maintenance. 


281—Wiring Connectors. A complete new catalog on_vari- 
ous new wiring connectors has been issued by the Jasper Black- 
burn Products Corp., St. Louis. The — also con‘ains 
much detailed information not heretofore available to users. 


290—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connectors for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes. 


291—Home Freezers. Full information on the Orley Sixteen 
with a 16 cubic ft. capacity, and the Orley Super-Seven, with 
a 7% ft. capacity, is available from Orley Freezers Inc., 475 
Schaefer Road at Oakwood, Detroit 25, Mich. 


296—Building Wire. A fully illustrated 48-page booklet call- 
ed “Hazard Building Wires’ is now available from the Hazard 
Insulated Wire Works Division ot |‘he Okonite Co. The ma- 
nual contains complete engineering information on the manv 
types of wire and cable required by the building industry. 
Tables showing dimensions and weights of all cable construc: 
tions are included. 


297—Wire and Cable. An illustrated booklet containing de. 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Pia cords, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


_ 298—Propeller Fans. Features, performance tables, dimen- 
sions, and accessories are included in a handy, comprehensive 
bulletin, No. 2444, issued by The Herman Nelson Corp., Mo- 
line, Ill. All fans rated in accordance with ASHVE and NAFM 
Standard Test Code. 


300—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter & Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutters and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


305—Electrical Materials. Three informative bulletins, No. 1 
entitled Lightning Arresters Data; No. 2, Wire Stringing Tool 
Data; and No. 3, Hub Rak Data on Secondary Distribution, have 
been released by Hubbard and Co., Pittsburgh 1, Pa. 


308—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Ciucinnati 2, 
Ohio. A wealth of information, including specifications, descrip- 


309—Busduct Data. Various applications of the FA busduct 
for industrial purposes are illustrated in this 3]-page bulletin 
made available by the Frank Adams Electric Co., St. Toa Mo. 
Also included are charts and diagrams which give voltage drop 
and all other pertinent information concerning this product. 


310—Fuses. Listed by Underwriters’ Laboratories, the Pierce 
renewable fuses are fully described in an illustrated folder which 
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may be obtained from Pierce Renewable Fuses, Inc., 211-219 
Hertel Ave., Buffalo 7, N. Y. 


314—Fan Units. G-M Laboratories, Inc., 4300 N. Knoa 
Ave., Chicago 41, IIl., have released catalog pages of description 
on each of the four fan and fan and heater units currently in 
their line. Informative and well illustrated, these pages list 
the sizes, characteristics, prices, etc., of each model. 


320—Wire Connectors. Ideal Industries, Inc., Sycamore, 
Hl., are offering a 12-page catalog fully illustrating and describ- 
ing Ideal solderless, tapeless wire connectors and their applica- 
tion by electrical contractors and manufacturers. 


321—Recessed Troffers. Catalog No. T-48 contains 36 pages 
illustrating all types of one, two, and three light 40-watt 
fluorescent, deep and shallow type troffers. Included are incan- 
descent Highliters for accent lighting between runs with com- 
= photometric data, dimensions, weights and their flexi- 
ility of application. Available from the Ender Mfg. Co., 260 
West St., New York, N. Y. 


322—Upright Scaffolds. A descriptive folder is available de- 
scribing the setting up of a 15-foot aluminum-alloy mobile 
unit by one man in three minutes and a 45-foot unit in 15 
minutes. May be obtained from Up-Right Scaffolds, 1013 
Pardee Street, Berkeley, California. 


323—Lighting Fixtures. Colorful illustrations, specifications, 
and a price list are all included in a 9-page catalog released by 
the Glatthar Lighting Company, 949 East 72nd St., Cleveland 
x — A wide variety of Glatthar Twinline matching units 
is shown. 


325—Ballasts. Twenty-six pages are devoted to a discussion 
of good fluorescent lighting and its many components in a 
highly informative bulletin (GEA-4950) released by General 
Electric. Specifications for the use of all types of general lamp 
ballasts are listed, including Slimline instant-start ballasts and 
Circline ballasts. ‘The brochure may be obtained from the 
Apparatus Department, General Electric Co., Schenectady, N. Y. 


326—Wiring Devices. Bulletin No. 17, released by the M. 
& W. Electric Mfg. Co., Inc., East Palestine, Ohio, contains 
descriptions and illustrations of M. & W. cable connectors, 
grounding devices, and newly developed cable racks. Twenty- 
three pages in length, the booklet is designed for easy reference. 


327—Lighting Fixtures. A sixteen-page, two-color catalog 
illustrating adjustable lighting fixtures, as well as recessed fix- 
tures, has been made available by Swivelier Co., Inc., 28 Irving 
Place, New York 3, N. Y. When requesting the catalog, de- 
signate Bulletin No. 122. 


328--Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushes. 


329—Lighting Fixtures. A colorful, well illustrated, 32-page 
catalog has been made available, featuring industrial, commercial 
and residential lighting with technical description and engineer- 
ing data. ‘The catalog, No. 45, may be obtained from the 
Keystone Mfg. Co., 2228-36 E. Tioga St., Philadelphia 34, Pa. 


331—Cords and Cables. New illustrated catalog sheets and 
descriptive pamphlets showing advantages of Bronco 60 Neo- 
prene cords and cables have been made available by Western 
Insulated Wire Co., 1101 E. 6th St., Los Angeles 1, Cal. 
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332—Fluorescent Fixtures. The varied types of fixtures and 
their wide applications are described and illustrated in a color- 
ful catalog released by Southern Lighting Mfg. Co., Orlando, 
Fla. Lighting for stores, offices, industry, and schoolroom is 
discussed thoroughly with technical information and a price 
list included. 


333—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric: Products Corp., 
Pittsburgh, Pa. ‘This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job. 


334—Magnetic Starters. This 8-page bulletin (No. 4110), 
published by the Ward Leonard Electric Co., 31 South St., 
Mount Vernon, N. Y., gives complete information concerning 
application, size classification, construction features, enclosure 
dimensions and other important data pertaining to the com- 
pany’s newly designed a-c motor starters. 


_ 335—Louvered Ceilings. Included in this 8-page folder is full 

information, explaining and illustrating the special construction 

and design advantages of the Neo-Ray louvered ceilings, manu- 

er ag 7 Neo-Ray Products, Inc., 313 East 22nd St., New 
ork, N. Y. 


336—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered bv the 
Kayline Co. Featured are troffers, glass and louver type, re- 
cessed incandescent units, and many others. The catalog is 
available from the Kayline Co., 2480 E. 22nd St., Cleveland 


15, Ohio. 


_ 337—Lighting Products. Forty-one pages of description, speci- 
fications, and illustrations of Spero’s five lines of electrical 
products are included in a newly issued catalog. The five lines 
include fluorescent fixtures, reflectors, vapor proof units, flood 
lights, and materials for electrical construction. The booklet 
is available from the Spero Electric Corp., 18222 Lanken Ave., 
Cleveland 19, Ohio. 


341—Transformers. A new catalog which describes their air- 
cooled transformers, ranging from 1 to 1,000 KVA, is available 
_ eT Transformer Co., Inc., 34 Montgomery St., Hill- 
side, N. J. 


_ 342—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn-Union Electric Corp.. 
Erie, Pa. Described is the company’s complete line, including 
a wide variety of service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


343—Wires and Cables. A new 44-page catalog on bare and 
weatherproof wires and cables has just been published by the 
Rome Cable Corp., Rome, N. Y. Liberally illustrated with 
manufacturing and inspection photographs, it contains tabular 
data on bare and tinned, as well as weatherproof wires and 
cables manufactured by the company. 


_345—Household Electrical Appliances. Dominion Electric 
Corp. Mansfield, Ohio, offers catalog information and detailed 
specifications on a complete line of table appliances, called 
“Family Favorites.” 





346—Room and Water Heaters. Wesix Electric Heater Co, 
390 First St., San Francisco 5, Calif., offers an 8-page illus- 
trated catalog describing Wesix products for home, office aud 
industry. 


347—Cooling and Ventilating Equipment. Complete data 
are available on Chill-Air window fans and coolers for home, 
theatre and store, recirculating pumps and blowers. Write Nu- 
tional Engineering and Manufacturing Co., 523 Wyandotte, 
Kansas City, Mo. 


348—Portable Circulating Heater. A catalogue sheet describ- 
ing 1320 or 1600 watt portable circulating heaters, featuring 
cool case and room-wide heat penetration, is available from the 
Titan Mfg. Co., Inc., 290 Terrace, Buffalo 2, N. Y. 


350-Fans. The C. & H. Air Conditioning Fan Co., Inc., 
1591-1621 DeKalb Ave., N. E., Atlanta 6, Ga., have released 
an interesting 28-page booklet, “Cottongim’s Supreme Quality 
Fans.” Besides showing pictures of various models, views of 
operations inside the plant, and specifications, there is a sec- 
tion devoted to methods of installation of attic fans. 


351—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
“RAD” heaters. For copies of this portfolio write to the 
Wiegand Company. 


352—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
log containing detailed information on the Hunter Zephair 
Fans, for home and industry. 


353—Residential Fixtures. Brassner Products, Inc., Dept. ES, 
Port Chester, N. Y., announces the publication of a catalog 
featuring a line of residential indoor and outdoor fixtures. 
The catalog may be obtained by writing to the manufacturer. 


354—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof Wire 
and Cable” catalog, No. 22. By word and picture the story 
of Rome wire and cable including specifications and a_ tech 
nical section, is brought to the reader. 


355—Electric Fans. A new Emerson-Electric Master Fan 
catalog, illustrating in color and describing in detail their com 
plete line of 1949 fans, is offered by the Emerson Electric 
Mfg. Co., St. Louis 21, Mo. 


356—Fluorescent Lamp Ballasts. General Electric’s Specialty 
Transformer and Ballast Divisions, Schenectady 5, N. Y., have 
announced as available a new 20-page illustrated bulletin. The 
bulletin gives complete information on the installation, opera- 
tion and testing of ballasts for fluorescent lamps. Write Gen 


eral Electric for Bulletin GET-922-B. 


357—Church Lighting. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog 
on Artistic Ecclesiastical Lighting for Churches. This new 
catalog illustrates church lighting equipment and lists com- 
plete details. Write the Guth Company for a free copy. 


358—Electric Connectors. General Electric Co., Schenectady 
5, N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il- 
lustrated and diagrammed. This booklet is available from the 
Apparatus Dept., General Electric, in Schenectady. 


359—Lighting Fixtures. Kayline Co., 2480 E. 22nd St., 
Cleveland 15, Ohio, has made available four new catalogs. 
“Gay and Colorful” gives the company’s residential lighting 
fixtures; “Kayline Commercial Lighting,’ Catalog 48, illus- 
trates fluorescent and incandescent fixtures; “Kayline Troffers” 
and “Kayline ‘Sunlite,’’’ Catalog Supplements Nos. 48A and 
48B, give important data about these series. 


360—Incandescent and Fluorescent Fixtures. Catalog No. 
49, “No-Glare Incandescent and Fluorescent Lighting,” has 
been issued by Regent-Savoy Elec. Mfg. Corp., New Rochelle, 
N. Y. Both industrial and residential fixtures are shown. 


361—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 
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NAMES IN THE NEWS 


Ten district sales managers have 
Geen appointed by the electrical wire 
and cable department, United States 
Rubber Company, to supervise sales 
of electrical wire and cable in major 
cities throughout the country. 

[he appointments give the com 
pany’s electrical wire and cable de- 
partment an independent nation-wide 
sales organization equipped for the 
fastest possible service to electrical 
vire consumers, C. W. Higbee, man 
iger of the department, said. 

The new sales managers and theit 
respective territories are as follows: 
C. W. Short, Boston; J. D. Drohan, 
New York; H. J. Cluver,, Philadelphia 
and Baltimore: C. C. Hronek, Atlanta, 
Birmingham and New Orleans; E. W. 
Renfree, Detroit,.Cleveland and Pitts- 
burgh; G. E. Hubrig, Chicago, Mil- 
waukee and Minneapolis; L. E. Dick- 
inson, St. Louis, Cincinnati and In 
dianapolis; A. B. Gangwer, Kansas 
City, Tulsa, Omaha and Denver; R. 
S. Keith, Dallas and Houston; and L. 
M. Guibara, Los Angeles, San Fran 
cisco, Portland, Seattle and Salt Lake 
City 


& 

e Hubbard and Co. announces the 
clection of Raymond M. Waggoner 
to the vice-presidency in charge of 
national sales and to the board of 
directors. For the past 13 vears Mi 
Waggoner has been sales manager of 
the Hubbard Chicago plant territorv. 
Prior to this responsibility he was as 


Raymond M. Waggoner 


sistant sales manager of the north 
astern territory of the Hubbard Pitts- 
burgh plant from 1928 to 1936. Mr. 
Waggoner is well-known from coast 
to coast, having been identified with 
Hubbard and Co. sales for the last 
26 years. 
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A COMPLETE LINE OF FITTINGS FOR RIGID CONDUIT, EMT 
ARMORED CABLE AND NON-METALLIC CABLE 
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Why limit the usability of an 
electrical outlet by installing 
one old-fashioned device to a 
gang? With the flexibility of 
the P&S-Despard Line, literally 
thousands of practical com- 
binations can be installed in 
single switch boxes —two or 


three switches — switch and 





outlet (or outlets) — pilots, night 
lights. Make every electrical 


outlet do double or triple duty 


TO WIRE THE 


— create a wiring job that is 


practical for the customer — Pas DESPARD 
profitable for you. WAY 


Send for complete information. 


PASS & SEYMOUR, INC., SYRACUSE 9, NEW YORK 
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Appointment of H. K. Dewees 
Company, 715 Walton Bldg., Atlanta 
3, Georgia, as southeastern representa- 
tive of the Webster Electric Com- 
pany, Racine, Wisconsin, has been 
announced by Hale Darnold, sales 





H. K. Dewees 


manager of Webster Electric’s Sound 
Division. ‘The Dewees organization 
will promote the sale of Webster 
Electric Teletalk intercommunication 
systems and the new Ekotape record- 
er-producer in this territory. 

e 


The Standard Transformer Com- 
pany, Warren, Ohio, announces the 
appointment of Robert P. Smith, 123 
W. Beaver St., Jacksonville, Vla., as 
its representative for Florida. Mr. 
Smith has been a resident of the state 
of Florida for most of his career, and 
is licensed as a registered engincer. 
The full line of Standard Transform 
ers for distribution, power, metering, 
street lighting and testing will be 
handled. 

e 


According to an announcement 
made by A. D. Hammond, Graybar 
Southern District Manager, R. L. 
Coward will become the man- 
ager of the Gravbar-Bristol branch 
effective March 1. 


Mr. Coward started with Graybar 


in 1936 as a city counter salesman 
at the Knoxville branch. A few years 
later, he became a salesman working 
out of that location. 


J. S. Sutherland, manager of the 
rcsidential and commercial division of 
the sales department, Alabama Power 
Co., died recently after an extended 
illness. 

Mr. Sutherland started with Ala- 
bama Power Co. as a transit man 
with a survey party in 1916 and la- 
ter engaged in construction work. 
After working in New York with 
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Southeastern Power & Light Co., he 
returned to Alabama, and under his 
direction many national records were 
made in the sales of merchandise, 


lighting development and _ related 
fields. He also held key posts on 


committees of the Edison Electric 
Institute, the Illumination Engineex- 
ing Society, and the Southeastern 
Electric Exchange. 

e 

THE APPOINTMENT of J. Paul 
Brown as acting manager of the resi- 
dential and commercial division of the 
Alabama Power Co. has been announc 
ed by W. M. Stanley, vice-president 
in charge of sales. 

Mr. Brown, who was formerly mer- 
chandise sales director, began his em 
ployment with the company in 1924 
as merchandise salesman in Tusca 
loosa, when the company’s merchan- 
dise activity was in its formative 
period. As the activitv grew, Mr. 
Brown became one of the original 
division sales supervisors and was as- 
signed to the western division. 

Later he supervised merchandis. 
sales in the northern division. In 
October, 1929, he became sales su 
pervisor of the eastern division, hold- 
ing that job at the time of his ap 
pointment as merchandise sales di 
rector in September, 1945. 

& 


‘The appointment of L. A. Brettner 
as executive assistant has been an- 
nounced by Ashton B. Collins, Reddy 
Kilowatt Service, at New York head 
quarters, reporting to Mr. Collins and 
General Manager Fred Holz. 


Mr. Brettner has a wide back 
ground in public utility advertising, 
starting in the industry in 1932 in 
the advertising department of the 
Pennsylvania Power & Light Com 
pany at Allentown. In 1940, he be- 
came advertising manager of the 
United Illuminating Company at 
New Haven, Connecticut. After see 
ing service in the Army, he joined 
the J. M.. Hickerson Advertising 
Agency as account executive on the 
EF. E. I. Planned Lighting Program 
in 1947. 

9 


C. R. Stegin has been appointed 
representative of Rome Cable Cor- 
poration in Florida, Georgia, and part 
of South Carolina, it was announced 
by C. J. McMurry, Southern District 
manager. He succeeds Fred S. Marks, 
who becomes sales promotion man 
ager with headquarters at Rome, 
New York. 

Mr. Marks has had long experi 
ence in the wire and cable industrv. 
Ile became associated with the Rome 
Wire Company, one of the predeces- 
sor companies of General Cable 
Corp.. in 1926. In 1945 he joined 
the sales organization of Rome Cable 
Corporation, serving as manager of 
the southeastern branch office, in At 
lanta, until his recent advancement 
to the position of sales promotion 
manager. 

a 
THE APPOINTMENT Of Robert N. 


Blatchford as sales promotion man- 
ager of BullDog Electric Products Co., 





Al D. Vining, right, sales manager for White Products Company, Middle- 

ville, Michigan, was a recent visitor in the South. He traveled through the 

southern territory with Hap Pendergraph, left, southeastern representative 
for the White company products. 
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R. N. Blatchford 


Detroit, is announced by J. J. Mitchell, 
vice-president in charge of sales. 

Mr. Blatchford, who has served as 
assistant advertising manager for the 
past two years, has been associated 
with the company since 1940. In 
his new duties he will co-ordinate and 
supplement the activities of the Sales 
and Advertising Departments. 

* 


THE APPOINTMENT Of Terry P. 
Cunningham as director of advertising 
and sales promotion for Sylvania Elec- 
tric Products, Inc., was announced 
by R. H. Bishop, vice-president in 
charge of sales. He said that the 
appointment was effective January |. 
1949, and that Mr. Cunningham 
will direct advertising and sales pio- 
motion for the Lighting Fixture, 





Terry P. Cunningham 


Lamp, Radio Tube and Electronics 
Divisions and the Wabash Corpora- 
tion. 

He was formerly advertising man- 
ager of the Radio Tube, Electronics 
and International Divisions, and has 
been associated with Sylvania Elec- 
tric and subsidiaries since 1942 as an 
advertising executive and sales man 
ager of Colonial Radio Corp., a 
Sylvania subsidiary. 
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Permanente Metals to produce 


quality Aluminum Cable Steel Reinforced (ACSR) and 


Aluminum Cable, in full range of standard sizes. 


Permanente Metals has equipped its Newark, Ohio, plant 
with new wire and cable production facilities to make it 
one of the most modern in the world. It wasbuilt in 1943 
for wartime production of rod and bar. 


Manned by experienced, highly skilled perscnnel, it 
will produce aluminum cable of high quality and uni- 
formity —Kaigser ACSR and Kaiser Aluminum Cable. 


ae 
4 


wide 


NEWEST ADDITION to Permanente Metals’ expanding 
facilities is one of the world’s most modern aluminum 
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Thousands of U.S. manufacturers in other fields look 
to Kaiser Aluminum for finest quality—and to Perma- 
nente Metals for a brand of service that has set high 
standards for dependability. 


You’re invited to do the same! For more information 
about Kaiser Aluminum Cable, an inquiry to our nearest 
office will bring an immediate response. 





a ; a ie 


rod, bar, wire and cable mills located at Newark, Ohio— 
where Kaiser Aluminum Cable is produced. 
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NOW! A NEW SOURCE OF ACSR 
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AND ALUMINUM CABLE! 





NEW EQUIPMENT now being installed will give Permanente Metals’ Newark, Ohio, 
plant wire and cable production facilities that are unsurpassed by any in the nation. 


Permanente Metals 
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PRODUCERS OF 








TACOMA— Reduction Works 


PERMANENTE 

Foil Mill 
OWENS LAKE 
Soda Ash 


© PLANTS 
ke SALES OFFICES: 








SPOKANE — Reduction Works 
SPOKANE — Rolling Mili — Sheet and Plate 





NEWARK, OHIO 
Rod Bar, Wire and Cable 








CONTACT 
PERMANENTE PRODUCTS CO. 

SALES OFFICES IN: 
ATLANTA 
CHICAGO 
CINCINNATI 
CLEVELAND 
DALLAS 
DETROIT 
HOUSTON 
INDIANAPOLIS 
KANSAS CITY 
LOS ANGELES 
MILWAUKEE 
MINNEAPOLIS 
NEW YORK 
OAKLAND 
PHILADELPHIA 
PORTLAND, ORE, 
SALT LAKE CITY 
SEATTLE 
SPOKANE 
ST. LOUIS 
WICHITA 











Aluminum Cable. Twenty-one conveniently located sales 
offices provide prompt service. 


PERMANENTE METALS’ completely integrated produc- 
tion facilities assure you of a dependable supply of Kaiser 
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INDUSTRY NEWS 





Dallas Judge 


Quashes Indictment 


A SHERMAN antitrust indictment 
against a group of Dallas, Texas, elec- 
trical contractors and jobbers has been 
thrown out of court by Federal Judge 
T. Whitfield Davidson. He Sustain- 
ed a motion to quash the indictment. 

The terms of the indictment were 
too general, he said, and a defendant 
would not be able to know as the 
trial progressed whether the govern- 
ment’s evidence was looking to his 
conviction or to that of his codefend- 
ants. 

“The indictment is quashed and 
the case is dismissed,” he concluded. 
Government Attorneys Edward R. 
Kenny and William H. McManus de- 
clined to comment. 

The defendants included the 
Northeast Texas Chapter, National 
Electrical Contractors Association; G. 
L. Ralston and H. B. Sudicum, Gen- 
eral Electric Supplv Corporation; Jack 
Meletio, Meletio Electric Supply 
Company; E. Robinson, Westing 
house Electric Supply Company; 
Percy Rawlinson and I. C. Robinson, 
Beckett Electric Company; F. Henry 
Gable, Roy P. Gay, George L. Harris, 
N. T. Ivy, Lawrence Martin, J. L. Me- 
Clure, FE. D. Ramey and T. C. Sands. 


Utilities Test 
Co-op Contract 


THREE private utility companies 
operating in the state of South Caro- 
lina are going into court against the 
Santee-Cooper authority. The utili- 
ties are filing suit in an effort to keep 
Santee-Cooper from fulfilling a con- 
tract it has with the Central (S. C.) 
Electric Power Co-operative. 

The contract calls for transmission 
of Santee-Cooper power to the Co- 
operatives’ 14 member units over a 
distribution system to be built with 
a $7,595,000 Rural Electrification 
Administration Loan. Although the 
loan is to be made to the Co-opera- 
tive, these distribution lines eventual- 
ly will become Santee-Cooper prop- 
erty under terms of the contract. 

The plaintiff utilities are South 
Carolina Electric & Gas Co., South 
Carolina Power Company and the 
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Carolina Power & Light Company. 
Their complaint contends that San 
tee-Cooper plans to “compete unlaw- 
fully with them in their service areas 
and to injure and destroy them.” 
The proposed distribution will du- 
plicate and parallel their existing 
lines, the companies claim. 

President S. C. McMeekin of 
South Carolina Electric & Gas Com- 
pany, declared: ‘““This suit was forced 
upon us. We had no choice but to 
bring an action to protect the value 
of our properties and service to our 
customers.” 


Million Dollar 
Service Center 


ANOTHER phase of Gulf States 
Utilities Company multi-million dol- 
lar expansion program is destined to 


become a reality this year when the 
Beaumont, Texas, division’s million 
dollar transmission and distribution 
department service center will be 
erected. Architects’ plans for the 
center have been completed, and pre- 
liminary work was scheduled to get 
underway around the middle of De- 
cember, with actual building to start 
around January .15. 

In its entirety the service center 
will occupy an area of approximately 
six acres, and will afford roomy ac- 
commodations for personnel and 
equipment in the transmission and 
distribution department. Included in 
the center will be a two story office 
building, 82 x 138 feet, connected 
to a single-story storeroom 138 feet 
wide by 240 feet long; a warehouse 
with a truck loading dock and canopy 
for a maximum of 20 trucks; a line 
and substation building 70 x 150 feet, 
with an overhead traveling crane; a 
garage building, storage shed, 
paint shop, paved yard storage, con- 
crete storage dock and other minot1 
appurtenant facilities. 

Approximately 250 employees will 
work in or out of these buildings 
when thev are completed. Depart 
ments which will occupy this new lo 
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GEORGIA P. A. STRANDS HIS OWN—When J. R. Carmichael, left above, 
supervisor of purchases and stores for Georgia Power Company, visited the 
plant of the Southern Electrical Corp., Chattanooga, in connection with an 
order for hard-to-get 336,400 CM 26/7 ACSR cable, he had an opportunity 
to get first hand information on the operation of a multiple stranding 
machine. The new machine, just installed by Southern, is capable of strand- 
ing 6l-wire cable up to 2 inches in diameter in one operation. Across from 
Mr. Carmchael in the picture, left to right, are T. J. Allen, supt. of trans- 
mission, and J. L. Botters, assistant purchasing agent, both of Georgia 


Power; and 


H. E. Seaton, president, and A. 


H. Tessmann, vice-president, 


both of Southern Electrical Corp. 
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cation are: distribution engineering, 


line, substation, purchasing, stores ac- I i 
counting, storeroom, merchandise I Yj = 
stores, appliance repair, meter, service, . 


safety, claim, garage, and transmission 4 
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and distribution department offices. 


Panels Headline 


| NEWA Convention POLE * ALL-PURPOS¢ WALL 
gsr _ 


MOUNTED MOUNTED 


AppRESSES by leading industry ex 
ecutives and the holding of four pan 
el discussion sessions will be featured 
in the 41st annual Convention pro 
: gram of the National Electrical 
Wholesalers Association, scheduled 

for the Netherland Plaza, Cincinnati, 

the first week in May, according to 
an announcement by Charles G. Pyle, 
managing director. 

It is expected that more than 2.- 
000 members and guests will attend 
the Convention sessions which, this 
vear, will be divided into meetings of 
the Appliance Division on May 2 and 
3 and of the Apparatus and Suppl; 
Division on May 5 and 6, with the 
general meeting to be held on Wed , 
nesday, May 4. More than 100 ‘Ye. 
manufacturers’ conference booths, an 
innovation this year, will be in use LIGHTE 
throughout the week at specified 
hours which do not conflict with 
Convention sessions. 


Gaui ee MARCUS SCORES AGAIN IN THE 


will feature an address by Ross D. 


| Gangs "The oltes of wette FIELD OF AIR COOLED TRANSFORMERS 














( television receivers will be presented 
bv E. Anthony , chairman, Subcom From a Pioneer in the field comes a new distribution trans- 
mittee on Television Installation and former—AIR COOLED, DRY TYPE. No hazardous oil or 
: Maintenance of the Service and Re toxic liquids to fuss or bother with. The use of superior 
4 pair Parts Committee. class B and C heatproof insulation such as fibre-glass, 
i W. A. Blees, general sales manager, mica, porcelain, new Johns-Manville Quinterra and similar 
Crosley Div., Avco Mfg. Corp., Cin inorganic material results in a transformer that can with- 
{ cinnati, will be a guest speaker on stand the overloads that normally would damage an 
i Mav 3: and M. F. Cotes. executive ordinary class A (cotton and paper) insulated oil filled 
: vice-president, Duo-Therm Div., Mo- unit. The entire transformer element is seal protected 
tor Wheel Corp., Lansing, will talk against oil, acids, moisture, etc., and is housed in a sturdy, 
on “Appliance Merchandising in AIR-COOLED TRANSFORMERS | scientifically ventilated, weatherproof case which conforms 
: 1949. BiB spectra up te with all applicable EEI-NEMA construction standards. This 
| ’ olts to meet - 
Chairmen of Appliance Division Individual Requirements extremely versatile eaneeetepeaaet can be used outdoors, 
| Committees will constitute each of © DISTRIBUTION pole or platform mounted or indoors at the load certer, 
\ two panels on the morning and after © GENERAL PURPOSE mounted wherever convenient with no expensive fireproof 
| noon of May 3 and the discussions, * PHASE CHANGING vault required. — 
| whith ‘adil ‘facdede questions from * ELECTRIC FURNACE Currently available in sizes to 100 KVA, voltages to 5000 V. 
the ‘Sinor. will be led by secierate: © RECTIFIER COMPETITIVE PRICES * GOOD DELIVERIES 
* . ¢ WELDING 
W. G. Peirce, Jr., vice-president and © MOTOR STARTING WRITE FOR BULLETIN #49-ACO 
chairman of the Appliance Division. 
The morning panel session will in : 
clude chairmen of the Legislative, 


Major Appliances, Small Appliances, 


o and Radio, Television and Tubes TRANSFORMER CO. 


Committees. The second panel ses- 


) 





sion will represent Rural Markets, ones dale aset INC. 

Sales Promotion and Sales Training, eiiaton, ¥, Reade 38 MONTGOMERY STREET 
Store Management and Store Ar- L. MORRIS LANDERS COMPANY 

rangement, and Service and Repair a Oe HILLSIDE 5, NEW JERSEY 








Parts Committees. PIONEERS IN THE FIELD OF AIR-COOLED TRANSFORMERS 
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Apparatus). and Supply Division 
meetings will hear guest speaker E. 
E. Potter, vice-president, General 
Electric Co.; J. J. Kaske, chairman, 
Warehousing Committee, who will 
give a special report on modern 
methods of inventory control. 

D. M. Salsbury, vice-president and 
chairman of the Apparatus and Sup- 
ply Division, will serve as moderator 
at the panel sessions on May 5 and 
6. On the first day the panel will 
be composed of chairmen of the Fan 
and Ventilating, Lamp, Residential 
Lighting, Conduit, Conduit Fittings 
and Boxes, and Industrial Electronics 
Committees. The concluding panel 
will represent the Apparatus and Con- 
trol, Wires and Cable and Armored 
Conductor, Wiring Devices, Outside 
Construction Materials, and Indus- 
trial and Commercial Lighting Com- 
mittees. 


Okonite Elects 
New Head 


Tue Boarp of Directors of The 
Okonite Company, Passaic, N. J., 
have elected Albert F. Metz president 
and general manager to succeed Frank 


C. Jones, who died early this year. 

The Board also elected as a direc- 
tor, Stephen A. Wilson, the com- 
pany’s general counsel, and elected 
Donald R. Stevens as executive vice- 
president, and a member of the Ex- 
ecutive Committee. Mr. Stevens was 
previously a _ vice-president of the 
company 

Mr. Metz joined The Okonite 
Company in 1919 as accountant, fol- 
lowing a previous career as assistant 
to the comptroller of Famous Players 
Lasky Corporation, and as disbursing 
officer and auditor for the United 
State Shipping Board during World 
War I. During his 30 years with The 
Okonite Company he also served as 
comptroller and treasurer. 

Donald R. Stevens, elected execu 
tive vice-president of The Okonite 
Company, joined the organization in 
1921 as superintendent and became 
vice-president and works manager in 
charge of its three plants—The Oko- 
nite Company, Passaic, N. J., The 
Hazard Insulated Wire Works Divi 
Wilkes-Barre, Pa., and The 
Okonite-Callender Cable Co., Inc., 
Patterson, N. J. Mr. Stevens is also 
a director of The Okonite Company. 


sion, 
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EVER-LOK 


Midget EVER-LOK. 


Fully describes and illustrates all types of midget 
EVER-LOK Plugs, Receptacles and Cord Connectors... 10 
amperes, 250 volts—15 amperes, 125 yolts, A.C. or D.C. 
Contains all pertinent data for convenient ordering. Ask 


for Catalog EL49 —11. 


RUSSELL & STOLL COMPANY. INC. 


Precision-Built Electrical Equipment 


125 BARCLAY STREET, NEW YORK 7, N. Y. 








Ender Interests 
Change Hands 


THE ENTIRE interests of the Ender 
Manufacturing Corp., 260 West St., 
New York, N. Y., have been acquired 
by Jules Levenstein, according to an 
announcement made by the company 





Jules Levenstein 


Mr. Levenstein has long been as 
sociated in the lighting industry, and 
has been for many years part owner 
of the Ender Manufacturing Corp. 
He will continue to carry out the 
progressive policy in the manufacture 


of commercial and industrial lumin 
aires. 
Regent-Savoy 


Re-opens Territory 


Arter an absence of almost two 
years, Regent-Savoy Electrical Manu 
facturing Corporation has re-entered 
the Southeastern and Southwestern 
territories with the appointment of 
Bob J. Kuzell, Atlanta, Ga., as theit 
representative for the states of Geor 
gia, Alabama, North Carolina, South 





Bob J. Kuzell 
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Carolina and Eastern Tennessee. 

The appointment was also made 
of “Gene” .French, Lady Lake, Fla., 
as the representative for the state of 
Florida. Grover Moore, Ft. Worth, 
Texas, was appointed as representative 
for Texas, Louisiana, Arkansas and 
Oklahoma. 

Simultaneous with the appoint 
ment of their new representatives, 
Regent-Savoy announced the release 
of their new 1949 catalog illustrating 
the complete line of ‘“No-Glare’’ In- 
candescent and Fluorescent Lightifig 
Fixtures. 

“Dave” Taub, treasurer of Regent- 
Savoy, on his recent trip to Atlanta 
and Dallas, reaffirmed his company’s 
firm belief in maintaining a_ strict 
wholesaling distributing 
their products recognized 
wholesalers 


policy . and 
through 
exclusively 


IAEI Meetings 


Scheduled 

A JOINT MEETING of the Georgia 
Chapter, International Association of 
Electrical Inspectors, with the newly 


formed South Carolina Chapter will 
be held at the Wade Hampton Ho 
tel, Columbia, S. C., on April 14 
ind 15. 

C. M. Jones, of Atlanta, field en 
Underwriters’ Labogatories, 
with arrange 
ments for the meeting, reports that 
the larger attendancc 
by a joint meeting will enable the 
Chapters to attract a number of 
“NECsperts” to participate in the 
Code panel discussions. 


ginecr fot 


Inc., who is assisting 


made _ possible 


Other meetings of southern chap 
ters of IAEI scheduled for the im 
mediate future are: 

Florida Chapter, George Washing 


ton Hotel, West Palm Beach, F'la., 
April 1] and 12. 

North Carolina Chapter, Hotel 
Carolina, Raleigh, N. C., April 19 
and 20. 


Virginia Chapter, Hotel Roanoke 
Roanoke, Va., June 9 and 10 


Arkansas Contractors 
Name Secretary 


Mempers of the Board of Direc- 
tors of the Arkansas chapter of the 
National Electrical Contractors Asso- 
ciation have announced that Carl E. 
Harris, of Little Rock, has been nam- 
ed secretary-manager of the chapter. 
The Association will maintain offices 
in the Exchange building. 

Mr. Harris formerly was chief -ac- 
countant for the Arkansas Division of 
the Magnolia Petroleum Company, in 
Little Rock. He has also been regicn- 
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al director of property and procure- 
ment of the National Youth Admin- 
istration, in Kansas City; price spe- 
cialist in charge of industrial materials 
with the Little Rock Office of Price 
Administration; and manager of the 
wholesale department of the Long- 
Bell Lumber Company. 


Mississippi Power 
To Intensify Campaign 


made by the 
Light Com 


have been 
Power and 


PLANS 
Mississippi 


pany to intensify its campaign for 
development of the state as an indus 
trial area during the year 1949. 
Company President Rex I. Brown 
revealed the firm’s plans during its 
annual meeting in Vicksburg recent 
ly. He outlined a 39-point program 
through which the company, work 
ing on its own and in conjunction 
with state and other private agencies, 
will seek to promote agricultural and 
industrial expansion. 
Mr. Brown said the 
pany would continue on a permanent 
basis its test crop committee activities 


power com 








SOLD THROUGH RECOGNIZED 





* Slender, appealing design that meets more 


lighting problems. 
* Economical operation, high power factors. 
* Easy installation. 
*% Quick, low-cost delivery in all Southern 
and Southwestern states. 


* Available for 1, 2, 3, 4, 5, or 6 tubes. 


A complete line of fluorescent fixtures 


Write Dept. A. 47 for catalog 


JOBBERS ONLY 











—experimenting with tomatoes and 
other crops—and he announced plans 
to participate in experiments in rice 
research in the Delta area. An eight- 
point soil conservation program and 
a four-point poultry and dairy pro- 
ducts expansion program were includ- 
ed in the report. 

He listed also plans for a survey of 
the beef cattle industry to ascertain 
availability of cattle for meat packing. 
Che information will be made avail- 
able to meat packing concerns. 


M:. Brown said that the firm 
would see, through increased sales 
and customer services, . $1,870,000 


more revenue than it took in during 
1948. The increase would represent 
an 11 per cent hike in income and 
boost gross revenue to $18,448,000. 


Sales Increase 
Reported in South 


ExectricaL gogds wholesalers of 
the South in 1948 experienced in- 
creases in sales over 1947 including 
11 per cent in the South Atlantic 
area, 21 per cent in the West South 
Central, and 18 per cent in the East 
South Central, according to results 
of a Bureau of the Census survey an- 


Persons, re- 


S. Depart 


nounced by C. Parker 
gional director of the U. 
ment of Commerce. 

The increases compared with a na- 
tional average gain of 14 per cent, 
described by the Census Bureau as 
an all-time record high. 
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FOR THE S.Q@.C. IN PARAFLEX 


PARAFLEX is a non-metallic sheathed cable. 
That’s elementary. But to get the real facts 
about PARAFLEX let’s break it down into 


its components: 


600 Vv 















NON-METALLIC SHEATHED CABLE 


PARAFLEX 





Plus Paranite developed moisture resisting, flame 
retarding saturant. 

Plus its careful selection for size to properly fill 
interstices between conductors...and for adequate 
strength to shear the outer sheath. 


OUTER BRAID 


RIP CORD 





Plus careful selection of the quality of the paper, 
which is scientifically treated to resist moisture... 
wrapped at a carefully controlled tension. 

Plus the correct tension at all times, insuring 
adherence between insulation and braid. 


PAPER WRAPPER 


CONDUCTOR BRAID 





ti lab t 4 
RUBBER INSULATION Plus continuous laboratory tests of the compound 


Plus constant analysis of the quality of the 
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COPPER CONDUCTORS copper... constant check on gauge. 

aod tin %... Pasig alee « or IF IT’S PARANITE IT’S RIGHT! 

AMA iwist t’s clean to handle. HT! 
It’s plainly marked. IT’S PARAFLEX! 


WIRE 


PARANITE 
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RAYBRO SALESMEN—Salesmen from all four branches of Raybro Electric 

Supplies, Inc., Tampa, Jacksonville, St. Petersburg and Miami, met at the 

company’s lake place near Tampa for three days recently to discuss the 
lines distributed throughout Florida. 


The over-all increases in 1948 in 
the three regions came despite a one 
per cent decline in sales in the South 
Atlantic section in December, 1948, 
compared with December, 1947, and 
a 6 per cent drop in the East South 
Central region. These decreases were 
more than offset, however, by a 24 
per cent increase in the West South 
Central area. 

In comparing 1948 with 
1947, the Census Bureau found a 12 
per cent increase among full-line 
wholesalers in the South Atlantic, 19 
per cent in the East South Central, 
and 25 per cent in the West South 
Central. Propoztionate increases wer 
registered by dealers in wiring sup 
plies and construction materials in 
the three areas, but among appliance 
and specialty wholesalers dealers in 


sales 


the Fast and West South Central 
areas reported one per cent drop 
while sales of those in the South 


Atlantic were 6 per cent up. 

A total of 139 firms of the threc 
areas participating in the panel re 
ported dollar sales in December, 
1948, approximating $31,216,000, o1 
about 26 per cent of the $116,788, 


000 recorded by 487 firms in the 
United States. 
Florida Lighting 
Business Opened 

Tue Beacon Sales and Manufac 
turing Co., St. Petersburg, Fla., deal 
ing in neon signs and fluorescent 
lighting, recently opened at 7602 
Blind Pass Road, St. Petersburg 
Beach. It is operated by Jimm) 


Hicks and W. B. Alexander, both of 
Washington, D. C. 
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Assembly Line 
Featured in Exhibit 


A portion of a factory assembly 
line produced transformers at the rate 
of six an hour as a feature of the rural 
electrification apparatus exhibit at the 
Hotel Commodore, New York, re- 
cently. 

Part of the General Electric Com- 
pany’s Apparatus Department Ex 
hibit, the assembly line was brought 
from the G-E plant at Holyoke, Mass. 
It produced transformers rated at 
three kva, 7200 volts, a type widely 
used on rural power transmission 
poles. 

The exhibit was part of the Na 
tional Rural Electric Co-operative 
Association’s annual convention. 

The assembly line, operated by four 
workmen, was approximately 36 feet 
long and incorporated roller conveyors 
on which the transformers moved. 
Steps in the factory-like demonstra- 
tion included assembly of the cores on 
the coils and clamping, tanking and 
other finishing operations. Some of 
the steps in manufacture which were 
impractical to exhibit, such as produc- 
tion of tanks and testing, were illu 
strated by photograph. 

Various types of electric distridu- 
tion and transmission equipment for 
rural power were shown at the ex- 
hibit, including voltage regulators, 
capacitors and protective equipment. 

Also shown was the revolutionary 
new G-E watthour meter which uses 
the first successful application of mag- 
netic disk suspension. 


Florida Power 
Announces Changes 


Ine Florida Power and _ Light 
Company has created a new North 
west division out of part of the North 
ern division. They have also made a 
number of organizational changes in- 
cluding the discontinuance of the 
positions of Superintendent of Trans- 
mission and Distribution and the add- 
ing of a number of other classifica 
tions. 

The changes were announced by J. 
W. White and Robert H. Fite, com 
pany vice-presidents, and were 
prompted by company growth. 

he Northwest Division includes 
Blanding, Lake City, Live Oak, Madi- 
son, Macclenny, Monticello and Per- 
ry districts. J. T. Moore, manager of 
Lake City becomes commercial man- 
ager of the division and managers 
of other districts report to him. A 
B. White becomes commercial man- 
ager of the division and managers 
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Above, transformers rated at 3 kva, 7200 volts, roll off an assembly line 
set up by General Electric at the National Rural Electric Co-operative 
Association’s Convention in New York. Workmen are shown installing cores 
and coils in tanks and assembling tank covers, bushings and lightning 
arresters on the transformers. 











All Major Manufacturers’ Genuine Replacement Parts, 
Required By The Electric Motor Shop 
ORDERS FILLED SAME DAY RECEIVED 


FREE! Write on your company’s letterhead, for our new 
illustrated catalogue. It will simplify the identification and 
ordering of parts. 
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READING ELECTRIC COMPANY, Inc. 


Dept.A - 


102 Park Row, New York 8, N. Y. 
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places D. P. Caldwell, who becomes 
special assistant to the president. 
Among other new assignments are 
Neil Metz, transmission engineer; 
Ollie T. Ayers, distribution engineer, 
and R. A. Goodburn, system operator. 


Frigid Corp. Appoints 
W. H. Berry Company 


THE APPOINTMENT of the W. H. 
Berry Company of 88 Pryor St., At- 
lanta, Ga., as exclusive representa- 
tives for the states of Mississippi, Ala- 
bama, Florida, Georgia, South and 
North Carolina, Tennessee and Vir- 
ginia, has been made by the Frigid 
Circulators and Devices Manufactut 
ing Corporation of New York. 


Fluorescent Bulb 
Lights Without Current 


A NEW Jersey industrialist has an 
nounced that his firm has been grant- 
patent on a fluorescent light 
that needs no electric current. 

Walter A. Simson, president of the 
Duro ‘Test Corporation, said that the 
new light consists entirely of a chemi 
cally filled bulb that can be produced 


ed a 


in any color or shape. Sealed in the 
bulb, he added, are a combination of 
liquid mercury and _ phosphorescent 
particles in an atmosphere of rare gas 
at low pressure. When agitated or 
shaken, Simson said, the mercury. 
phosphorescent particles and gas com 
bine to produce light. 

According to the manufacturer, the 
new light will have an indefinite life. 
He sai¢ the lamp will have a wide 
variety of uses in automobiles, planes, 
ships and trains where agitation is in- 
volved. 


Perry-Mann Moves 
To New Location 


THE ANNOUNCEMENT has been 
made by the Perry-Mann_ Electri 
Compariy, Inc., of Columbia, S. C, 
of the purchase of the Donalan Ter- 
minal Warehouse, 901 Taylor St., as 
the site for their new location. ‘The 
warehouse is located in the Seaboard 
Park, and is two blocks from thei 
present location. 

Chere is adequate space for park 
ing and handling the largest trucks, 
they state, and four cars can be han 
the siding. 


dled simultaneously on 
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__-S> IN THE HEART OF THE SOUTH “—~__ 


IT’S QUALITY 


MANUFACTURERS OF ALUMINUM AND COPPER 
CONDUCTORS AND ACCESSORIES FOR POWER 
TRANSMISSION AND DISTRIBUTION LINES. 


SOUTHERN ELECTRICAL CORPORATION 


MANUFACTURERS ROAD 


CHATTANOOGA, TENNESSEE 

















AGENT S—H. C. 
Brandman, right, sales manager for 
Swivelier Co., Inc., of New York 
City, was a visitor in the South 


SWIVELIER 


recently for the purpose of ap- 
pointing southern representatives. 
Glenn Arnold, left, has been ap- 
pointed to represent the company 
in the Southeast, and George An- 
derson, of Dallas, in the Southwest. 


Fan Manufacturers 
Name Holt Prexy 


AT THE annual meeting of the Pro 
peller Fan Manufacturers Association, 
held at the Biltmore Hotel, Atlanta, 
Ga., recently, Walter H. Holt was 
elected president of the association 





DATES AHEAD 


National 


Third International Lighting Exposition and 
Conference, Stevens Hotel, Chicago, Hl. March 
29-April 1. 


Fifteenth Annual Sales Conference FEI, 
Edgewater Beach Hotel, Chicago, Ill. April 5-7. 


National Electrical Wholesalers Assn., Nether- 


land Plaza Hotel, Cincinnati, Ohio. May 1-6 


Annual Meeting, Edison Electric Institute, 
Atlantic City, N. J. June 1-3. 


Summer General Meeting, American Institute 
of Electrical Engineers, New Ocean House, 
Swampscott, Mass., June 20-24, 1949. 


National Technical Conference, Uluminating 
Engineering Society, French Lick, Indiana, 
September 19-23, 1949. 


Midwest General Meeting, American Institute 
of Electrical Engineers, Cincinnati, Ohio, Octo- 


ber 17-21, 1949. 


Southern 


Florida Chapter, IAEI, George Washington 
Hotel, West Palm Beach, Fla. April 11-12. 


Annual Conference, Southeastern’ Electric 
Exchange, Boca Raton Club, Boca Raton, Fla., 
April 13-15, 1949. 


Joint meeting, Georgia and Seuth Carolina 
Chapters, IAEI, Wade Hampton Hotel, Colum- 
bia, S. C. April 14-15. 


North Carolina Chapter, IAEI, Hotel Carolina, 
Raleigh, N. C. April 19-20. 


Southwestern District, American Institute of 
Electrical Engineers, Dallas, Texas, April 20-22, 
1949, 


Virginia Chapter, IAEI, Hotel Roanoke, Roa- 
noke, Va. June 9-10. 


Southern Section, International Association 


of Electrical Inspectors, Hotel Shamrock, Hous- 


ton, Texas, Oct. 17-19, 1949. 
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Mr. Holt is manager of the Fan 
Merchandise and Standard Apparatus 
Department of the Buffalo Forge 
Company, and has been associated 
with the company since 1937. While 
on leave of absence, he served for 
four years as chief of the Electrical 
Equipment and Liquid and Gas Han- 
dling Equipment Branches of the 
War Production Board in Washing 
ton. 


Victor Increases 
Production Capacity 


THE INSTALLATION of another mod 
ern tunnel kiln at Victor Insulators, 
Inc., of Victor, N. Y., has greatly in 
creased production capacity, it was 
imnounced recently by Howard Fail 
mezger, vice-president and general 
manager. This new oil-fired kiln, 
now in operation, is the second one 
added by Victor within the past eigh 
teen months. 

Ihe addition of the new kiln has 
enabled the company to guarantec 
earlier delivery dates on most of its 
insulator products, Mr. Failmezger 
reported 

Ine Electrical Repair Shop, con 
tractors, Waco, Texas, has been grant 
ed a 50-vear-charter of incorporation 
Incorporators are Thelma L. Flood, 
J. H. Flood and Scott Shepherd. Au 
thorized capital stock was listed at 
$3.000. 

a 

SuPERIOR Court Judge David S. 
\tkinson has granted a petition of 
the Gunter-Johnson Electric Suppl; 
Company, Savannah, Ga., to change 
its name to the Morris-Johnson Elec 
tric Supply Company and to move 
its principal office from Fulton coun- 
tv to Chatham county. 

According to William F. Braziel, 
who filed the petition, the home 
office is expected to be located on 
Oglethorpe Ave., about April 1. At 
present the local branch office is loca 
ted at 511 West Brvan St. 

> 

A 25-YEAR-CHARTER of incorpora- 
tion has been granted Code Electric 
Company, Inc., contractors, of Hous- 
ton, Texas. Inco1porators are Mona 
Schacht, Ezra L. Schacht and M. W. 
Peavy. Authorized capital stock was 
listed at $400. 

7 

Capirauizep at $25,000, the. Price 
Plumbing & Electric Company has 
just been organized at Madison, W. 
Va. Incorporators are L. E. Price, 
Harry A. Price and Marshall New- 
man, all of Madison. 
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NEW PRODUCT NEWS 





Air-Cooled Transformer scientifically ventilated weatherproof 
‘ —e : led distri case which conforms with all appli- 
AN ALL-PURPOSE air-cooled distri- 

‘ cable EEI-NEMA construction stan 

bution transformer, designed for ei a 

: dards, according to the manufactui 
ther pole or wall mounting, has been pas 
S. 


announced by Marcus Transformer 
Company, Inc., 34 Montgomery 
Street, Hillside 5, N. J. 

The use of superior class B and C 
heatproof insulation such as_ fibre 
glass, mica, porcelain, new Johns 


Che manufacturer reports that the 
new transformer is currently available 
in sizes up to 100 kva, for voltages 
up to 5000 with good deliveries at 
competitive prices. Further informa- 
Ri i ae at a tion is available by writing the manu 

: ae ae ; facturer for Bulletin No. 49-ACO 
organic material results in a_ trans ° 


former that can withstand the over ae 
; Magnetic Contactors 
loads that normally would damage a 


ordinary class A (cotton and pape! [ne Ward Leonard Electric Co., 
insulated, oil-filled transformer. The 31 South St., Mount Vernon, N. Y., 
air-cooled, dry type design complete has announced the development of 
ly eliminates the use of oil or other their new Bulletin 4454 Size 4 and 
special liquids. Bulletin 4455 Size 5*A-C Magnetic 
The entire transformer element is Contactoys for motor, heater and 
seal-protected aainst oil, acids, mois lamp control purposes. 
ture, etc., and is housed in a sturdy, Some of the standard features in- 





Hold on to your hats, boys! REVERE has exciting news 
for you. It’s a dramatic development in Planned 
Lighting — an exclusive idea which lends itself to 
unlimited arresting displays and is multi-purpose and versatile — it's 


THE PYLON-LITE STANDARD = f-9 
and PYLON-LITE | 


The Pylon-Lite has a beckoning beacon — an 8" glass 
column housing 6 instant-start fluorescent lamps — adapter 
fittings enable mounting of area and top floodlights — 
Standards for gas and water servicing are also available. 

Another exclusive REVERE invention that offers unlimited 
Sales possibilities is the REVERE Adjuster through which OLD 
type pump island standards may be MODERNIZED into NEW e) 
PYLON-LITES. Write for DETAILS — BE FIRST TO CASH IN! 


WALL-TYPE 
PYLON-LITE > 


Highly decorative 
and functional for 
illuminating buiid- 
ing entrances, ctc 


p-While 
Ud log? 
REVERE CLUSTER LITE for Wow! 


Rewenme ELECTRIC eae. a 
6005 BROADWAY CHICAGO 40, ILLINOIS 


INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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TYPE T 
(Standard) 


Sangamo Quality Interval Type 
Timers provide an automatic OFF 
operation following an elapsed ON 
interval which is manually preset 
for each operation. The unusually 
quiet, low-speed hysteresis-type 
motor operates only after the 
manual setting has been made. 
The operating range includes any 
period from 15 minutes to 12 hours. 
While designed primarily for ideal 
attic fan control, these timers are 
suitable for many other applica- 
tions. 


Sangamo Type T Timers are 
extremely attractive in appear- 
ance, may be either wall or switch 
box mounted, and are fully guar- 
anteed and priced right! 


The new Sangamo 
Timer is also available 
in a plug-in type (Type 
TJ), rated at 10 am- 
peres or % hp., for 
portable appliance 
installations. 


Both types are available now. 
Bulletin 1070S gives full in- 
formation—write for your 


copy. 


RNNIVE, 
ss PSA, 
y $14958 


Sangamo Electric Company 


4% 9 . . . > 
ow Springfield, Illinois 
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Z + Rated 15 Amps. 








corporated on these 150 and 300 am 
pere a-c magnetic contactors are as 
follows: movable and stationary con- 
tacts on both sizes are identical and 
interchangeable; removable cold 
molded arc shields for all main poles; 
an entirely new magnetic circuit per- 
mitting positive operation over a wide 
range even under fluctuating line volt- 
ages; accessible solderless clamp type 
connectors for line and load te:mi- 
nals, and standardized mounting 
panels. 

Size 4 contactors are available with 
a maximum of five main poles and 
Size 5 units with two or three poles 
only. Both sizes can be supplied with 
open type construction or with 
NEMA Type | enclosures. Coils are 
obtainable for operation on 110, 208, 
220, 440 and 550 volts on frequencies 
of 25, 50 or 60 cycles. The maximum 
enclosed power rating for Size 5 con 
tactors is 200 HP, 550 volts, 3 phase, 
60 cycles. 


Featherweight Pump 


Derve.Lopep for barge operations at 
the request of U. S. Engineers, a new 
featherweight pump has been an 
nounced by the Gardner Sales Co., 
130 Walnut St., Greenville, Miss. 

The 8-foot pump weighs 48 
pounds, and the 11-foot model weighs 
53 pounds, both easily handled by 
one man. Design is simple and con- 
struction requires minimum of main- 





tenance. The 8-foot model pumps 
12,000 gallons per hour, while the 11- 
foot model pumps 7,500 gallons per 
hour. Impellers are located so that 
all water over | inch in depth will be 
drained. 

The pump is self-operating and no 
attention is required after starting. A 
screw type gas tank cap allows the 
pump to be laid on its side without 
fuel leakage from the gas tank, and 


a rest bracket prohibits the carbure 
tor’s flooding the engine. 

A strainer keeps foreign materials 
from clogging the pump. There are 
five bearings on the 8-foot pump and 
6 bearings on the 11-foot model, 
which keep the drive shaft in place 
and prevent it from whipping. 

The pump is suitable for use on 
barges, bilges, cisterns, irrigation, 
man holes, shallow wells, and shallow 
excavations. 


e 

Residence Panels 
New Federal Noark 4- and 6-cir- 
cuit. Residence Panels are of simple 
design composed of the box, Bakelite 


socket base, and cover. Removal of 
four hex nuts gives quick access to 





the socket block, which can be turn 
ed to bring leads into the enclosure 
through either top or bottom. 

No screw heads show when the 
one-piece front is closed, and knock 
outs are on the sides and back. 

Approved by Underwriters’ Labora 
tories, Federal Noark 4- and 6-circuit 
Residence Panels are available in flush 
or surface mounting types. 
a plaster adjustment on the flush 
mounted models. 

For details contact Federal Electric 
Products Co., 50 Paris St., Newark 
5. 


There IS 


é 
Insulating Varnish 


ANNOUNCEMENT of a newly devel- 
oped internal-curing insulating varn 
ish which produces bonding strengths 
approximately 25 per cent greater 
than heretofore known, has _ been 
made by the Irvington Varnish & In 
sulator Co., Irvington 11, N. J. 

Known as Harvel 1012C, this varn- 
ish was developed particularly for the 
impregnation of wound structures re- 
quiring the maximum in mechanical 
bonding strength, although it can 
also be used as an all-purpose varnish. 
[t is finding wide application for the 
treatment of windings operating at 
high peripheral speeds and for those 
subject to great stresses and _ strains 

Harvel 1012C is an especially fast 
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curing resin and the cured film is 
absolutely oil-proof, has good chemi- 
cal and moisture resistance, and excel- 
lent resistance to decomposition un 
der high temperature operating condi- 
tions. The Irvington Company also 
said there is a very desirable relation 
ship between viscosity, gravity, and 
solids, and in its shipping consistency 
the varnish will produce a film thick 
ness of approximately .0025 inch. It 
can be maintained at the proper con- 
sistency with VM & P naphtha. 
Full information and test samples 
of Harvel 1012C may be obtained 


from the manufacturer. 
a 


Fluorescent Fixture 


l'HE, Keystone K-420 is a newly 
developed plastic shielded fluorescent 
fixture for residential and commercial 
use. It is a member of the Plasti 










Lite Series, and is attractively finish- 
ed in gleaming white enamel with 
chrome trim. 

This shallow unit gives a soft diff- 
used light, and features opal fluted 
plastic which is guaranteed not to 
warp or change color. The extreme 
light weight of these units and the 
high level of light transmission are 
definite advantages. 

The Keystone fixture is made for 
two, three and four-light 20-watt 
lamps and two 40-watt lamps. The 
shielded enclosure is easily removed 
for servicing. 

Write for further information to 
the Keystone Electric Mfg. Co., 2228 
36 E. Tioga St., Philadelphia 34, Pa 
Ask for Bulletin No. 123. 


2 
Secondary Fuse Cutout 


SIMPLIFIED in design and opera 
tion, Kearney’s new Type A Secon 
dary Fuse Cutout is re-fused and in 
stalled in three easy steps in less than 
12 seconds. It requires no tools, and 
no nuts or bolts are used. The Fuse 
Cutout handlc> up to No. 2 stranded 
or No. 1 solid copper wire, 100 amp, 
250 volts, and is connected directly 





to silver-plated fuse terminals, assur 
ing exceptionally low heat loss. 

The cutout consists of only six 
simple permanently-assembled parts 
of Bakelite or stainless steel, so there 
is nothing to work loose or corrode 
It has a light-reflecting, glass-beaded 
vellow inner surface, automatically ex- 
posed, which vividly signals a blown 
fuse. 

The Fuse Cutout weighs only 4 
ounces and measures 4 inches by 1% 
inches. For further information, 
write the manufacturer, James R. 
Kearney Corp., Dept. FC-5, 4236 
Clayton Ave., St. Louis 10, Mo. 












when cords or plugs 
fail in the pinch! For sure contact 
and durability, it’s best 
to feature 












ps 
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FLUORESCENT LIGHTING 





APPROVED BY UNDERWRITERS LABORATORIES 


Selected by leading manufacturers . . . 
why not by YOU 


A full line of Flexible Cords 
for the Repair and Service industry, 


obtainable through Jobbers and Distributors 


CORNISH WIRE COMPANY, wc. 
15 Park Row New York 7, N.Y. 














ELECTRICAL SOUTH for APRIL, 1949 


Designed to establish a new standard in fluorescent light- 

ing—to give more smooth, shadowless light for every critical 
installation — offices, drafting rooms, laboratories, depart- 
ment stores. The new Eastern Slimline Luminaire HL4-96, 
with 4 hot cathode tubes and 200 milliamp ballasts and the 
Eastern Louver Luminaire L4-40, with 4 standard fluorescent 
lamps will give more light at lower cost! 
Suitable for individual or continuous mounting, suspended 
or flush. Hinged louvers make maintenance easy. Can be 
equipped with top reflector. Approved by Underwriters’ 
Laboratories. 


Sicilbbne FIXTURE COMPANY 


BOSTON 20, MASSACHUSETTS 
REPRESENTED BY—S. L. BAGBY CO. 
822 WEST MOREHEAD STREET CHARLOTTE 1, N. C. 
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Junction 


PYLETS 


Thick Wall 
Weatherproof 





These heavy-duty Junction 
Pylets are built to withstand 
severe service conditions, and 
are furnished complete with 
overlapping gasketed covers 
held in place with slotted hex- 
agon head cap screws. These 
boxes are available in a full 
range of sizes up to 26 x 18x 8 
inches, and can be furnished 
drilled or tapped for conduit 


as specified. 


Junction Pylets also avail- 
able—Flush Type with cover 
screws inside; Hinged cover 


type; and Threaded cover type. 


Refer to your Pylet Catalog 


for complete listing. 





Ny THE 
PYLE-NATIONAL 
SINCE 1897 COM PANY 


1354 N. Kostner Ave., Chicago 51, Ill. 
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Street Lighting Bracket 


HuspparpD AND Company, 6301 
Butler St., Pittsburgh 1, Pa., has re- 
cently announced a new type of street 
lighting bracket to meet the demand 
for a new approach to the old prob- 
lem of adequate street and highway 
lighting. 

The brackets and mast arms have 
been tested and Hubbard and Com 
pany states that they will in all cases 





exceed the minimum strength re 
quirements of the joint EEIL-NEMA 
Street Lighting Committee. 

The brackets, which are available 
in from 3-foot to 8-foot lengths in 
both 1% inch and 2 inch pipe, havc 
many advantages over the older con 
ventional brackets. The entire bracket 
is shipped in one piece including pole 
mounting facilities and end fittings. 
A unique feature of the installation 
is that after having installed a pole 
bolt, one man can install the bracket 
by slipping it over the head of the 
bolt, using the key-hole slot provided 
in the upper attachment plate 

* 


High-Capacity Cutout 


A type HC, high-capacity cutout 
with an interrupting capacitv of 8000 
amperes at 2500 volts or of 5000 am 
peres at 5 kv is announced by West 
inghouse Electric Corporation. 

The HC cutout is rated at 5 kv, 
50 amperes and will take any stand 
ard universal-type fuse link up to its 
capacity. It is applicable for use on 
2400-volt delta, 4160-volt Y, +4800 
volt delta, and 8300-volt grounded 
systems. 

The cutout consists of the porcelain 
box used in the current EA stand 
ard interrupting capacity design and a 
new, high-strength, high-capacity 
door. 

The new, high-capacity door can 
also be purchased separately and used 
as a direct replacement for existing 
doors of standard EA cutouts. The 
high interrupting capacity is obtained 
by simply removing the old door and 
installing the new with no changes in 
the present cutout box or wiring. 


Both dropout or non-dropout doors 
are available. 

Further information concerning the 
high-capacity distribution cutout maj 
be secured from the Westinghouse 
Electric Corporation, P. O. Box 868, 
Pittsburgh 30, Pa. 


2 
Portable Light 


An all-purpose portable light, the 
new No. 505, has been announced 
by the Electrical Division of the Mc 
Gill Manufacturing Company, Inc., 
Valparaiso, Indiana. 

The 505 features a concentrating 
lens which multiplies the useful light 
and a universal mounting which per 
mits aiming the light where it is most 
needed. Additional wide-area illumi 
nation is provided by the half-round 
reflector. 

Light tests havc 
shown the concentrated light to pro 
vide 6% times as many foot-candles 
at 2 feet as a plain bulb This makes 
the 505 especially serviceable at close 
range. 

he universal mounting permits 
adjustment through a full circle hori 


measurement 





zontally and 270 degrees vertically. 
It is equipped with a stable, non-tip 
ping base for stand-up use. The 
spring steel feet may be removed and 
the base may be fastened to the ceil 
ing for overhead light, or the handle 
and cage may be quickly detached for 
use as a regular portable light. 
= 


Combination Meter 


A COMBINATION polyphase watt 
hour and thermal demand meter in 
a case no larger than the standard 
three-element watthour meter is an 
nounced by Westinghouse Electric 
Corporation. Designed for light in 
dustrial and commercial loads where 
it is desired to incorporate a demand 
feature within the rate, the new type 
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NeH- 100% Oil and Grease-proof 


Deluxe Service Light 


Cy) 


No. 5025 
Service Light 
Convenience Outlet 





25’ Vinyl Thermo- 
plastic Cord and Plug 


Convenience Outlet Built 
into Moulded Bakelite Handle 


Now you can have an Underwriters’ Approved portable 
Service Light with a convenience outlet built in the 
handle. The Bakelite handle is non-conductive, heat 
and impact resisting. The complete assembly is de- 
signed to resist oils, greases, acids, flame, moisture 
and abrasion. Each unit is equipped with 25’ or 50’* 
of tough and pliable Vinyl Thermoplastic cord and 
plug for long life. The rugged steel wire cage is plated 
for extra wear and designed with exclusive No-Rol 
feature. The 5025 De-luxe Service Light is entirely new 
in portable lighting and gives exceptional service on 
many uses, especially in garages, maintenance depart- 
ments and machine shops. Write for data today. 

*50’ cord is No. 5050 


TWO OTHER PORTABLE SERVICE LIGHTS 
WITH THERMOPLASTIC CORD AND PLUG 


Based on 44 years of experience 
and popular demand two addi- 
tional models of McGill Lamp 
Guards have been added to the 
line of complete assembly serv- 
ice lights. The Vinyl Thermo- 
plastic cord and plug is tough 
and pliable and resists oils, 
greases and other hard usage. 
All models have strong, zinc 
plated steel No-Rol cages. They 
are furnished with or without 
reflectors and LEVOLIER switch- 
es. No. 7025 is equipped with 
moulded rubber handle, No. 8025 
with polished hard wood handle. 
Either may be supplied with 25’ 
or 50’ of cord. (50’ cord is No. 


7050 and 8050.) No. 8025SR 


“AVAILABLE FROM 
YOUR ELECTRICAL WHOLESALER” 








For McGill Catalog No. 
43 write to McGill Mfg. 
Co., Inc., Electrical 
Division, 650 N. Camp- 
bell St., Valparaiso, 
Indiana. 





ONLY MGILL MAKES %2c0%@er-r SWITCHES 





ELECTRICAL SOUTH for APRIL, 1949 

















This glorified magnet is the stator 
from a Hoover;Motor. It is elec- 
idaleoll Wamolalal-tol{-teMMohar-am ol’ uaeliilep 
dat -taMmet lo) oX-to ME laMmalle libre aelel ma Ze 
AIK Mmelale Molo ¢-to ME Ulilel-Taimiabigela-re 
Kelis) ok Meola MmoMaelalilaltiol(h Maelaa-b 20] m 
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Star Performer 


The fine workmanship that goes into compo- 
nent parts like this stator is responsible for the 
dependable, long-life performance of Hoover 
Motors. 


You know—and your customers know—the 
Hoover reputation for quality. It has been built 
into more than 8,000,000 Hoover Cleaners. 


Now that same quality is being built into 
Hoover Motors. And people are using them 
for home workshops, garages, farms—literally 
hundreds of power jobs. 


Customers will be asking you about these 
nationally advertised motors. Be ready to serve 
them. If you don't carry Hoover Motors now, 
write us for full details. 


HOOVER MOTORS 


. The aleleh acti 


Company, Electric Motor Division, North Canton, Ohic 


Made in capacities of “4% to 1% H 
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CAH combination meter reduces 
space requirements and’ installation 
costs attendant upon the installation 
of two separate meters. The new 
meters have the advantages inherent 
in thermal meters, of stable and long- 
life operation with a minimum of 
maintenance. 

The new CAH line of combination 
meters is available for three-phase, 
three-wire; three-phase, four-wire del 
ta; open wye network; and_ three- 
phase, four-wire wye operation in the 
usual ratings of 5, 15, and 50 amperes 
at nominal application voltages of 
120, 240, and 440. The meters are 
available in the standardized A-base 
design. 

Further information concerning the 
combination polyphase watthour and 
thermal demand meter can be obtain 
ed from the Westinghouse Electric 
Corporation, P. O. Box 868, Pitts 
burgh 30, Pa. 


Ceiling Receptacle 


A NEw oversized combination 34 
inch and 4-inch keyless ceiling re- 
ceptacle is now in production at Sla- 
ter Electric Mfg. Co., Inc., 56th St. 





Woodside, N. Y. 


Ave., 
Known as No. 277, this original wir- 
ing device measures 5 inches in dia 
meter, making it 1 inch bigger than 


and 37th 


conventional ceiling receptacles. 

This ex*ra size is a distinct advan- 
tage to the contractor, says the manu 
facturer, since it minimizes installa 
tion difficulties caused by chipped 
plaster, etc., by providing an “‘ove1 
lapping” circumference. 

The No. 277 receptacle is made of 
tough white Urea or regular brown 
Bakelite, both of which withstand 
high temperatures and are not sub 
ject to the mechanical stresses found 
in porcelain. Other noteworthy fea 
tures are its practical modern design 
ing—its heavy terminals, solid rivets, 
and large binding head screws suit 




















SWIVELIER COMPANY, INC. 
Manufacturers of Universally Adjustable Lighting Products 
ANNOUNCES the Appointment of 


GLENN H. ARNOLD 
2378 BEECHER RD., S. W. 
ATLANTA, GEORGIA 


as the NEW SOUTH-EASTERN SWIVELIER REPRESENTATIVE 
SOUTHERN Representatives 


additional 


Charles E. Esposite 
507 Stock Exchange Bldg. 


Baltimore, Maryland 


SWIVELIER CO., INC., 30 Irving Place, N. Y. C. 


SWIVELIER 





Geo. E. Anderson Co. 
1901 Griffin St. 


Dallas, Texas 




















able for No. 10 wiring. 

For those whose needs require a 
smaller ceiling receptacle for combi- 
nation use on either 34-inch or 4- 
inch boxes, Slater is also producing 
No. 276, a smaller edition of the No. 


9979 


Lightning Protector 


A new Thyrite lightning protector 
for meters, industrial power service 
entrances, or consumer apparatus, has 
been announced by the General Elec- 
tric Company’s ‘Transformer and 
Allied Products Divisions, Schenec 
tady 5, N.Y. 

Rated at 0-650 volts, the new unit 
is available for either indoor or out 
door installation on single or poly- 
phase secondary circuits. Single, 
double, or triple-pole assemblies are 
enclosed in compact cylindrical alum- 
inum cases, with provision for either 
nipple mounting through the knock- 
out holes of meters, or connection 
boxes, or bracket mounting to build 
ing or pole. 

Flamenol line and ground leads ex 
tend 18 inches outside the threaded 
nipple. The weatherproof covering 
is colored for easy identification— 
black for the line leads and white for 
the ground lead (common to all 
poles). Flamenol insulation is flame- 
proof, chemically inert for resisting 
chemical action and weathering, and 
is free from sunlight checking. 


Fluorescent Fixtures 


JUST ANNOUNCED is a new series of 
fluorescent lighting fixtures, manufac- 
tured by the Leader Electric Co., 
3500 N. Kedzie Ave., Chicago 18, 
Ill., called the “Fatline” series as op- 
posed to their “Slimline” group. 

The Fatline features the new 
development in lamps—the T-12, 75- 
watt tube, UL listed. It steps up 
light output sharply and is especially 
offered for offices, stores and schools. 

Specifications include 425 milliam- 
pere operation, and the lamps are 
available in 2-lamp, 4lamp and 6- 
lamp units. 


Adequate Wiring 
Conference 
(Continued from page 38) 


personnel to sell the certification idea 
to builders, electrical contractors and 
others. 

“In the training of the home light- 
ing advisers, prior to their direct con- 
tact with the consumer to sell mod- 
ernized wiring,” S. J. Roberts, of St. 
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Take A Receipt! 


This carbonized payroll envelope 
gives you a signed receipt for 
wages paid, hours worked, de- 
ductions etc. It also pro- 
vides complete record for 
government payroll 
reports. 















A compactly designed relay 
for multiple circuit switch- 
ing. No more space required 
for any contact arrangement, 
utilizing up to 18 arms. 


t ‘ Ask for Bulletin 50-8. 


Take no chance— 
Take a receipt! 


Write Today 
for Samples. 





ei A 
and MANUFACTURING COMPANY 


154 WEST 14th ST. NEW YORK 11, N. Y. 


ATLANTA ENVELOPE CO. 


BOX 1267 e@ ATLANTA (1) GEORGIA 











A/R-FLO 


AUTOMATIC 











CEILING SHUTTER 
FOR ATTIC FAN 


Built so they can be installed practically 
flush with the —, AIRFLO Ceiling Shutters 
present a refined, finished appearance. Their 
natural aluminum color blends with any dec- 
oration, eliminating need for —— and no 
grille or winter cover is required. Furnished 
in 5 different widths, single panel up to 73” 
long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements 


WRITE FOR NEW CATALOG 43-B 
Iustrations and details of the complete AIR- 
FLO line. 


Air Convitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. + DETROIT 16, MICH. 
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See Your Nearest Distributor 


The B.E.P. Reel stores 100 feet of fish tape. It is a real 
time-saver; it reels in and reels out faster than any 
other. The N. E. Bend Snake Leader steers the tape 
smoothly around any bend. It can be tucked quickly 
into the Reel making a neat compact package. The Reel, 
N. E. Bend Snake Leader, and 100 feet of fish tape 
make B.E.P. Kit a real value. 


Newest addition to our regular line of electrical tools is 
the full line of B.E.P. FISH TAPES. Regular lengths in 


stock; any length on special order. 


HOPPER AND McCOY 


454 Marietta, St., N. W. Atlanta 3, Georgia 
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NON-METALLIC — BX. 
& GROUND WIRE 


Sold Thru 
Your Local Wholesaler 


ATLANTIC CONDUIT 
FITTINGS CO, 


BOSTON, MASS. 


















MANY TYPES AND SIZES 
WRITE for 54-page illustrated catalog. 


Southern Representatives: 
Verlyn H. Branham 
180 Interlocken Drive 
N. W. Atlanta, Ga. 


. P. Lumpkin 
248 Tranquil Ave. 
Charlotte 3, N. C. 
COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHIO 


















Joseph Power and Light CGo., related, 
“the sheets and booklets covering this 
subject, which we procured from the 
National Adequate Wiring Bureau, 
were employed daily, from 30 to 60 
minutes, over a period of 6 to 8 
weeks. [t was found that little tech- 
nical knowledge was required of the 
lighting advisers and, therefore, with 
that assurance the advisers did not 
reflect any noticeable reluctance 
about undertaking this task. 

“In addition to the above, a repre- 
sentative of our meter department 
gave the advisers general instructions 
on meter installations, circuits, fusing 
of circuits, and the effect of over- 
loads,. This was done in the office 
with the aid of a meter wiring board, 
which enabled the meter man to dem 
onstrate the dimming of a light re- 
sulting from overload. From_ this 
visual example the advisers could 
more readily understand overloaded 
circuits as they are portrayed in the 
booklet Electrical Living. 

“With the advisers generally fa 
miliar with the need for adequate wir 
ing and the necessitv for such wir- 
ing to propely utilize electrical ap- 
pliances, the electrical contractors 
were contacted and asked that they 
develop an organization among them- 
selves, whereby they would submit 
to us a specific price for the installa- 
tion of the service entrance into the 
house (three wire, 60 ampere, with 
provision for 6 branch circuits light- 
ing and appliance circuits) and also 
a fixed price per outlet (ceiling, con- 
venience, or wall switch). Electric 
range outlets, when desired, were 
quoted by the contractor separately. 

“The contractors presented us fix- 
ed figures for a single entrance in- 
stallation and a single outlet. With 
these prices, the total cost of a job 
was readily determined by multiply- 
ing the number of units by the unit 
price. When the adviser creates the 
interest of the customer in wiring, 
she then draws a rough floor plan of 
the residence and shows thereon the 
existing outlets and, in addition, the 
proposed, or recommended, new out- 
lets. This sketch is submitted to the 
supervisor, who, in turn, substantially 
draws a scale floor plan of the resi 
dence wherein all recommended wir- 
ing is contained. This sketch is re- 
turned by the adviser to the pros- 
pective customer and from this the 
sale is completed. There are cases 
where the improved wiring was sold 
without the aid of the finished 
sketch.” 

How to handle employee education 
in a utility company covering a large 
area was discussed by P. V. Brown, 
residential service manager, Union 


Electric Company of Missouri, St. 
Louis. 

“We serve an area covering 3600 
square miles; including 15 counties 
and branching into three states, Mis- 
souri, Illinois and Jowa,’’ Mr. Brown 
said. “There are 160 employees in 
our Residential Sales Division, who 
are located in 24 business offices scat- 
tered throughout this territory. <A 
training program at any time, is a 
challenge to the problem of what to 
do and how to do it, but when you 
add to this the situation of decen 
tralized units, the problem change: 
from one of simple arithmetic to one 
of complex fractions, so to speak. 

“With the end of the war came 
the necessity of retraining for just basic 
job information. But superimposed 
on that, came a whole series of de 
mands for training in completely new 
areas. 

“During the immediate post wat 
period, dealers and their salesmen 
found themselves in the unique posi 
tion of being able to select their cus 
tomers, who were competing fot 
scarce appliances—the kind of appli 
ance didn’t matter too much. If they 
needed a range. they took the first 
range available that would cook food. 
The same thing was true regarding 
refrigerators and water heaters. Deal 
ers did not need to resort to pro- 
moting, advertising nor to selling ad 
vantages. 

“The entire responsibility for re 
minding the public that the electric 
way was the modern way resolved on 
the utilitv. Furthermore, it soon be 
came evident that an aggressive cam 
paign was necessary. So the industry 
went all the way with the Go All 
Electric approach. This represented 
not just the range, but the complete 
electric kitchen; not just an automa 
tic washer but a complete laundry. 
And these require adequate wiring. 

“We had not returned to active 
merchandising, but we did have our 
sales force of five different classifica 
tions, making thousands of customer 
contacts every month. Each contact 
was a potential opportunity for dis 
cussing some phase of electrical living 
with customers building new homes; 
customers moving into new living 
quarters; customezs seeking informa- 
tion about water heaters; customers 
complaining about fuse failures and 
those discouraged over the insuffi- 
ciency of appliance replacements. 

“The launching of our water heat- 





ing and kitchen planning promotions, 
added to the extensive building of 
new homes, made the problem of 
customer education for adequate wit 


ing imperative. We recognized that 
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Feature Devices From The Kulka Line 
Latest Screw-Type 
ADJUSTABLE SWIVEL 
SOCKETS in BAKELITE 
and PORCELAIN 


Engineered construction for long- 
lasting, perfect service. 
Maximum flexibility in any di- 
rection. 

@ No connecting wires exposed. 


No. 160A 
BAKELITE 
UL APPROVED 
No. 160 
PORCELAIN 





Attractive, efficient swivel sockets. 
No. 160 A. made of high-heat BAKE- 
LITE, and No. 160 of superior elec- 
trical PORCELAIN. Swivel of special 
die-cast material. Turns any direc- 
tion, yet holds firmly. Positive spring- 
tension center contact. 





Write For Circular, or Catalogue of Complete Line 





KULKA ELECTRIC MFG. CO. 


30 SOUTH ST., MT. VERNON, N. Y. 














There's no production time wasted cutting down so- 
called ‘‘standard"’ brushes. 

There's no ‘‘field variation’’ — brushes are precision- 
shaped at the factory. 

There's no extra cost — you get brushes that fit your 
commutator and rings exactly. 


@ RO = 









The next time you need brushes, 
| call the Helwig office near you 
| for all the facts on how Custom- 
Made Brushes can cut your 
maintenance costs. 


DON’T RUN OUT 
OF BRUSHES! 


Here's a simple way to 
maintain your brush stock. 
Choose any of 8 Helwig 
Brush Kits. Bulletin 65 
gives complete details. 












«+ HELWIG ++ 
MOTOR BRUSH KIT 
~Ne. 12- 


« SE 


| meme we} 








SOUTHERN OFFICES 


Atlanta 316 Walton Bidg.; La. 7202 
Oklahoma City _ 323 NW 2nd St.; Tel.: 2-688! 
Houston 1101 Chenevert; Ch. 4-6549 
St. Louis _._ 1913 Washington Ave.; Ch. 6510 
El Poso 708 N. Piedras St.: Moin 7845 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 
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Important reasons for specifying 
miller fluorescent troffer 
s»| lighting systems 














MILLER Troffer installations 
result in a finished lighting 
and ceiling job, adequate in 
illumination, architecturally 
pleasing, structurally sound 
and economically produced. 
The patented Miller Ceiling 


as desired — CEILINGS UN- 
LIMITED*. Channels Bond- 
erized for rust resistance. 


Furring Hanger simplifies = A 
installation — makes it pos- Gem al 
sible to form ceiling patterns bree - 

— 










MILLER LIGHTING SERVICE IS ALL- 
INCLUSIVE covering needs of planned 
commercial and industrial lighting. 
Miller field engineers and distributors, 
conveniently located, are at your call. 


Or COMPANY 


LLOe $ ERI C CTICUT 
“Reg. Trademark U. S. Pat. Off. LLUMIN NG DIVISION, MERIDEN, CONNECTIC 








Repeat Sale Regulars 


CANDLE FLAME 
LAMPS 
Especially effective in 
candelabra and side-wall 
brackets. Give a soft dif- 


CANDYLBEME LAMPS 
The beauty of crystal 
and polished fixtures 
is emphasized by 
Candylbeme Lamps. 


fused glow In clear, 
Radiating without dif- frosted, or a variety of 
tints. 


fusion they give sharp 
brilliant reflection. Ef- 





fectively increase sales 
of fixtures and lamps 
alike. 

CARL HENRY 


170 Ellis St., N. E. 
Atlanta, Ga. 


CARBON 

PILOT LAMPS 

Extra long life—with- 
stands vribration and 
shock. Standard or 
special shapes, sizes, 
colors or base. 











1041 Tyler St. 
St. Louis 6, Mo. 





y 
2 ea 
Electric Lamp Co. 














5/8'x8' GALVANIZED 


GROUND RODS 


Steel ground rods, with one end pointed for easy driving, 
and hot-dip galvanized for extra protection. %”x8' carried 
in stock ready for immediate shipment. Can furnish other 
sizes and lengths if quantities sufficient for production. 


| DIXISTEEL } ATLANTA 1.GEORGIA 


ATLANTIC 


P.0O.BO 1714 
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WIRE and 

CABLE with the 
DuPont 

NEOPRENE JACKET 


Year after year, on every kind 
of tough job, more and more 
wire users are specifying 
BRONCO 60 cords and cables 


with the Neoprene jacket. 


Coils easily . . . does not kink 


or tangle. Resists oils, chem- 
icals, abrasions, and rough 
usage. Its extreme flexibility 
means long life, easy han- 
dling, lower maintenance cost 


and safer operation. 











Write today 
for the name 
of your nearest 
BRONCO 
distributor 


WESTERN INSULATED WIRE CO. 


1001 E. SIXTY-SECOND ST.*LOS ANGELES 1, CALIF. 
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WRITE FOR 
ATALOG 5LC 


KRUEGER: & HUDEPOHL 


Solderless Terminal lags and Connectors 
2 VINE AT THIRO-ES * CINCINNATI 2, OHIO 








we were responsible for doing the job 
and that it would be a long range job. 


Correspondence Course Used 


“We also recognized that we could 
not give our employees even a conver- 
vational understanding of adequate 
wiring in a two hour session or even a 
day’s training. It was subject mat- 
ter that required repetition. And 
that is how we arrived at the idea of 
using the correspondence course as a 
method of training. 

“We based the entire program on 
the Handbook of Residential Wiring 
Design. The first lesson consisted of 
a letter describing the course and re- 
questing the employees to read the 
Handbook which was attached. 

“The following week a question- 
naire was sent to them. The answers 
to the questions were contained in 
the Handbook so if the employee had 
failed to read the book during the 
first week he had to read it the sec- 
ond, in order to answer his question- 
naire. The response was excellent. 
The lessons stimulated group discus 
sions and comments, which created 
interest among employees from other 
departments. 

“The four successive lessons are 
the series developed by the National 
Adequate Wiring Bureau for the 
house, the kitchen, the laundry and 
living room. Here again the em- 
ployees had to refer to the Handbook, 
and in searching for the answers they 
wanted, they reviewed other sections 
of the booket. 

“The lessons were mailed to the 
employees on Monday of each week. 
The following Friday, the supervisor 
of each group collected the completed 
lessons and forwarded them to the 
main office where incorrect or in- 
complete answers were checked with 
a red pencil, and a mimeographed set 
of complete answers was attached to 
each lesson and returned to the em 
ployees. This served as another re- 
view of the factual information need 
ed for the job ahead. 

“As follow-up for these lessons, we 
sent every employee a copy of the 
booklet Plan Ahead by Wiring Ahead. 
Attached to the booklet were sug- 
gestions on how to use the book in 
explaining it to customers. 

“One of the first reactions to the 
course, that we noted, were the com- 
ments of many of the employees who 
checked their own home to see what 
kind of main and branch panels they 
had; the size of fuses; the number 
of circuits and the locations and num- 
ber of outlets connected to each cir- 
cuit. They all seemed to have friends 
who were building new homes and 


them. They 


wanted a booklet for 
became alert to new types of materials 
and equipment related to adequate 
wiring. 

“We do not profess that our em- 
ployees have learned all the answers. 
They need refresher, follow-up ses- 


sions. But we are convinced that the 
correspondence technique is superior 
to a single training session or the 
mere passing out of printed materials; 
that it provides something tangible 
for supervisors to use for ‘on the 
job’ training and it establishes a 
foundation of information which 
makes follow-up class instruction 
much more significant.” 

The conference concluded with an 
open forum discussion under the 
guidance of J. J. Dore, managing di 
rector of the Nebraska-lowa Elec- 
trical Council, Inc. Discussion topics 
included problems connected with 
the application of certification stand- 
ards; selling the speculative builder, 
consumer and electrical contractor; 
working with FHA and savings and 
loan companies; providing layout ser- 
vice and financing adequate wiring 
promotion. 


Cold Cathode 
How To Design It 


(Continued from page 32) 


ceiling and wall finish. A light fin 
ish corresponds to a ceiling reflect- 
ance of 75%, and a wall reflectance 
of 50%. A medium finish - corre 
sponds to ceiling and wall reflectance 
of 50% and 30% respectively. 

The values given in the chart are 
initial values, after 100 hours of op- 
eration. ‘lo obtain in-service values, 
multiply the initial illumination by 
the maintenance factor. The main- 
tenance factor depends upon the fix 
ture type and location, and is of the 


order of .50 to .75. 








Libor! 


Anti-Corrosive Paint 
for 
Galvanized Structures. 


Including Fences, 
Applied in a single coat 


Rabo inc. 


HACKENSACK, N 
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CUSTOMERS DIFFER — and re- 
cognition of that fact has played an 
important part in the sales pro- 
gram of the Vanetti Appliance 
Company, of Louisville, Kentucky. 
A plan of selecting and training 
salesmen and saleswomen to 
specialize in sales to certain types 
of customers has been particularly 
successful for this firm, which has 
been in business only a little more 
than a year. Under this plan, pros- 
pects are assigned to salesmen best 
suited to handle them. Sales volume 
for the first year averaged some 
$11,000 per month. Here, Merva E. 
Fuggian, seated at ironer, gives a 
demonstration while Clayton Van- 
etti, president, at left, looks on with 
a customer. (See pg. 71) 


ALSO IN THIS ISSUE: 


Can You Afford a Home 


Economist for Your Store 


Home Trials Help Over- 
come Sales Resistance 


How to Plan Effective 
Sales Training Programs 


Blow Torch Demonstration 


Sells 2,000 Blankets 


Radio 


Television 








Ueminion’s New Pop.Up Toaster 


FAMILY FayoRitt” 


Among the spring beauties this year blossoms 
a handsome, all new pop-up toaster by Dominion. 
Gracefully styled throughout, it is truly a 
tip-top pop-up! 


Nor are the superior qualities only “skin 
deep” on this newest Dominion appliance. Be- 
hind the lustrous durable chrome finish are con- 
struction features that simplify time and color 
control. It means a lot of toaster satisfaction 
with minimum attention. 


ple 
epwation Dealers will hail it as the pop-up toaster for 
the 
$ 


quick turnover. Its lower price and modern ap- 
peal are surefire volume builders! 


DOMINION ELECTRIC CORPORATION, MANSFIELD 1, OHIO 


SALES OFFICES: Atlanta: S. C. Stockdale, 688 Highland Ave., N. E.; Boston: Boudrot & Garside, 157 Federal St.; Chicago: Stein- 
metz & Kelly, 1422 Merchandise Mart; Cleveland: Maurice J. Lackritz, 709 Union Bldg., 1836 Euclid Ave.; Kansas City: (Mo.) Lou S. 
Gershon & Son, 504 Merchandise Mart, 2201 Grand Ave.; Miami: Jules J. Dreyfuss, 68 N. W. 7th St.; New York: Charles Martin Co., 
200 Fifth Ave.; Norfolk: Goodman Bros., 823 W. 32nd St.; Philadelphia: Louis M. Harmelin, 6661 Wayne Ave.; Dallas; Les Angeles. 
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ADJUSTABLE WINDOW FANS— 
From a lovely powerful 10” sur- 
prisingly low priced, through 12”- 
16”-20” sizes, single and three 
speed—many refinements and 
distinctive features. 


PORTABLE FANS —12”, 16”, 
20” —attractive—quiet—large 
delivery—three speed —adijust- 
able for any angle. Useful type, 
suggestive of a lot of gift busi- 
ness. 





EXHAUST FANS—Direct driven 
12”-16”-20” 3 speeds — 24” 
belt driven—capacity range 450 
to 4200 cfm. 


Ay SCHWITZER-CUMMINS 
Builders of Gine Gans for 30 Years 


Many useful types in a generous assortment of sizes make the Fresh- 


Air Maker a profitable and satisfactory line for you to sell’ Your 


trade will like their fine performance— good looks—and reasonable 


price. All are built to deliver lots of air, quietly, and for long years 


of service. It will certainly pay you to look into the Fresh-Air Maker. 


ga WSs 
a 4 


CEILING “PACKAGE UNITS" — 
5 models 24”, 30”, 36”, espe- 
cially designed for the popular 
small home market. Every Fresh- 
Air Maker can be ceiling installed, 
all ball bearing equipped. 





24” WINDOW FAN — Locates 
outside in window frame for a 
big job in a small home, saving all 
installation cost—arranged also 
for attic, ceiling or transom use— 
distinctive, nothing else like it. 
4200 to 4500 cfm. 
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Contact with good reli- 
able dealers is desired 
as we have some valu- 
able locations open for 
distributors or dealers 
who want a reliable, 


salable fan line. 


ATTIC FANS—9 models—24”, 
30”, 36”, 42”, 48”—ruggedly 
built, a quality look, big volume, 
belt driven—4200 to 20,500 
cfm vertical or horizontal, wide 
deep blades, extra deep venturi, 
all ball bearing. 








HY-DUTY CENTRIFUGAL 
BLOWERS — 81/2” to 25” 
inc. with all needed inter- 
mediate diameters—single 
and double inlet—al! out- 
let positions and practi- 
cable motor sizes—mod- 
erately priced, but built to 
be the quietest, best per- 
forming, longest lasting 
blower on the market — 
especially well finished. 





SCHWITZER-CUMMINS COMPANY 
VENTILATING DIVISION 
1145 EAST 22nd STREET 


INDIANAPOLIS 7, 


INDIANA 


ENGINEERS AND MANUFACTURERS 
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Can vou afford a home economist? 


(HE YrRAINED home economist 1s 
1 key figure in the electrified home 
plan of merchandising, since she is 
usually the one whose actions deter 
mine whether or not Mrs. Jones stays 
sold on the appliance she has put 
chased 

Most of those dealers who operate 
in or near large cities can call on the 
services of home economists of the 
utilities, and even the rural dealer 
can often utilize the services of the 
county home demonsiration agent. 

It is the usual requirement, how 
ever. in the case of these persons that 
1 complete neutrality be maintained 
is to the relative merits of various 
makes of appliances, and certainly 
is to the merits of dealers. While no 
dealer in his right mind would want 
to lose the valuable services that these 
agents offer, by their position they 
cannot offer to him, personally, the 
connection between the appliance and 
his own store 
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-- this store proves that 


the home economist can pay her way 


with the independent dealer 


Hence, many dealers have been 
considering the hiring of their own 
home economists to augment the 
work of others available to him. One 
such dealer is the Johnson-Lambe 
Company, of Raleigh, North Caro 
lina, which hired a trained and full 
time home economist recently 

IF’. L. Lambe, partner in the busi 
ness, stated that this had proved to 
be one of their best moves in their 
merchandising program. 

Naturally, an educated, 
and experienced home economist can 
command a good salary, and som«¢ 


trained, 


In the picture above, Mrs. Elsie 
McCormick, home economist for 
the Johnson-Lambe Co., Raleigh, 
N. C., talks with John D. Findlay, 
left, appliance sales manager, and 
F. L. Lambe, right, one of the 
partners of Johnson-Lambe. 


dealers may not feel that they can 
afford this expense. However, the 
sales effort of the home economist 
can be one of the most important 
phases of their merchandising pro 
gram. 

(he home economist hired by 
Johnson-Lambe is Mrs. Elsie McCor 
mick, who is a graduate of the Wom 
en’s College of the University of 
North Carolina, taught home econo 
mics for two vears, and also for a 
time was an assistant county home 
demonstration agent. She was thor 
oughly trained to provide real servic< 
to housewives in planning budgets, 
kitchens, and the modern way of 
handling home duties. 

One of her major duties with John 
son-Lambe has baen in welcoming 
newcomers to the city—calling on 
them in a friendly manner and fol- 
lowing up with a demonstration wher 
ever possible. The manner in which 
these calls are made are what makes 
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the difference, for nu selling angle 
should be exploited at all, and a train 
ed woman makes a better impression 
it this stage than a salesman. 

Another important function of the 
home economist is in representing the 
store at co-operative demonstrations 
—cooking schools, appliance shows, 
laundry demonstrations and_ other 
promotional programs. Johnson 
Lambe conducted their own cooking 
school in a local theater during the 
fall of 1948, with a full house attend 
ing for three days. Those attending 
filled out cards indicating whether o1 
not they wanted further demonstra 
tions, and this gave the company a 
full file of prospect cards with which 
to work. 

Mrs. McCormick is also important 
in helping to train salesmen, for her 
long experience in her work makes 
her advice on sales points exceedingly 
valuable. 

Suppose you have trained a sales 
man who is now a crackerjack and is 
selling right and left—his time is 
most valuable when he is selling, isn’t 
it? Without the services of the home 
economist, follow-ups and demonstra 
tions on merchandise sold would hav: 





Mrs. Elsie McCormick, home economist at Johnson-Lambe 
Co., Raleigh, N. C., demonstrates the services of an electric 
dishwasher to an interested customer. 
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Above is the well-planned interior of the store which gives the prospective 
customer a wide range of models from which to choose. 


to be made by the salesmen them 
selves, since there would be no one 
else to do it. And their valuable sell 
ing time would be lost to the firm. 

So Mrs. McCormick co-ordinates 
her activities with salesmen and readi 
lv passes on tips for sales—though, of 


course, she does some selling herself 
on the proper occasion. 

Service is a definite part of the ad 
vertising program at this store, hence 
Mrs. McCormick can well testify to 
the relationship between good service 

(Continued on page 98) 


Above is the front of the Johnson-Lambe store giving the 
passer-by a quick look at a few of the many electrical 
appliances to be found inside. 
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home demonstrations 


HELP TO OVERCOME THE 





MOUNTING 


Wi.uineness of the appliance deal 
er to install anv and all major appli 
ances in the prospect’s home for a 
free demonstration is going to have 
a lot to do with his sales success in 
the more competitive market ahead, 
according to Vergal Bourland, head 
of Vergal Bourland Home Appliance 
Store, in Fort Worth, Texas. 

The handsome, ultra-modern Bout 
land stores, located in the downtown 
district and suburbs of Fort Worth, 
went aggressively into this form of 
promotion in early 1948, first as a 
test of selling efficiency, and later, as 
a permanent merchandising _ tool. 
Prior to last vear, Bourland stores got 
along with the usual svstem of follow 
ing up prospect leads accumulated 
from satisfied customers, showroom 
calls, newspaper advertising and oth 
er sources. ‘The stores maintain one 
of Fort Worth’s largest outside sales 
crews and have led the citv frequent 
lv in sales drives on particular ap 
pliances. 


Exeellent Sales Clincher 


No type of prospecting has shown 
anything like the results of free home 
demonstrations, however, according 
to Mr. Bourland. ‘We have sold at 
least 75 per cent of our major ap- 
pliance volume on the strength of 
letting the housewife put the appli 
ance through its paces in her own 
home,” the ‘Texas dealer stated 
“This includes washing machines 
sit-down ironers, driers, radios, tele 
vision, and even refrigerators. Even 
though the housewife or husband may 
be well impressed with the appliance 
in the showroom, and_ thoroughlh 
sold on its brand and price, nothing 
serves to clinch the sale so well as 
seeing it in operation in their own 
homes.” 

‘ree home demonstration is a “sep 
arate service’ at the Bourland stores, 
which any salesman can bring into 
play if it proves impossible to put over 
a sale in the showroom, or by means 
of an ordinary outside call. Under 
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the plan in effect, the sales crew may 
schedule a free home demonstration 
after a check with the delivery depart 
ment, to make certain that truck and 
installation man will be available to 
bring the appliance out to the pros 
pect’s home 

“Naturally, we prefer where pos 
sible to make the sale without the ex 
pense of hauling the appliance to th« 
prospect’s home, setting it up, check 
ing adjustments, etc.,” Mr. Bourland 
stated, “but this doesn’t mean that 
we won't cheerfully do so wherever 
the sale appears likely. 

“Outside demonstrations are an ei 
fective selling tool, but a tvpe of sell 
ing which must be restricted, and 
costs constantly analvzed in the office. 
We have found that if anv prospect 
can walk in and order an appliance 
set up in her home, the dealer is like 
lv to wind up with damage to the 
appliances which will mean consider 
able loss. ‘The apphance must be 
carcfully handled so that no chips o1 
ics reduce it to the status of 
used merchandise, and the sincerity 





scratc¢ 


of the prospect checked to sce that 
the privilege isn’t being abused. This 
means that most home appliances put 
on a free home demonstration basis 
vill sell, without necessity of bring 
ing them back out again.” 

With hundreds of such demonstra 
tions going on through the vear, the 
Bourland stores have made a careful 
study of the handling of each appli 
ance. Each slated for a home dem 
onstration is first carefully padded 
with heavy quilted covers, from a 
stock designed to fit specific appli- 


ances, and thoroughly fastened down. 


Bourland’s also have a complete stock 
of dollies, hand trucks, and other ap 
paratus which “fit” each appliance, 
and make sure that the right rolling 
stock accompanies each delivery. 
The installation crew who make 
such deliveries are all carefully trained 
in handling appliances of any bulk or 
weight without damage, and to im- 
press the same care on the prospect 


by Robert Latimer 


when it is rolled into the home. Even 
small radios, television sets, tabletop 
ironers, ectc., are all securely padded 
and checked before release to the 
prospect’s home. In this wavy there 
are no heavy appliances jostling each 
other in unprotected open truck 
bodies, or danger of value-destroving 


scratches 


Immediate Sales Results 


About four out of five home dem 
onstrations result in an immediate 
sale the next day or the same evening. 
according to Mr. Bourland, depend 
ing upon the nature of the appliance 
Vergal Bourland stores have been 
highly successful in demonstration 
selling of television sets, through 
sending out a set along with the sales 
man, who clinches the sale right on 
the spot. Where the home acoustics 
scating arrangement, etc., prove satis 
factory, it is best to put over the 
sales argument when buying desire is 
at its peak, it has been found. Wash 
ing machines, driers, sit down ironcrs 
on the other hand, usually requir 
several davs’ use before the housewift 
is completely convinced. The Bou: 
land stores are extremely liberal about 
the length of time a housewife may 
try any appliance out, with certain 
limitations imposed according to the 
individual case. 

One of the best advantages of frec 
home demonstrations, Mr. Bourland 
feels, is the fact that frequently thc 
housewife will invite neighbors o 
friends in to watch the appliance pet 
form—and _ this additiona 
prospects whom she is usually glad to 


creates 


refer when she signs the order for 


her own appliance. 1 
instances in which three, four, or even 
six of the same appliance have been 


} 


sold through following up the “neigh 


wre are many 


bors,” according to the Texas dealer 

Costs for outside demonstration 
may run as much as $7 or more, con- 
sidering truck investment, employees’ 
time, bookkeeping, gasoline and othei 
factors, the Bourland stores have 
found. However, with a high pe: 
centage of sales per demonstration, 
this is in most cases actually cheaper 
than newspaper advertising, it was 
pointed out. 
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(CLUSTOMERS not mere 
segment of the worki 

it the Vanetti Apphance C 
1 prospect DOSCS a ps 


sales plan designed 
CUSTOMER in mind 


by Bolling Branham 





stance 1K ustome na 
ng masses be of the horse-trading varicty, wh 
yMpany ive of the Iigher-than-average mcom< vill enjov the by-plav of being con 
chological group, and for this reason, 70 pc vinced, apparent iwainst his will 











yblem that the sales force ben« cent of all our sales have been fo ind he will appreciate a salesman wh 
rv cffort t hw ish. will play along with him And con 
It’s a plan wh has paid off, to We do not confine our sales op versely, the next customer may be 
is firm, located at 3717 Lexing crations to this community, howev« voman who knows exactly what she 
Rd n the community of St for we work the entire city and ou vants and doesn’t want any argument 
Matthews ibu of Louisville, Kv., idvertising is done mostly in th ibout it 
old more than $110,000 worth = of Louisville daily pape hich VC ‘In building ou es force VC 
v apphanees between March 1, the entire metropolitan area. paid strict attention to this busin 
1948S, when it opened its doors, an lor this reason we have a \ if getting salesmen te ndle differ 
he end of the vo diversity of prospects, and our fot ent tvpes, and we feel now that there 
€ © he basis of our individual selling salesmen are distinct twpes, who work s no customer o1 ect we're not 
the fact that we have a salesman st when given prospects of thei equipped to han prop Nii 
to fit every tvpe of customer,” state particular typc We weed out ow Vanetti savs 
Clayton Vanetti, president of — the prospects and assign to the salesman Knowing your class of custome: 
ympans Man in fact most ve feel can do the best job for that ilso indicates the sales talk to follow, 
> In oO ommunits particular person iccording to Mr. Vanetti We do 








The basis of individual selling at the Vanetti Appliance 
Co., Louisville, Ky., is the fact that they have a salesman 
to fit every type of customer. Above, left, John Stomberger, 


a television 
points out 


salesman, demonstrates 
customer. At right, he 
electric kitchen. 


to an interested 
features of an 


set 


the 
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not sell one manual washer to fifteen 
of the automatic,” he says. “And 
we know this to be directly due to the 
performance of them. Automatic 
washers definitely make sense to pe: 
sons who are tired of having then 
clothes torn, mangled, and lost in 
laundries, and the salesman shouldn't 
miss a single chance to exploit this 
situation where the occasion dc 
mands.” 

This policy has been so successtu 
that not only has the company made 
monev, but all of the salesmen—who 
work on. straight commission—have 
been making excellent incomes and 
there has been no turnover in person 
nel. 

In order that sales talks will be pc 
fectly in order for each of these cus 
tomers, the sales force has a mecting 
every morning from 9:00 to 9:30, 
when a sales clinic is held, and the 
latest films from the manufacturers 
are shown on the company’s projcc 
tor. A completely electric kitchen in 
the showroom enables the salesmen 
to give quick and thorough demon 
strations of appliances, besides attract 
ing comment and questions from 
passers-by 

Salesmen work inside and outsidc 
on a rotating plan, and do not con 
fine their saleswork to new appliances 
—they sell service, too, since the com 
pany operates a complete service de 
partment, and the sales figure quoted 
above did not include income from 





the service department, and from thic 
trade-ins taken in by this firm. 

The salesmen’s valuable time is not 
taken up in selling trade-ins unless 
there is a specific request for them, 
according to Mr. Vanetti. This firm 


finds that trade-ins go fast when ad 


g 
vertised in classified ads in the Louis 
ville paper. Naturally, the Vanetti 
company doesn’t take trade-ins unless 
it is an absolute necessity in closmg 
the sale. 

Salesmen always leave a card and 
ask for service calls, no matter what 
make of appliance the customer 091 
prospect may have, for Mr. Vanetti 
operates his service department on 
i break-even basis—yet profit on 
some calls is necessary to pay the ex 


pense of war-anty service. ‘Two new 


trucks and five men in the servicc 
department handle deliveries and _ all 


service 

‘The wav we operate our servicc 
department amounts really to getting 
our warranty calls and deliveries free,” 
My. Vanetti states, for by building 
i good outside service business the 
department maintains itself 

During most of the vear the store 
is open from 9:00 a.m. to 9:00 p.im., 
for Nir. Vanctti has found that it is 
one of the best wavs to get business in 
1 surburban community. ‘Television 
came to Louisville on November 24, 
1948, and he tunes in the local sta 
tion on a_ big screen each mht 


(Continued on page 96 
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Vanetti Appliance Company sells service, and the company operates a com- 
plete service department. Above, salesman John Stomberger instructs a 
serviceman, Bill Skaggs. about delivery of an appliance. 
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Sale to Kememben 


by C. E. Jones, President 


Jefferson Electric Company 


Pine Bluff. Ark. 


SELLING-UP is a fine thing, and to 
always offer your best merchandise 
first 1s good policy, but it just doesn’t 
make sense to show a dilapidated 
customer the highest priced radix 
when no other customer like him 
had ever bought one. 

One day a Negro customer step 
ped into the front of the store. He 
was torn and battered and obviously 
a man of little means. 
rving something in an old flour sack 
Ile wanted to look at a radio. One 

four floor salesmen showed him a 


He was car 


small sect, about the cheapest mode 
WC had on displav. 

I'he prospect looked at it carefully 
deliberating 
vhether he could afford the outlay 
f monev for it. All the while he 
held on to the flour sack which seem 


Ile =apparently was 


( 


cd to be filled with something fair 
NCaVvy\ 

He finally stated in a hesitant anc 
ipologetic voice ‘IT believes I’d like 
to see a bigger one, please sir.” The 
salesman went up a notch. Still, he 
wanted to look at a better one Vhe 
salesman went up another notch, stil! 
trving to stay within reason. The 
prospect wanted something still bet 
ter, so the salesman, not to be out 
done. took the prospect over to ths 
biggest and best radio combination 
we had on the floor selling for $60( 

Phe salesman turned it on an 
demonstrated the record plaver, th 
AM radio, and the FM radio. The 


prospect 


’s eves glistened. He cocked 
an car first one wav and then the 
other 

Ife was highly pleased and on the 
verge of becoming enthusiastic \s 
the prospect’s enthusiasm grew, the 
salesman’s enthusiasm diminished 
Naturally he had visions of no down 
payment, bad credit, and all the othe: 
things that serve to knock out a pros 
pective sale. 

“I like this’n the best,” the Negro 


said. “How much is it?” 
I'he salesman told him $600 
“All righ,” he said smiling ‘] 
take it.” 


“How do vou want to pay for it?” 
asked our salesman. 

The prospect said: “Oh, I pays 
the cash,” 

He set his sack down on the floor 
and started counting out six hundred 
silver dollars. That’s what he had 
in the sack—between six hundred and 
eight hundred silver dollars. 
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\WHEN THE WAILTING list of radio 
customers melted away, one appliance 
dealer decided that he should start 
| program of sales training in_ his 
store. He called a sales meeting and 
gave a talk on the fact that the 
‘honeymoon of selling” was over, and 
every salesman in the organization 
would have to buckle down and sell 

his attempt at sales training did 
not prove to be any help, so he de 
cided to try something a- little mor 
modern than just a lecture—he rent 
ed a movie on selling, and called an 
other sales meeting. When the mo 
vie was over, the salesmen voiced thei 
opinions of the acting, the scenery 
etc., but said nothing about ideas 
that would help them sell more ap 
pliances. 

Next the dealer decided to trv a 
mock demonstration. This resulted 
in some listless presentations by the 
salesmen selected to put on the show 
-and a lot of horseplay by the oth 
ers. This method produced no better 
results than his other attempts. By 
this time the appliance dealer was 
thoroughly disgusted with sales train 
ing. 

There are other dealers who have 
had similar experiences with sales 
training programs. They visualized 
improved employee morale, increased 


ELECTRICAL SOUTH for APRIL, 1949 


low to Plan 
Nales Training 


by J. E. Bedford 


sales in units and in dollars, and re 
duced operating expenses. But, when 
their efforts failed to produce the de 
sired results, they discontinued sales 
training altogether 

Here is a seven-point program that 
is designed to help discouraged re 
tail appliance dealers build a. sales 
training program that will boost sales 
reduce personnel turnover, decreas¢ 
operating expenses and build good 
wil 


1. Analyze the Problem 


When the sales problem confront 
ing the retail appliance dealer ha 
been reduced to specific terms, the 
cause of the trouble becomes crystal 
clear. If sales are down, a dealer 
should be blunt about how much 
they are behind the sales budget. If 
some items are not selling, a search 
to find particular slow sellers clears up 
that problem. 

Analysis of the sales problem will 
suggest some training methods that 
might work. For instance, if sales on 
the higher priced models are lagging, 
it might be that the salesmen are not 
selling quality successfully. In_ that 
case, the training can be set up to 
help them do a better job of promot 
ing quality merchandise. Drills on 





overcoming Objections on price with 
a new twist will train the salesmen 
in that respect 
2. Establish an Objective 

By determining in advance just 
exactly what the sales training pro 
gram should do, the balance of the 
planning becomes much easic Ihe 
objective should include what both 
the dealer and the salesmen want 

Consideration of both of these ob 
jectives will help place the program 
on a sound basis and make it moz 
icceptable to the salesmen. In addi 
tion, it will serve as a handy check 
list to measure the progress of the 
training program 


3. Sell the Salesmen on Training 


Salesmen naturally want mo 
money, and that and other gains ar 
possible from a planned sales tran 


ing program. Here are a few possibl 
results of the program that should 
be impressed upon the salesmen: fas 
ter promotion, easier work, increased 
self-confidence, job security, and prid: 
in being a qualified salesman. 
With these thoughts in mind, it 
is possible to translate the sales train 
ing program into what the salesmen 
will gain from it. If the salesmen 
(Continued on page 97) 
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Dramatic Blow Torch Demonstration 
Sells 2000 Electric Blankets 


PHREE SALESMEN and the owne 
of a medium-sized Louisiana appli 
ince store sat on hard chairs in a 
circle around Joseph E.. Servat, traffic 
ippliance sales manager of the Gen 
eral Electric Supply Company, G.1 
ippliance distributor, in| New Or 
leans. (he scence was the reserv< 
stock room of the store. ‘The hou 
was late—just after closing time. ‘Th 


\ 


vellow incandescent light was sui 
denlv dimmed bv the tremendot 
brilliance of an acctvlene torch tha 
Mr. Servat had turned on 

‘Now I’m going to show vou some 
thing, gentlemen,” Myr. Servat said 


6 sy 
Some people think that clectri 


blankets are dangcrou Lhev belies 
that if there should be 1 short 
which there wouldn’t be—the blan 


1 


ket would catch fire, and mavbe burn 


the house down and kill all its o¢ 


cupants. It may be that vou vou 


by David Markstein 


selves believe, in the back of vou less danger to slecping with a Gen 
minds, that this is so. Perhaps vou eral Electric blanket than there 
have a lingering doubt about it at when vou slecp with an ordinary woo 
inv rate If vou do—then look at blanket covering vou. ‘That's an in 
this!” portant point to bear in mind. It 
With that, Joseph Servat suddenh important to vou, and it is a_ big 
turned the full flame of the acct sclling factor. When vou tell a « 
lene torch he held in his right han tomer now that G.F. blankets a 
into the middle of an electric blanket safe, vou'll be verv sure of vou 
draped over his nght arm ground. Let them know about th 
“Watch closely, gentleman,” h demonstration I’ve just put on wh 
warned ‘T want vou to see what vou're talking General Electric blan 
happens when this tremendous heat kets to them.” 
is turned onto this clect blanket Phat was one of the dramat 
See? It blasts a hole mght throug! means used by Joe Servat and his 
it—as it would through a solid wal traffic appliance sales crew at tl 
for that matter—but ther no fir General Electric Supply Company in 
besides that of the torch itself! New Orleans to put over his two 
An ordinary blanket, vou'll note, edged sales drive recentl Lhe first 
vould have cither burst into flame at objective of the drive was to put 
the contact of this hot torch, or tt General Electric blankets into thi 
vould at least have smouldered homes of all the salesmen who hat 
‘As vou can sec, there is actuall dled the retail end of electric blan 





An award for outstanding blanket selling goes from Gen- Coughiin, president of Central Louisiana Electric Com- 
eral Electric to the Central Louisiana Electric Company. pany; J. E. Servat, traffic appliance sales manager of G. E. 
Left to right: Homer L. Ross, sales counsellor, G. E. Supply; and R. T. Nash, sales manager, Central Louisiana 
Supply; Carl Heiser, district representative for G. E.; F. H. Electric Company. 
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ket selling 


Vhere 


in the company’s territory. 
sound selling plan 
behind this, for achieving the second 
objective which, naturally, was to put 
G.E. blankets into the 


customers. 


Was da 


more homes 
of the 
“We 


en one- 


went on the theorv— 
that the 


sold on 1 


proy 

salesman who is 

bette 
than 


can the salesman who knows his pro 


product can do a 


iob of convincing his custome! 


duct onlv from literature he has read 
ind sales schools he has attended, 
\Ir. Servat explains 
“So we set out first to convince 
the retail salesmen working for appli 
ince. dealers in our territorv—and 
their bosses, the dealers—that th 
General Electric blanket is a dillv of 
bin What better wav coul 
it than by getting them to u 
the blankets on their own beds?” 
\Ir. Servat had anoth« it of scl] 
ng drama that he unwrapped for the 
ilers and their salesmen—with 
ggestion that tl] iwicsmen remen 
) it for trving on th wh 
t Hit 
I'wo disastrous hurricanes in 1947 
ind 1948 rmpped_ th sort area 
Mississippi Gulf Coast, wh 
nany New Orleanians hi during tl 
mine vonths, te ireds of house 
icl Li] KCH, CO li {< 
B rl th orst rt g ) 
vas the 1947 hurricane In tha 
torm, Joseph Servat’s ow1 Gut 
Coast home was demolished when 
tidal wave. whipped up by the 1! 
ile-per-hour win ime oO th 
eawall and leveled evervthing in 
ght 
Going back to the Coast aft 11¢ 
m, I w kin round in th 
reckage and une a nv own 
General | blanket,” he = sa 
It was muddy, sloppy, a complet 
ness. It lo Kod like a dead loss afte 
the wind and the water had finished 
vith it. But I took it back to New 
leans anyway, and popped it into 
+] 


the washing machinc It 
ooking fine. So we 
found that the 
still in top 


Sy 
using 1t CVE 


Calne Oui 
tried it out and 
blanket was 
condition. I’ve 


electric 
been 
since. It’s swell to 
—and_ it’s 


dramatic selling 


sleep unde: better as a 
prop. 

that blanket into 
meeting I held. I first 


showed the men a photo I had taken 


“Kor I carried 


every sales 


when I dragged the sodden blanket 
from the muddy wreckage. Then | 


showed off the blanket itself, as it is 
today—a year and a half later, stil! 
in good working condition. 


‘That gave dramatic proof of the 
hard knocks these electric blankets 


can take and still come up smiling. 
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talked for hours, and 
mavbe convinced them—and mavbe 
I wouldn’t have convinced them. But 

hard-hitting, dramatic approach that 
allowed them actually to see the 
knocks this blanket will take put over 


my point with smashing impact. and 


[ could have 


it did so quickly.” 

Che object of all this intensive scl 
ing of the salesmen, of course, wa 
to stimulate the sales to the consum 
crs “But we have alwavs believed.” 

{Ai S a i 


= COLD? 





#5 RD 








Mr. Servat 
salesman 
duct, the 
to the consume! 
out to sell him. 
know at first hand 
kets are, what they 


fort possiblc 


“that the 
himself is 
more 


SaVs, more a 
sold on a pro 
selling 
will be. So we set 
We wanted him to 
what these blan 
will do, the 
you 


effective his 


com 
when 

In a smashing whirlwind 
Mir. Servat and his 
out to put a 


possess onc 

campaign, 
sales force set 
Electric blan 
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J. E. Servat and his sales force hung up an enviable record in the sale of 
electric blankets by using selling drama in their campaign. Above is an ad 
instigated by Mr. Servat which is crammed full of electric blanket appeal. 
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PROFIT FROM YOUR BACKGROUND 


Earl Montgomery 
ealls on his back- 
ground § in the 
field of visual 
education to buiid 
a highly profit- 
able movie pro- 
jector business. 





- - two southern dealers learn how to 


make background experience pay off . . 


IN THESE Days of specialization, an 
electrical appliance dealer who con 
centrates on the selling of appliances 
which tie in with his background 
experience is playing it smart! As in 
football, a dealer who specializes soon 
becomes well-known. And whereas 
the athlete calls upon his background 
from other sports, the dealer can dig 
deeply into his bag of previous inte 
ests. 

Dealers are discovering that with 
more and more electrical appliances 
being placed on the market, a thor 
ough knowledge of and interest in on 
or a few items pays off. And bring 
ing their background into play is 
often a principal factor in their su: 
cess! 

Here is a story of two appliance 
dealers who utilized experience and 
found their businesses stimulated as 
a result. 

When Earl Montgomery, of Chat 
tanooga, ‘Tennessee, started into the 
appliance business in September, 
1945, he found that among his prin 
cipal assets was the fact that for 17 
years he had been a teacher of man- 
ual arts in the Chattanooga high 
schools. 

While doing this work, he had 
become very much interested in thc 
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field of visual education. His next 
step, therefore, was a logical one, fo1 
it utilized this experience, and helped 
him to capitalize on his acquaintances 
in the teaching profession, gathered 
over sO many Vea;’s. 

When the opportunity to get a 14 
county franchise for the sale and dis 
tribution of Victor Movie Projectors 
presented itself, he quickly took it, 
ind now has built a sideline business 
that is highly profitable. 

I'he greatest market for the sale of 
movie projectors, and the booking of 
films to be shown, is in the institu 
tional field, with schools, churches, 
and club groups among the best of 
these. ‘The school groups are already 
acquainted with Mr. Montgomery 
and his main sales work with them is 
to demonstrate and exploit the effec 
tive use of visual education. 

Montgomery’s store is located at 
27 Frazier Avenue, on Chattanooga’s 
north side, out-of the downtown scc 
tion, but in a_ thriving residential 
shopping center. The corner loca 
tion gives him a chance to make ef 
fective window displays, using many 
of the manufacturer’s advertising aids 
To leave him personally free to pro 
mote the sale of appliances, Mont- 
gomery now has one man spending 


full time on the road selling projec 
tors. 

Another method of projector sales 
promotion used by Montgomert 
that of direct mail advertising. Mont 
gomery invested in a mimeograph ma 
chine for his own use; now sends out 
regular bulletins on movies, projec 
tors, and their uses to his selected 
institutional mailing list Chis ma 
chine also comes in handy for speci 
promotions on appliance sales 

Montgomery has found that his 
long vears of experience in drafting 
and the manual arts has also helped 
him in his sales talks on the various 
appliances he handles 

“T find that it pays to know a 
much about an appliance as vou can, 
Montgomery says. “I like to know 
the sub-contractors on switches o 
other component parts of the appli 
ance, so I can pass this information 
along to potential customers who ar 
buving appliances by name only 
Knowledge of product, in my opinion 
is the most valuable selling tool.” 

The Radio and Appliance Division 
of the Shaw Jewelry Company, 2222 
Market Street, Galveston, Texas, was 
just another appliance shop when R 
A. Menge took over the managership 

(Continued on page 94) 
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SIMPLIFY YOUR SALES - MULTIPLY YOUR PROFITS 


Reed Unit- Fans offer you the opportunity for “comfortable” Profits 
on increased sales, with “comfortably” low inventory costs. With 
the addition of simple attachments to the basic Reed Unit-Fans 
— you can display window fans, attic fans, portable floor fans or 
commercial exhaust jobs. A dealer has only to stock basic fan 
models in different sizes’ to serve this wide variety of uses. 


P.F.M.A. CERTIFIED RATINGS. 


Only Reed “Comfort Cooling” Units. 
offer you these features. Dealerships 
are now available . . . Write today 
for catalog, prices, etc. 
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1001 St 


Each Reed Unit-Fan is equipped with a heavy duty 
reversing switch with middle off position, and a 10- 
foot cord and plug. Fan case is finished with two 
coats of light ivory, baked synthetic enamel. Blades 
are sheet aluminum. 


ri REED UNIT-FANS, INC. 


Manufacturers of Ventilating ADR: 


Charles Ave., New Orleans 8, La., 


U.S.A. 
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News Kouudup 





Florida Appliance 
Sales Zoom 


Kiecrric appliance sales in blorida 
Power & Light Company served te 
ritory totalled $25,150,128, nearly 
$10,000,000 above the 1947. figure 
vhich was $15,861,233 

\ year ago, the vear’s sales repre 
sented an average of $90.63 per cus 
t 1948, the average rox 
to $126.26 per custome 


omer while in 


Oil space * heaters, which we: 
shown at 10.472 for 1947, increase 
Other increases were registered 

follows 
Appliance 1947 1945 
Ranges 10,896 17,459 
Refrigerators 20,336 52.554 
Water heat ) 637 9 962? 
Washers 10.773 Pis225 
Radios 30.8] ) 34.03] 
\ clear indication that the long 
inticipated dav whien selling ts 
juired to move appliances is shown 


x the fact that sales dropped off 
during the vear in some of the mino 


ypliances. Clocks, for instance, drop 


ivi \ 
ped from 21,017 to 13,481; clectr 
irons from 35,240 to 23,890; and 


electric blankets from 1,351 to 978 
although, in the face of increased salc 
in major appliances, the demand foi 
these minor appliances should hav 


] 
increased also. 


Nashville Sponsors 
Lacy Sales Clinic 


SALESMEN from all classes of the 
manufacturing, wholesale and_ retail 
fields, as well as representatives from 
the insurance and_ securitics — ficld, 
constituted an enthusiastic audien 
at the recent Lacv Sales Clinic in 
Nashville, ‘Venn 

Che clinic was sponsored in Nash 
ville by the Sales Executives Counc:! 
of the Nashville Chamber of Com 
merce, and had nearly +00 salesmen 
in attendance [he purpose behind 


the clinic was to raise the genera! 


level of selling throughout the cits 
Success of the program is evidenced 
by the observation made at the end 
~ the session. It was stated that, 


is a direct result of the clinic, sales 
in the Nashville areca would increas¢ 
by one million dollars during th 
next twelve months. 

Phe appliance wholesalers and the 
clectrical wholesalers in Nashvill. 





Shown during one of their discussions of the effect sales training will have 

on the electrical industry’s futare are, left to right, William D. Hall, sales 

promotion manager of the Nashville Electric Service; Jack Lacy; and Larry 

J. Mulhall, president of McWhorter, Weaver & Co., and immediate past 
president of the Nashville Sales Executives Council. 


78 


showed a keen awareness of the need 
for improved sales training by their 
whole-hearted support of the clinic 

Larry J. Mulhall, president of Mc 
Whorter, Weaver & Co., headed the 
Electrical Appliance Division (includ 
ing wholesalers and retailers) in the 
pre-clinic enrollment campaign. Un 
der his capable direction, the clec 
trical appliance industry constituted 
the largest group in attendance at the 
clinic. In several instances, the en 
tire sales forces of electrical appli 
ance wholesalers and retailers were en 
rolled. 

Che clinic extended over a two-day 
period and attendance remained high 
at all sessions. The popularity of the 
clinic is attested by the fact that it 
is already scheduled for the balance 
of 1949 and bookings are now being 
made well into 1950. It was con 
ducted personally by Jack Lacy, head 
of the Lacy Sales Institute, Boston 

Mfr. Lacv has been active in sales 
work for more than thirtv vears. T] 
has made an outstanding success in 
sclling food products, books, adver 
tising, transportation, and life insu 


ince. More than 100,000 salesmen 
md executives, representing manv of 
the most successful sales organizations 


of the nation, have used lis training 


Appliance Dealers 
Form Association 


APPIIANCE DEALERS and air condi 
tioning contractors of Ft. Worth 
lexas, recently organized the Apph 
ance Air Conditioning Association at 
i meeting in the Hotel Texas. 

Roy ‘Tarwater, temporary chairman 


presided over the meeting, and out 


of-town appliance men who attended 


included Milt McKenzie and Bob 
Morris, members of the Abilene Ap 
pliance Association 


Changes Made 
In Regulation W 


l'ur Boarp of Governors announ 
ced modification of Regulation W, 
cffective March making the mavi 
mum maturity uniformly 2] months, 
instead of 15 to 18 months, on al! 
extensions of consumer installment 
credit, and reducing down payments 
on furniture, appliances, etc., from 20 
per cent to 15 per cent, while 
taining the 33 1/3 down payment on 
automobiles. 

This modification is based on con 
tinuous study of the operations of the 
regulation since it was reinstated last 
September, and on the experience of 
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“‘Dutel’’ 


Wide-blade, high-price design at 
a popular price. Handsome 
bronze-enamel finish. Sturdy 
die-cast body and base. Enclosed 
oscillating mechanism. Guaran- 
teed one full year. In 10-, 12-, 





and 16-inch blades. Two speeds = 





, » ; ss —. 
; on 12- and 16-inch. With wall ee 
R&M iS the bracket. From $19.95, retail “Dutel De Sure’ 
Large, ultra-quiet, overlapping 
BIC : blades. New gunmetal-enamel 
~— 


SHOW 


finish. Distinctive cadmium- 
plated guard. Die-cast body and 
base. Oscillating mechanism to- 
tally enclosed. Guaranteed five 
full years. In 12- and 16-inch 
sizes. Three speeds. Wall bracket 
included. From $44.95, retail 









































in Fans for 49 











STEP RIGHT UP SEE THE 
KR&M LINE FOR ‘49/ 


Beautiful new styles, smart new colors, 
priced for high-unit, trade-up sales. Yes, 
new name merchandise backed by hard- 
punching promotion with a real pay-off— 
dealer profits. Imagine! Ten ads in The 
Saturday Evening Post for a total of 40,000,- 
000 messages. That’s 4 million messages 
each and every week for ten solid weeks 
beginning May 28! 

And that’s not all! Colorful consumer 
folders, window and shelf strips, complete 
newspaper ad mats, fan cuts—all at no cost 
t/ to you. And all this selling support topped 

off with a co-operative advertising pro- 
. gram that works! 

So get all the facts eee today ce se ROW. 
Write for “Fan Promotion Kit.’’ Robbins & 
Myers, Inc., Fan Sales Div., Springfield 99, Ohio. 


ROBBINS < MYERS, INC. 


SPRINGFIELD 99, OHIO 
BRANTFORD, ONTARIO 

















“Pedestal” 

Adjustable height, 38 to 62 inches from 
floor to center of fan. Beautiful gun- 
metal finish. Attractive, telescoping, 
chromium-plated and gunmetal col- 
umn. Wide, quiet blades. Totally en- 
closed oscillating mechanism. Guaran- 
teed five full years. Sixteen-inch, 2 
speeds. $58.95, retail. 























_ -_ 


x 


‘o> 





“ Breeye All’ Floor Fan 


Durable, mottled-mahogany plastic 
cover. Chromium-plated legs and grille. 


“Home Cooler” 





Safe for toddlers and pets. Doubles as _— ys Ks 4 ra’ ™ “ ‘ 
, . a I 2 1 Vv \ )- 

extra seat or table. Delivers more air ; : $ t nf dig ) 4 sets into —s ViIndow me 
> o 2 ° iy 27 y =F C. , é ywhner é pe 
per dollar than any other fan of similar pee fo ing ve rome “ nt inc a ers bs » 
: : ey ra- Pie a] “] : » pulleys. pal 

type. Rubber-mounted motor is quiet. Fr i ' A-quiet, no Deits, no pulleys _— 
aur iee age’ tail saul Ap ivory finish. Only 644” deep. In 24- and 

Twelve-inch, 2 speeds. $47.95, retail. > % y v4 

: ney 30-inch blades. Adjustable stand available 
ee . for 24-inch model. Guaranteed one full 
t . year. Three speeds. From $97.50, retail 
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Kederal Reserve Banks and theu 
branches in its administration in the 
field. 

In recommending last summer that 
Congress authorize reinstatement of 
the regulation, the Board stated that 
the authority would be used flexibl, 
ind that the Board would be ready at 
ill times to tighten or relax the terms 
in accordance with the objectives of 
the authority and with a view to 
sound credit conditions 


Adapter Kit for 
Dual Speed Players 


ON THE HEELS of the recent intro 
duction of a new 45 rpm disc with a 
large spindle hole and 7-inch ove 
ll diameter, Webster-Chicago has an 
nounced that the company has avail 
ible an inexpensive adapter kit which 
will quickly convert any of its dual 
speed record changers to include play 
ing the new record. 


In an announcement to distribu 
tors and dealers, W. S. Hartford, 
general sales manager of the com 


pany, stated, “While the new 45 :pm 
ecord cannot be 
most existing equipment, it 
however, be plaved on anv Webster 
Chicago dual changer 
by the use of two small parts which 


readily plaved on 


May, 


speed record 


we have ready and will ship in quanti 


tv at the time the records are re 
leased.” 

The Webster-Chicago Adapter Kit 
RM-45 consists of a small drive bush 
ing which may be fitted on the 33 
1/3 drive sleeve of anv Webster-Chi 
cago dual speed record changer, and 
a spindle spacer which takes up the 
center 11-inch holes so that the new 
+5 rpm records mav be plaved manu 


illy 


Southern Philco 
Officials Meet 


EXECUTIVE factory personnel in the 
South for the Philco Corp. met in 
Atlanta recently to map a sales and 
merchandising program that will af 
fect the Philco radio picture from 
North Carolina to Texas. 

John E. Ramsey, sales manager for 
the South, presided at the meeting 


it the Henry Grady hotel. Attend 
ing were Ravford FE. Nugent, South 
crn division manager; Frank Butter 


field, Delta manager, and John Gold 


schmeding, Jr.. ‘Texas division man 
iger. 
District managers from the thre« 


divisions and Jack Frost. advertising 
manager fo~ the South, also took part 


in the discussions 


Carolina Wholesaler 
To Get New Building 


I'He Southern Radio Corporation, 
of Charlotte, N. C., distributors of 
nationally known appliances, has just 
awarded a contract to the J. A. Jones 
Construction Company for construc 
tion of a two-story headquarters build 
ing representing an investment of 
more than $260,000. 

According to James P. McMillan, 
president of the corporation, the 
building will be erected on a two 
acre site in the 1600 block of West 
Morehead St. Work on the project 
gets under way immediately and _ it 
is expected that the building will be 
completed and ready for occupancy 
in the fall 


Distributors 


Named by L&H 


Ine A. J. Lindemann & Hoverson 
Company, Milwaukee, has announ 
ced the appointment of the Flonda 
Radio and Appliance Company, Mi 
ami, Florida, as distributors for L&H 
electric ranges and water heaters. 

Dulaney’s, Oklahoma City, will dis 
tribute the L&H line in the state of 
Oklahoma and the Texas panhandle 





Summary of Electrical Appliance Sales 


by States* 




















figures released by the National Electrical Manufactur- 
ers Association. They do not reflect the sales of all 
manufacturers, but are the distributor and dealer sales 
of the following participating manufacturers: 11 refrig- 


23 water heater 


the comparison 


manufacturers. The 
represent a substantial percentage of total sales, and 
of the two periods should 
industry sales trends. 


Refrigerators Ranges Water Heaters 
State: Year Year Year Year Year Year 
1948 1947 1948 1947 1948 1947 
Alabama 50,783 33,141 27,722 16,436 9,110 7,936 
Arkansas 35,951 22,736 7,194. 1.558 2,256 1.813 
Delaware 7,295 6,493 2,264 1.926 1,159 908 
Db. c. 13,703 34,784 7.658 7,888 2,192 2.869 
Florida 74,829 50,189 38,254 25,501 19,919 16,221 
Georgia 70,123 51,214 38,793 22,252 13,782 11,344 
Kansas 39,393 27,004 12,650 8,356 3,081 2,924 
Kentucky 50.175 37,295 17,968 8,303 5,915 4.204 
Louisiana 54.085 34,751 3,783 3,262 1,171 922 
Maryland 53,974 12.058 10,607 9,657 — 1,167 4,329 
Mississippi 31,217 20,701 9,082 5,637 3.079 1,824 
Missouri 113,329 90,092 32,728 26,583 12,262 12,671 
North Carolina 71,529 18,735 44,506 24.621 19,564 12,827 
Oklahoma 50,293 32,916 7,565 4.530 1,358 813 
South Carolina 32.373 22,873 22,499 10,724 11,386 6,606 
Tennessee 79,102 53,310 53,921 31,004 15,686 14,331 
Texas 194,970 133,856 27,586 20,683 7,010 5,221 
Virginia 58,145 43,565 26,066 17.686 12,088 9,249 
West Virginia 17,326 35,744 19,042 12,076 5,961 4,083 
TOTAL 1,158,595 821,457 109,888 261,683 151,146 121,095 
Ul. S. TOPAL 3.633.203 2.880.017 —s|_—:1,136,103 862.012 431,582 =| ~— 384,517 
The unit sales summary given above is based on erator manufacturers; 17 range manufacturers; and 


sales reported 


indicate 
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IT PAYS TO BE 
ABOUT YOUR WATER HEATER LINE TODAY! 


Under competitive selling conditions, nobody has ever 
found a substitute for a good product, priced right, to 
bring in the sales. When you choose the Mertland line 
of automatic electric water heaters, you give your. sales 
department an edge right from the start. Look at some 
of your Mertland sales advantages: 


RTLAND GIVES YOU A COMPLETE LINE 

A It is easier to sell the right size, shape, and type water heater, 
than to have to try to sell one not quite right. Mertland con- 
tains many models not found in ordinary lines. There is a size, 
shape, and capacity Mertland just right for every use. Ca- 
pacities from 10 to 100 gallons. 


ERTLAND MEANS QUALITY YOU CAN PROVE... 
Let them compare. You welcome comparisons when you sell 
Mertland, built with every modern feature for economy, dur- 
ability and style. Gives you extra sales points too, like Mert- 
land Magnesium Anodic Rod (as advertised by Dow Chemical 
Co.) for protection against corrosion . . . Mertland superior 
long lasting finishes, modern infra-red processed, equivalent 
to eight coats of baked on enamel. 





> MERTLAND Table TOPS IN 35 AND 45 GALLON SIZES... 
Pepa Real beauties in this fast selling kitchen double duty model. 
Table top work surface in panelyte, resists burns, scars and 





scuffs. Can be custom finished with special tops. 








<4 


ay THE HEDGES LINE 


MAGNESIUM 
ANODIC M. M. HEDGES MANUFACTURING COMPANY, INC. 
ROD MEMBER OF NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION WATER HEATER SPECIALISTS 
= Vile ae ee Se ae ee Oe a oc ee ee ae ie Se BG 
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ELECTRIC INSTITUTE DINNER—The 15th Annua’ Dinner Meeting of the 
Electric Institute of Washington, attended by 400 members of the electrical 
industry, was held at the Mayflower Hotel, in Washington, recently. Above, 
left, is Earl O. Shreve, president of the Chamber of Commerce of the 
United States, who was guest speaker; center, Harry C. Lease, incoming 
president of the Institute and Washington manager, Westinghouse Electric 
Supply Company; right, Jack A. Mitzelfelt, retiring president of the Institute 
and manager, Baltimore-Washington Branch, Frigidaire Sales Corporation. 
Other 1949 officers are F. C. Ruling, vice-president; J. C. Harding, secretary. 
and L. O. Braun, treasurer. 


of New Orleans by advertising and 
promoting the city as the nation’s 
best opportunity for business and in- 
dustry; and 

5. Continuing its participation with 
three other major utilities in Louis- 
iana, Mississippi and Arkansas in a 
program to promote this region to 
commerce and industry as the Middle 
South area. 


Distributors Get 
Deepfreeze Program 


Hicuiicur of a series of meetings 
for distributors held by Deepfreeze 
Division of Motor Products Corp., 
North Chicago, Ill., was “the an- 
nouncement of the “49er Campaign,” 
which presented Deepfreeze’s 1949 
sales promotion program against a 
“gold rush” background. 

G. H. Smith, vice-president and 
general manager, F’. F’. Duggan, gen- 
eral sales manager, and R. V. New- 
bell, advertising manager, were among 
the principals on the program pre- 
sented in Chicago, New York, San 
I’rancisco and New Orleans. 

“Bonanza Bound with the Deep 


New Orleans Presents 
Program of Co-operation 


Business PROMOTION plans for 
1949 were presented by Streuby L. 
Drumm, general sales manager, of 
New Orleans Public Service. Inc., at 
a meeting planned and staged by the 
Industrial Engineering and Utiliza 
tion Dept., in the Municipal Audi 
torium in New Orleans. 

Hailed enthusiastically by an au 
dience of approximately 2,500 manu 
facturers, wholesalers and retailers of 
gas and electric appliances and equip 
ment, electrical and plumbing con 
tractors, and representatives of  th« 
utility industry, the program contin 
ued a policy of co-operation with th 
company's sales allies. 

Mr. Drumm stated that this will 
be accomplished by: 

1. Increasing company expenditures 
for promotion and advertising the 
comfort, convenience and efficiency 
of electric and gas appliances and 
equipment; 

2. Utilizing its contact force of 36 
residential representatives and 26 
commercial and industrial represen 
tatives to create a desire for addition- 
al gas and electric equipment and ap- 
pliances among customers; 

3. Placing emphasis, in all sales 
promotion and advertising, on the 
purchase of appliances and equipment 
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through an authorized dealer; 


sisting in the economic development 


freeze Fortv-Niners” was the title of 
an attractive spiral-bound visualizer 
presented to the distributors. The 
visualizer reviewed the market, the 
Continuing its program of as product, the advertising promotion, 
display material, and a wide range of 


One of the highlights of the Deepfreeze New Orleans meeting was the 
presentation of special plaques to representatives of the distributorship 
which led the entire country in Deepfreeze sales in 1948. This honor is 
awarded each year to the distributor principal and its sales manager. The 
photo shows G. H. Smith, vice-president and general manager of Deepfreeze, 
at left, making the awards to J. W. Walsh, of J. W. Walsh and Co., Houston, 
and J. W. Derr, sales manager of J. W. Walsh and Co. Left to right are 
Mr. Smith; F. F. Duggan, general sales manager, Deepfreeze; Mr. Walsh; 
Tobin Elrod, southern regional manager, Deepfreeze; Mr. Derr; and J. P. 
Strange, district sales manager, Deepfreeze, Dallas, Texas. 
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SOMETHING TO WHISTLE A7,/ 2. 
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ORLEY 


Nine Hundred 
REFRIGERATORS 








Eueryoue wha sees ef likes it... 


Perfectly balanced, head-to- 


foe door cpens te discinne wants it because no other nationally advertised 
spacious 9-cubic-foot, fully- a 

refrigerated interior with 30- electric refrigerator can match Orley for styling, features ais a 
pound frozen-food capacity Q & 

citi gamete ao: and— most important—for price and mark-up! 

storage oreg. 


You won't guess within $25 of the super-value list price of this 
sales-wise beauty. Here again is proof that it pays to 


do business with Orley . . .. the independent for independents! 


DISTRIBUTORS OR DEALERS. . . wire or write for details. 


ORLEY BROTHERS COMPANY, lne. DETROIT 25, MICHIGAN 





ORLEY 


ORLEY ORLEY ORLEY 
Super Seven Sixteen Seventy-Five Nine Hundred 
FREEZERS FREEZERS REFRIGERATORS REFRIGERATORS 





— 








“prospecting tools” designed to help 
the dealer “work his claim” and 
“strike it rich.” 

Of special practical interest are two 
booklets included in the visualizer 
package: “22 Proven Promotions for 
the Deepfreeze Retailer,” and _ the 
“Home Freezer School Guide.” The 
latter book is a 62-page publication 
outlining in considerable detail the 
preliminary preparations and the dem 
onstration procedure necessary for 
the conduct of a successful home 
freezer school for prospective custo 
mers. 

Expansion of its manufacturing 
business to include refrigerators in 
addition to home freezers, which will 
necessitate an immediate $1,400,000 
building program for the Deepfreeze 
Division of Motor Products Corp., 
plant in North Chicago, was announ- 
ced at the same time by Mr. Smith. 

Already one of the pioneers and 
leaders in the market in the manufac- 
ture of home freezers, the company 
is entering the highly-competitive re 
frigerator trade with an assurance of 
15,000 orders. 

Five models will be manufactured. 
They include a 10% cu. ft. combina- 
tion refrigerator with 8 feet for 
domestic use and 2% feet for home 
freezing; a 10% foot straight refrig- 
erator, deluxe and standard; and an 
8 foot straight, deluxe and standard. 


TV Set Shipments 
Rise 88 Per Cent 


SHIPMENTS of television receivers 
by Radio Manufacturers Association 
member-manufacturers increased 88 
per cent during the fourth quarter of 
1948 over shipments in the third 
quarter, the Radio Manufacturers As- 
sociation reported recently. 

At the end of the past vear RMA 
set manufacturers had shipped 964.- 
206 ‘T'V receivers into 42 states and 
the District of Columbia since Jan- 
uary 1, 1947, when the shipment re- 
ports were started. 

Fourth quarter shipments by RMA 
members totalled 354,314 as com- 
pared with 188,120 during the third 
quarter of 1948. Shipments during 
the entire year numbered 802,025. 

TV set shipments, RMA explained, 
always trail behind production reports 
which previously had shown RMA 
member-companies producing 866,- 
832 television receivers in 1948. To- 
tal industry production was estimated 
at more than 975,000 TV sets. 

New York City area continued to 
lead in the number of sets shipped 
both for the fourth quarter and the 


84 


accumulative period to date. Phila- 
delphia rose to second place in the 
total number of TV receivers ship 
ped followed closely by Newark, Los 
Angeles, Chicago, Washington, Bos- 
ton, Baltimore and Detroit. 


TV set shipments by RMA member- 
companies in southern and southwest 
ern states, in comparison with totals 
for the United States for the fourth 
quarter of 1948, the year 1948, and 
accumulative shipments between Jan. 


1947, and Jan. 1, 1949. 


The accompanying tabulation shows : 











Television Sct Shipments by Areas 


Television Fourth Quarter’ Entire Year Accumulative 








Service Area 1948 1948 1947 & 1948 
ALABAMA 

Birmingham 21 23 23 
ARKANSAS 

Little Rock 19 19 19 

Other Cities 41 42 42 
DELAWARE 

Wilmington L.1S7 2.550 2.724 

Other Cities 7 7 7 
DISTRICT OF COLUMBIA 10,124 25,556 30,338 
FLORIDA 

Miami 52 748 789 

Tampa — 44 44 

Cities not stated — 54 54 
GEORGIA 

Atlanta 2,215 1.455 1,455 

Other Cities 31 376 376 
KANSAS 8 9 9 
KENTUCKY 

Louisville 2,002 2,897 2.897 

Other Cities 49 57 57 

Cities not stated — 165 165 
LOUISIANA 

New Orleans 3.338 3.970 3,970 

Other Cities 13 13 13 
MARYLAND 

Baltimore 12,115 241,219 27.885 

Other Cities 258 318 375 
MISSISSIPPI 27 30 30 
MISSOURI 

Kansas City 18 502 502 

St. Louis 5.718 11,759 15.849 

Other Cities 25 76 76 
NORTH CAROLINA 

Charlotte 202 219 219 

Other Cities l 12 12 
OKLAHOMA 

Oklahoma City 13 18 18 

Other Cities 9 10 10 
TENNESSEE 

Chattanooga —_— — 15 

Knoxville 10 19 19 

Memphis 2,212 3,057 3,057 

Nashville 39 40 ° 40 

Other Cities 22 30 30 
TEXAS 

Dallas 1,495 3.979 3.982 

El Paso 63 163 163 

Fort Worth 800 2,093 2,093 

Houston 1,981 2,047 2,047 

Other Cities 7 249 249 

Cities not stated — 175 175 
VIRGINIA 

Alexandria 15 15 15 

Norfolk 196 286 286 

Richmond 648 2,452 2.846 

Other Cities 46 168 173 
WEST VIRGINIA 

Clarksburg 30 41 1] 

Wheeling 94 97 97 

Other Cities 21 29 29 
TOTAL SOUTHERN SHIPMENTS 45,168 93,088 106,315 
AREAS NOT DETERMINED* 6,366 26.991 29,037 
U. S. TOTAL SHIPMENTS 254,314 802.025 964.206 


*A portion of these shipments was for southern states. 
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MODEL ILLUSTRATED 
es ARISTOCRAT 10 








will make Selling History! 


Every stunning new model in the Westinghouse line And Westinghouse backs you up with the big- 


has this exclusive, automatic, all-weather system 
—and that means MORE SALES in any language! 

The great, new Aristocrat 10, the De Luxe 9 
and 11, the Super 7 and 9, with new styling, new 
features, new performance—deliver a powerful, 
new selling punch. 


gest refrigeration advertising and promotion 
program in its history. 

Every advertisement, every display, every 
promotion piece fells and sells the smashing 
story of COLDER COLD and the HOLD-COLD 
CONTROL. 


WESTINGHOUSE ELECTRIC CORPORATION - Appliance Division - Mansfield, Ohio 


you CAN BE SURE..iF rs Westinghouse 


TUNE IN TED MALONE .. . every day, Monday through Friday . . . ABC Network 
aati a Ae > ow on 5 =. le 
| .. S == 
|G 4 cf 7 > i 4 owe | 
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. i Air Equipmeént’s NEW 1949 

x % line of NITECOOL and KOOLMASTER 
Window Fans... 
Fans. A complete line for more sales .. . 
and more PROFITS. 


A better range of sizes, better quality 


Attic Fans... Vertical 


construction. Standard G E Motors, Tor- 
rington Fan Blades, Standard Bronze Bear- 
ings, Standard V-Belt Drive, Certified 
ASH&VE Ratings, Underwriters’ Label. 

Learn more about this quality line of 


fans. Clip out the coupon below and mail 


it today. 





Nitecool Attic 
and Commercial 





Kooimaster Nitecool 


Window Fan Vertical Fans Belt-Driven Fans 
pre aoe Selly eee £ ee eee ee ee 
AIR EQUIPMENT CO., 1713 Carroll Ave., Chicago 12, Illinois 

Please send me without obligation complete information on your 
1949 line of fans. I am deale: agent distributor 
Name___ 
Address__ 
ee Zone State 


oeep eee eo @ 


AIR EQUIPMENT co. 


1713 W. CARROLL AVE., CHICAGO 12, ILL. * WAREHOUSE, 630 S. MILLER ST. 
55 Years of Experience and Progressive Management 
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JOIN the 


VAN A AA 


HOME FREEZER 


’49-er GOLD RUSH! 


NOW IS THE TIME 
TO SELL 


Deeprreeze 


1eapt mare @ 


HOME FREEZERS 
FOR GREATER PROFIT IN ag 


Home freezers are easy to sell, if you 
know how to sell them. Deepfreeze 
home freezer dealers with "know 
how” sell them in volume today and 
everyday. You, too, can get that “know 
how” and join the Deepfreeze home 
freezer gold rush in '49. See your 
Deepfreeze home freezer distributor d : 
today for details on the Deepfreeze '49-er gold rush. Make 
our motto your motto—''Now is the time to sell Deepfreeze 
home freezers for greater profit in '49.” 


















Here is what we are doing now to help dealers 
everywhere sell more Deepfreeze home freezers: 


1. MORE NATIONAL ADVERTISING! 

2. GREAT NEW FINANCING PLAN! 

3. SPECIAL FLOOR PLANNING! 

4. NEW SALES PROMOTION MATERIAL! 
5. BRAND NEW TRAINING PROGRAM! 
6. GREAT NEW DEMONSTRATION IDEAS! 











NOW IS THE TIME FOR ACTION 
JOIN THE ’49-ER GOLD RUSH NOW! 


Deepfreeze offers dealers a completely planned and scheduled 
three month activity (March 1 through May 31) to help them sell 
more Deepfreeze home freezers. Now is the time to see your 
Deepfreeze home freezer distributor or write us direct for com- 
plete details on how you, too, can enjoy increased profits through 
sales of Deepfreeze home freezers. Don’t delay—do it today! 


DEEPFREEZE DIVISION » MOTOR PRODUCTS CORP. 
North Chicago, Winois —— 


Deeptreeze - 
America’s Fastest Selling 


Home Freezer 
and Refrigerator Line 
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Room Cooler 


Tue NEW Climax 3-Speed 1500 
Evaporative Room Cooler is finished 
in walnut brown hammered baked 
enamel with water-proof coating in 
side. Construction is of a heavy steel 
plate, and vertical and 
louvres on the front arc 
to direct air flow. 

Phe water drip system is non-clog, 


horizontal 
adjustable 


and there is a simple, positive water 





regulator valve for maximum efficien 
cv. For installation, no brackets o 
braces are necessary, and for wat 
connections, 


either 


including the drain 


copper tubing, ordinary pip: 
o: rubber hose may be used. 
here are adjustable extension pai 


t windows up to 39-3/4 
The cooler comes complet 
vith an extension cord ready to plug 
in 110-volt, 60 cvcle, a-c outlet 

I'he Climax Cooler is manufactui 
ed by the Climax Machinery Co 
301 So. La Salle St., Indianapolis ¢ 
Ind 


* 
Electric Range 


luz New Wagoner Electric Range, 
Model 2000, manufactured by Ameri 
ca and Southern Corp., Nashville 10, 
l'enn., has just been announced. 

Side panels are finished in white 
enamel, and the cooking top, front 
and door are finished in acid-resistant 
porcelain which will not discolor duc 
to spill-overs. The oven is heavily in 
sulated with Fiberglas on all sides, 
and the frame is made of electrically 
welded steel 

Surface units are equipped with 
tubular type TK monotube swivel ac 
tion units for fast and economical 
operation. Units are constructed of 
“V"" type rod to insure against warp- 
ing, with removable reflectors under 
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cach onc I'he 


range Comes Cquip 
ped with one 2100-watt, 230-volt unit 
ind two 12 


50-watt, 230-volt units 


tape 
Shelves have a safety lockstop fea 


ture which will not allow them to b« 


+ 


pulled accidentally from the over 


Phere is an automatic preheat thermo 
stat control, and a pilot light on the 


t the desired 


hermostat indicates when 


temperature has been reached It 
lights up when current is being con 
sumed here are five-heat switche 
mounted on the front 

+ 
Window Fan 


\ new 2-speed 16-inch windo 
fan announced by ‘The Em lec 
tric Mfg. co. St Louis. \l ».. Was 
designed to provide rapid air circula 
| r 7 ] 
tion in smal] apartments, several rooms 
f ] 


- 
~ a home, small stores, shops, ct 


his new fan is equipped with 
mounting panels which are idjustable 
27% to 36 inches in width, between 
window stops. Chain and screw a 
cessories are also supplied for installa 
tion without pancls for windows 16 
t 5 de 

to 27 inches wide. 


Its modern design and ivory finish 
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will harmonize with home, store and 
office furnishings. Mechanical fea 
tures include: current-saving capacitor 
motor, four large quiet-type aluminum 
blades, delivers 2000 cubic feet of ait 
per minute on high speed, and ex 
panded metal grille 

& 


Oscillating Fans 

G-M SO LABoratroriges, Inc., +4300 
No. Knox Ave., Chicago, Ill., has an: 
nounced their 
to the list of Surf appliances. ‘The 
24-inch Air Circulator comes in mod 
cls for wall, floor and _ table top us¢ 


most recent addition 


Ihe manufacturers have developed 
for the circulator a new “4 hp induc 





tion motor for use solely as a fan 
motor here are three speeds with 

itive mtcrnal switch contro \ 
cliverv is 7000. 5400 and 3S00 cu 
bic feet of air per minute NEMA 
24-inch distance), at high, medium 
ind low speeds 

here are three separate air flow 
idjustments: by tilting fan unit 90 
degrees back from or 22% degree 


+ 


setting oscillator 
] 


sclow horizontal; bi 
for © degrees, +5 degrees or 90 
rrees oscillation, or by changing mo 
Or speed 

features are deep pitch 24 
“Vairified Air [Im 


9 | 
cllers,” exclusive new oscillation mc 


inch ‘Torrington 


, ' si .. 3 ' 

chanism, choice of low and high ped 

estals, and chrome-plated fan guard 
a. 


lee Cream Cabinets 


ANNOUNCEMENT of a new line of 
self-contained ice cream cabinets, fea 
turing full-length storage compart 
ments and up to 50 per cent more 
storage capacity has been made by 
Frigidaire Division of General Mo 
tors, Dayton 1, Ohio. 

The new line will be produced in 
single and double row cabinets. 
include four, six, eight and ten-hole 


SIZES 
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models. Storage capacity ranges from 
6.2 to 17.1 cubic feet. 

A gleaming white, all-steel cabinet, 
which is reinforced by triple-angle 
corner posts and mounted on a heavy 
steel base with ample toe-room is fit- 
ted with a new streamlined, stainless 
steel top. Characteristics of the top 
are the rounded corners and brand 
new, white. molded Polystyrene lids, 
replacing the conventional — black. 
Hinges are full-width and leak-proof. 
Because the top is anchored at both 
front and rear, there are no exposed 
screw heads on this surface. Under- 


neath is a sturdy sub-top, constructed 
of zinc-coated steel, providing a rigid 
support for lids and tank. 

Built of 3/8 inch copper tubing, 
the condenser is mounted underneath 
the cabinet and held in place by “U”- 
shaped channels. Both the channels 
and bottom panel serve as fins to help 
dissipate the heat. Air is drawn un 
derneath the cabinet at floor level by 
a fan in the machine compartment. 
Floor dampness beneath the cabinet 
is prevented by the continuous draft. 

Frigidaire’s compact rotary, Meter 
Miser compressor is mounted in a 











W-16 is a_ Lightweight, 
Portable Model for all a- 
round use. Easy to handle. 


W-400 or W-500 Models 
move 4000 to 5100 C.F.M 


Cool comfort for the entire 

home! Attic Model capaci- 

ties from 7050 C.F.M. to 
21500 C.F.M 


For Greater 
Spring and Summer 


Profits! 


Make REX-AIRATE Home Cool- 
ing Fans your leaders this year. 
The line is so complete that you will 
he able to convert every fan pros- 
pect into a customer. 


The REX-AIRATE line includes 
fans ranging from the small 14- 
inch popular priced window model 
to the large attic ventilating fans. 
Each one permits you to fill all the 
fan requirements of all your cus- 
tomers, thereby increasing your 
profits from increased sales 
volume. 


Smart merchandisers always fea- 
ture a leader around which to in- 
crease sales volume. The window 
models shown here are such units, 
well made, attractive and popular 
priced, they have real sales appeal. 
Equally suitable for the family 
living in a small home or apart- 
ment house dwellers who want re- 
lief from stifling summer heat. 


If you are not familiar with the 
profitable sales opportunities of 
REX-AIRATES, write us for 
Manual “ES.” 


if? 


ROLSaxc—— 


Div. of 


THE CLEVELAND HEATER CO. 
2311 Superior Ave. Cleveland 14, Ohio 











compartment in one end of the cabi- 
net, eliminating the conventional 
shallow sleeve section and permitting 
full use of the storage compartment 
for holding five-gallon ice cream cans, 
novelty and packaged goods. The ma- 
chine compartment is easily accessible 
through: the front or back. 
e 


Air Circulator 


A new table cool-air circulator is 
announced which is not only a piece 
of furniture, but delivers fresh air 
minus the usual, injurious blasts and 
drafts. Called the Howard Pulsaire 
Cool Air Circulator, this new unit is 
suitable for the living room, bedroom, 
den or for hotel rooms, hospitals, 
doctors’ and dentists’ offices, and for 
all manner of business offices. 

(he circulator is 18 inches in 
height with a top diameter of 18 


inches. It is powered by a silent, 
1/15 hp shaded pole EMC motor, 
a-c, 115-volt 60 cycle. A 12-inch 
three blade Torrington-tvpe fan de 
livers the fresh air. It is also avail 
able in 115 volt d-c at a slightly high- 
er price. The operation does not 
cause radio interference of any kind 

The circulator is manufactured by 
Howard Industries, Inc., 209 W 
Jackson Blvd., Chicago 6, Tl. 

oa 


Air Circulator 


\ NEw principle in force-air blow 
er construction has been utilized to 
design, for retail distribution, a low- 
cost air circulator which combines 
portability with operating efficiency 
and safety. 

Marketed under the trade name of 
Superfan, the new unit is particular- 
ly suitable for all-season air-moving 
use in homes and commercial estab- 
lishments such as offices, hotels, hos 
pitals, schools and factories. 
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Here's a Beauty 


SETS NEW TREND IN STYLE 
AND PERFORMANCE 


SUPER AIRFLOW MODEL 
(MP-312-RF) 


This powerful air circulator delivers a tremen- 
dous volume of air for cooling at velocities 
that can be controlled ot will. Its many un- 
usual features include three fan speeds, 
finger tip tilting for directional control and 


Here's another \ 5f perfect air circulation without draft when 


pointed upward. 


DELUXE MODEL (MP-212-A) and there's more to the line! 





For Heating and Cooling 


The perfect popular device for convenient Mimar has a full line — an eight- 
i li i f th . . : ° 
warming and cooling embodying many of the inch stationary, ten -inch oscil- 


features of the “Super” model. Engineered 


and priced to meet the requirements of the ; lating (2-Pole Motor), ten-inch 

volume market, its sturdy construction with ‘ a 

built-in safety features makes it a value far oscillating (4-Pole Motor)— plus 

easels ont a wide selection of space heaters 
—especially designed to har- 
monize with the modern home. 
Products are available in price 
ranges to suit all types of cus- 


tomer budgets. 


MIMAR OSCILLATING 12-INCH 
FAN (HO-412) 


This model is in a class by itself. Delivers 1200 
cu. ft. of cooling air... has four overlapping 
Discos. ia desninal ‘ar ddisteimees “dike SEE YOUR ELECTRICAL APPLIANCE DISTRIBUTOR. 
want the best the market has at a price that 


assures greatest “fan value” for the money. MIMAR PRODUCTS, INC. 
Brooklyn 5, New York 


El Monte, Calif. . Chicago, lil. 
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feature of the new 
Superfan is the principle of using 
concealed, balanced, twin “‘squirrel 
cage” impellers in cg -shaped_ base 
of the unit, with air flow controlled 
from an adjustable ‘orille at the top. 

These impellers, mounted on a 
single shaft, reduce vibration, develop 
a powerful pumping action and forcc 
a tremendous volume of air through 
the duct and outlet grille. Air 
streams pour forward without tu 
bulence, keeping all the air in smooth 
motion at all 100 per cent 
circulation. 

The use of concealed impellers in 
factor not found 


Outstanding 


levels fol 


troduces a safety 

conventional houschold and comme 

cial fans. 
Air flow 


easily regulated bv a fing 


volume arc 
rtip-contro] 


— and 
led switch ek gives a choice of 
three speeds, a breath, a breeze, or a 
blast. 

Phe fan’s design makes it suitabk 
for use in connection with circula 
ting oil heaters and furnaces to forcc 
extra flow of heated ait he Super 
fan also can be used a ‘asia a forced 
air heating svstem out of ordinary 
pipe furnaces. It can be installed im 
a duct or 


placed Ovcr Cold alr I 
to force cold air down through th 





} 


furnace. It can be used to force an 


radiators in cold 
when placed over a fire 


through = stcan 
ooms. Or, 


place, it will circulate warm ai 
throughout the entire room. Placed 
in kitchen windows, it will exhaust 
objectionable cooking odors and 
heat. Placed in living room or bed 


room windows, it can be used to draw 
in cool might an 
he Superfan is powered by an 
r-cooled, 1/40 h.p. precision built 
with self-aligning bearings. ‘Th 
motor is rubber mounted for silent 
operation on 115 V., A.C. onl 
Superfan is manufactured by Queen 
Stove Works, Inc Albert Lea, \linn 


motor 











WINDOW FANS 


ALL the features your customers 
want—plus! The selling job is 
made easy when you show a fan 
like this—engineered, tested, 
PROVEN after years of success- 
ful operation in thousands of 
homes. You can’t beat ’em for 
performance, quietness, longer 
life at less maintenance cost. 
















FAN AND VENTILATOR co. 
531 St. Joseph St. « 


New Orleans, La. 





Correction 


[He EKcoNoMASTER combination 
electric range and water heater, dc 
scribed on page 48 of the February 
1949, issue of ELecrricaL Sourn, is 
manufactured by Economaster Sales, 
Inc., 128 Fighth Ave., N., Nashville 
and not by the Allen Mfg 


Co., as reported in the Pebruary issue 


3, Tenn., 


e 
Dishwasher 


\ NEW AUTOMATIC. clectric) dish 
washer has been releases I Totpoint, 
Inc., 5600 W. ‘Vavlor St., Chicag 
44, Il. It has a simplified drain svs 
tem located at the front to reduce 


installation costs: a dial control which 


permits greater flexibility of opera 
tion; a new sclf-scaling aluminum 
door requiring no gaskets or do 
springs, and a one-picce wrap-aroun< 
ibinct 
Phe new dishwasli nis 30) pr 
cent fewer parts than former model 





he new appliance is available in 
three models—the 27-inch MC4 un 
der-the-counter modcl: the MC5 fre« 
standing unit, airy: ped with a coun 
ter-height top and leaiteacitaaie: anc 
the MC6 which is incorporated with 
a 48-inch sink, and Disposall if de 


sired. 


a 
Heater and Pad 
A NEw low-price General Electric 


space heater and heating pad are now 
in production, it has been announced 
by the company’s automatic blanket 
and sunlamp division. 

The heater, named the Aurora, 1s 
a round bowl-tvpe model carrying a 
fair trade price of $6.95. It has a 
10%-inch copper-plated_ reflector, 
with protective wire guard, which is 
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releases MW “local level” 


an. promotion! 


Heavy Duty 
Commercial 
12-inch blade $39.80 
16-inch blade $47.25 


IT HITS where YOU $ELL 


It operates right in your own rket; localized, 
ught-si ing, dire | pec 
; ee 
1 stomers. It hits har id rately. It put 


the GO! sign on your 





iT HITS When You $ELL 


And YOI ecide whe 


GO int tion, You can p the hot weather 






12-inch blade $ 37.50 
16-inch blade $44.95 


You in act on secon S notice nd have y« 
Pi i Tull Act 1 a Tew fi rs heres ne 
lelay. THAT'S the KEY co cracking the biggest 


f the fan business 






A $URE-FIRE profit maker 


Every la eale ws the answer to fan profits —pro- “Twin 12 
te ‘em WHERE they're being bought, and WHEN se san 
they're being bought hat’s the plan VICTOR brings you 
rh ( a 
This is a simple, practical plan, devised by VICTOR Dealers i 
nd Distributor for the tme and the place of pre firable 4 
tan selling ; 
YOUR DISTRIBUTOR "Summer Frost” Pedestal Fans 


12-in. blades, $49.95 
HAS THE STORY 16-in. blades, $59.95 
the story of the FIRST fan promotion aimed to hit 
YOUR market WHERE and WHEN fans are bought! 
He will bring it to you, BUT why not phone, write, 
wire him that YOU ARE INTERESTED IN FAN PROFITS ? 
DO it NOW because this plan is ready, itis YOUR 
liser),; and it 


plan (if you're a live-wire fan merchan 


hits WHERE and WHEN fans are sold! 





y 9 = = - - Ee | £ Z = DESK FANS 
all a-bo-o-o0-oard! Ss E cron FANS 
. & AIR CIRCULATORS 
, manuracrunens or ¢ DXMAUST FANS 
VICTOR ELECTRIC PRODUCTS, INC. ] ELECTRIC FAN HEATERS 
2950 ROBERTSON AVE., CINCINNATI 9, OHIO / ake 
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NEW 1600-warr 


RADIANT-FAN 


WALL HEATER 








sy 


ROOM-WIDE HEAT PENETRATION 
At the low retail price of $16.00, 
unheard of in fan-driven wall 
heaters, the new 1600-wart Titan 
Radiant-Fan model combines 
polished clirome reflected heat 
with forced circulation for quick, 
room-wide penetration. 100% of 
the heat is driven out of the case 
by fan blown air, allowing no heat 
loss into the wall. 


COMPACT, SAFE (U.L.), ATTRACTIVE 
Designed for easy installation be- 
tween standard studding in both 
new and old homes, the Titan is 
a fast moving item for the elec- 
trical trade. Its white baked en- 
amel body and heavily chromed 
grill make an attractive, safe 
(U.L.) addition to any bathroom, 
nursery, laundry or recreation 
room. 





WRITE FO” AND PRICES: 


LITERATURE 


TITAN MFG. CO., INC. 
BUFFALO 2, N. Y 


290 TER@ACE 
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attached to the brown ‘Textolite basc 


+ 


by a sliding support arm to permit 


easy direction of the heat rays. The 


heater is rated at 660 watts a-c ot 
d-c. 

he new heating pad, which will 
be fair traded at $4.95, has a three 
speed multiple switch. ‘The pad is 
1] x 14 inches and is rated at 50 
watts, a-c or d-c. Covers are avail 
able in blue, green or rose and ar 
removable and washable 


Electric Radiator 


A CAST TRON electric radiator which 


provides steam heat for rooms ot: 
areas which require extra heat. o 
which can onlv be heated electrica 
lv, has been introduced bv Koral 
Electric Mfg. Co.. 43-22 Van Dam 
St., Long Island Citv, N. ¥ 
Ihe new Koral Electric 
Radiator is thermostaticall 


Steam 
ontro 









































led to maintain temperature desired 
ind shuts off automatically when 
temperature is reached for cconomy 
of operation. Made entirely of dui 
ible, rust-resistant cast iron, the Koral 
unit heats by radiation and 
tion and holds heat for some time 
after it has been shut off. It is saf: 
for use even where babies, elderls 
people or sick patients are in_ the 
room because it does not absorb oxy 
gen from the air and has no exposed 
wires. 

Available in portable and stationary 
models, the Koral Electric Steam 
Radiator is made in six sizes, 110 


220 volts, AC-DC. 
s 


Onvec 


Electric Roaster 


THe National Enameling and 
Stamping Company, Milwaukee 1, 
Wisc., has announced that it is now 
in production on an 18-quart ‘‘Gold- 





& > 
a i 
a 


Ne ee 


model Nes Electn 


en Jubilee” 


Roaster 


Features of the Golden Jubilec 
Nesco include i yu yutton 
cover release; a new, read-at-a-glance 
temperature “‘guide dial’ eC 
thru” glass window for checking h 
ing progress without opening the co 
er; and a new and larger plastic finge 
plate for closing the cove! 

Accessories include a_ broiler-gric 
dle, a matching cabinet with a larg 
refrigerator-tvype door and two room) 
storage shelves, and a new electri 
lock that fits into the cabinet dor 
ind makes the roaster a complete 
1utomatic cooking unit 

. 
Blower-Filter Unit 

[HE NEw streamlined Lau Package 

Blower-Filter Unit circulates warm 


dust-free air and maintains evenly 
balanced temperatures throughout the 
home. 

Che unit’s center suspension DLOW 
er wheel provides maximum air de 
livery and has a readily accessible vari 
ible motor speed pulley along with 
increased motor adjustabilitv range 
Two air filters of throw-away type 
ire each | inch thick to provide dust 
free comfort. Quiet running and 
elimination of vibration are provided 
by rubber cushioned bearings, 

The Blower-Filter is constructed of 
heavy gauge steel, and with the ex 
ception of the motor, is a complete 
unit in one package. A large access 
door permits easy servicing of the 
motor, belt, or filters, and the door 
may be left off during summer op 
eration. A cold air return can easily 
be fitted to the top of the unit. Cas 
ing is finished in surf green baked 
enamel. 

For full information on the Lau 
Package Blower-Filter Unit, write to 
Edward V. Sullivan, Advertising and 
Sales Promotion Manager, The Lau 
Blower Company, Dayton 7, Ohio. 
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will direct all sales and marketing ac 
tivities of the Universal Household 
aCe? Specialties group of products, includ 


ing cutlery, vacuum goods, and house 
wares 





0 
® he appointment of Robert M. 


: New dealerships for the Pennsylva 
Oliver to the newly created position 


nia and Bradford lines of automatic 


of general merchandise manager of ras and electric water heaters, invol 
—< « iC L « i i all D> I 


the Traffic Appliance Division of 
Lenders, Frary & Clark was announced 
recently by Bret C. Neece, vice-presi 
dent of the company 


ving coverage of South Carolina, 
Florida, ‘Tennessee, * Mississippi, and 
the District of Columbia, were. an 


reg J ss nounced recently by officials of the 
“sina pa: Mian 8 sigpion Pennsylvania Range Boiler Company, 
dent m charge of sales of the Procto Philadelphia, Pa. New appointments 
Electric Company and is widely ire in line with the company’s na 
known im electric appliance market tional sales expansion program 

ing circles. Prior to his Proctor con 


Harold Surrey and Chris Middle- 
ton will cover Virginia, North Caro 
lina, and the District of Columbia 
a 2 Charles H. Liphart will handle the 


nections, he was engaged in sales pro 


motional activities with Westinghouse 





Mir. Oliver has made an enviable 


eputation as a result of his ingenious entire State of Florida: the B. W. 

uid successful merchandising pro Kirby Company will take over South 

grams during the 22 years which he crsal’s sales expansion program which Carolina and western North Carolina 

has spent in the appliance field. In will be vigorously developed through ind Wilbur S. Kay Associates wil 

iddition to his wide experience with uit 1949 \ctive direction of  th« ver Tennessee and Mississippi 

producers of appliances, he has spent division's promotional and product ° 

ten ‘years in the retail sale of appli sales plans will be in charge of Stanley 

ances with utilities G. Fisher, traffic appliance sales man Phe appointment of J. F. Walsh, 
Mr. Neece stated that Mr. Oliver's igel eteran radio sales executive, as sales 

ippointment is a major step in Umi I. J. Van Buskirk, vice-president, manager of the Westinghouse Home 








gackson VENTILATING COMPANY, INC. 


MONTGOMERY, ALA 


QUIET AS A WHISPER! 
JACKSON WIND-O-LATOR 


THE WINDOW FAN WITH ATTIC FAN 
PERFORMANCE 


Tests show the superiority of Jackson Wind-O-Lator fans. Check 
the following ratings: 


Texas A. & M. Rating 
Cu. Ft. Per. Minute 


24 inch fan 30” x 30” x92” 4050 $78.90 
27 inch fan 33” x 33” x92” 5190 87.50 
30 inch fan 36” x 36” x9'2” 6320 97.50 


All Motors 4 H. P 


Low speed belt driven and hence QUIET OPERATION. Deep 
pitch blades, designed and fabricated by our own revolutionary 
process, insures accurate static and dynamic balance. 


Easy to install. Easy to operate with snap switch. Optional nursery 
grille available where fan is accessible to young children. 


BE SURE OF AIR DELIVERY 





'@ All our fans are rated by Texas A. & M. 
Manufacturers of Southeastern 
Southwestern JACKSON GIRO, horizontal attic fan — a package unit Factory Representative 
Factory Representative and Alex Corbett, Jr.. & Assoc. 
John T. Everetts Sons JACKSON HI-VOLUME, vertical attic fan 2727 49th St. So. 
Memphis, Tenn. St. Petersburg 7, Fla. 


Distributors inquiries invited 











ELECTRICAL SOUTH for APRIL, 1949 93 








ager. He succeeds E. G. Herrmann, 
who resigned. 

Mr. Walsh, formerly Northwestern 
District manager for the Division, will 
be in charge of all sales activities for 
the more than 125 distributors and 
18,000 dealers handling Westinghouse 
radio and television receivers in the 
United States, Alaska and Hawaii. 

The new sales manager started his 
radio career in the enginecring field, 
assisting in broadcasting station instal 
lations after graduation from St. Johns 
College, in San Antonio, and the Uni 
versity of ‘Texas. After organizing his 
ovn company to build and_ install 
radio stations, he entered the radio 
merchandising field as a distributor. 

He served in a similar capacity with 
RCA distributors in the Midwest, re 
linquishing this post to serve as a 
production engineer for the Army 
Navy Electronic Production agency 
aud the War Production Board dut 
ing the war. 

Mr. Walsh joined the Westing 
house Electric Supply Company a: 
radio manager of the Northern Dis 
trict in 1945 and three vears later was 
appointed Northwestern District 


Radio Division, Sunbury, Pa., has 
been announced by F. M. Sloan, man-< 


manager for the division, the post he 
relinquished to accept the position as 
sales manager. 

cd 


Appointment of Leonard Leavis as 
a regional manager of sales for Laun 
derall, the completely automatic home 
laundry, was announced by Gerald 
Hulett, director of sales in the appli 
ance division of F. L. Jacobs Co., Dc 
troit., Mich. His territory will in 
clude all of the eastern states. 

Mr. Leavis, who is widely known in 
the appliance field, resides in Woon 
socket, R. I. 
with Electromaster Inc., Mt. Clem 
ens, Mich. for the past eighteen years 

oe 


He has been associated 


Robert R. Foster has been appoint 
ed a General Electric appliance repre 
sentative in the Nashville office of 
the company’s southeastern district, 
according to J. M. Walker, district 
manager of appliance sales. 

Mr. Foster, who will represent G-I 
heating devices, joined the Company 
in 1947. He was previously employed 
by the Prudential Insurance Co., New 


York. 





Miss Sylvia Buffington has been 
appointed home economist for Hop- 
kins Equipment Company, of Atlanta, 
Ga., Norge distributors, it was an 
nounced recently. 

Miss Buffington was home demon 
stration agent for the Georgia Exten 
sion Service for the past year and a 
half. She has just returned to At 
lanta after spending a weck in_ the 
Norge plants in Chicago and Detroit, 
studying techniques of working with 
the different appliances produced by 
Norge 

e 


Profits from Your 
Background 


(Continued from page 76) 


Business was $0-so. [rade was 
more or less haphazard. 

hen dynamic, voung Mr. Menge 
entered the picture as manager. But 
let him tell the story in his own 
words: 

“T was the radio and appliance re 
pairman in the store, and I made it a 
point to be friendly and honest with 
my customers. I alwavs got along 
with people, and I knew my _ prod 


ucts 





— DRILLS — Light or standard duty. 


TELEGRAPH INSTRUMENTS — 
For beginners or commercial operators. 





It's important — it’s your guarantee of satisfaction! The 
name, Signal, is backed by a 57-year-old reputation 
for building quality electrical products at moderate 


prices. Call your Signal Supplier or write for FREE 


literature today! 


SIGNAL ELECTRIC MFG. COMPANY 


Menominee, Michigan 


Dept. G-2, 
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BELT-DRIVEN 


COOLING 
are SUPERIOR All Ways! 


Serve the Dual purpose of AIR COOLING and VENTI- 
LATING — in homes, offices, apartments, industrial 
plants. Afford GREATER air capacity, quiet operation, 
easier installation. Streamlined design. Tubular steel 









FAN S 





construction. In a wide range of sizes. 
They’re PROFIT BUILDERS. 


WRITE FOR FULL INFORMATION 


SECO WINDOW FANS 
FOR TOP SUMMER COMFORT 


SECO -LITE MANUFACTURING CO. 


4916 EASTON AVE. 


ST. LOUIS 13, MO. 
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“One day the boss told me I had 
the qualifications of a salesman, and 
I nearly fell over. Then he asked 
me, ‘How would you like to manage 
the store?’ When I caught my breath, 
I told him, ‘Ill try anything once!’ 

Mr. Menge’s first plan, upon as 
suming the managership, was to stim 
ulate business But how? Well, 
he started by looking into his own 
background for a lead. In 1936 he 
had shipped out for five months as a 
viper on a freighter. He had, at an 
other time, held a union card with 
the National Brotherhood of Boiler 
makers and Helpers. He had also 
been a radio “ham” operator 

Next, he probed into all the vari 
ous markets that existed in Galves 
ton—markets which would tie in with 
his background in order to offer un 
limited business exploitation. Then 
it came to him in a flash. The port 

He'd concentrate on the men who 
shipped in and out of the Port of 
Galveston—Texas’ oldest deep-water 
harbor, whose 37 piers can service +5 
giant freighters and tankers at onc 
time. He knew the scamen’s needs, 
he could speak their language, and 
he knew hundreds of them by sight 

With his mind made up to go aft 
er the merchant marine business, he 
immediately set out to stock the storc 
with items that would be in demand 
short-wave radio sets, complete aerial 
equipment, interference filters, ac-d¢ 
portable irons, de fans, small appli 
ince gift items (to send to the girls 
they left behind!), electric hair clip 
pers, etc 

Mr. Menge’s next step was to have 
in attractive business card printed 
with all the usual information on 
it, and inchiding the union label of 


the printing company. Tle reasoned 
that a verv large percentage of his 
customers were union men_ then 
selves 


He distributed the cards to custom 


c's, to taxicab drivers who “covered 
the waterfront,” to some of his police 
men friends, to dockworkcrs. ete. In 
this wav the word got around that 
\lenge had a full stock of the kind of 
ipphances merchantmen needed, and 
that thev were sold by a man who 
was one of them. Meanwhile, Mr 
Menge was “boning up” on_ ship 
news, and became a regular readc¢ 
of the marine column in the Galve 
ton newspapers 

Blue-eved, friendly Mr. Menge now 
has virtually a corner on the seamen’s 
ippliance market in Galveston. On, 
scafarer has told another about his 
store for so long that whenever a ship 
hits port there are always several cus 
tomers in the crew heading for the 
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WINDOW FANS 


At Low Price — For Mass Market 


“Viking” Window Fans Sell Twice As Fast...For Small Homes, 
Apartments, Offices, Stores, Etc. 
@ LOW COST — ONLY $5950 LIST @ 22” SiIZE—% HP MOTOR 


EXCISE TAX 
(NO EXCIS ) @ RATED 3100 CFM BY ASHVE 
@ LOW OPERATING COST METHOD AND 4500 BY NEMA 


@ ONLY 12 MINUTES TO INSTALL @ FITS ANY WINDOW 24” TO 28° 
@ PORTABLE, MOVE TO ANY ROOM ———— eee 


UP TO 37” 
@ BEAUTIFULLY DESIGNED @ QUIET, EFFICIENT OPERATION 
@ ATTRACTIVE FINISH @ Also BUILT-IN AUTOMATIC TIMER 


VIKING AIR CONDITIONING CORPORATION 


5601 WALWORTH AVENUE e CLEVELAND 2, OHIO 








Send prices and information on [(_] Window Fans Attic Fans 
Name 

Street 

City Zone State 





Requested by 





PIONEER BUILDERS OF WINDOW AND ATTIC FANS 
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STYLED to sell! BUILT to sell! 
weW! PRICED to sell! 









Here's your leader to 
bring in ‘49 fan profits. 
An exquisitely designed, 
glistening beauty that will 
attract attention. Above 
overage air circulation... 
without drafts . . . without 
blasts... without noise... 
will convince them. And the 
low price will clinch the 
sale. Sturdily built. Powered 
by heavy-duty FASCO 
motor matched to the fan 
blades. Will be a quick 
sellout... so order yours 
NOW, 


ONLY 







; cise Tox 
esa emer and West 


(Slightly higher De 





Sells for Sells for 
reception rooms offices 


Sells for Sells for 
living rooms 


bedrooms 


12” Model N-128 
Heavy Duty 





12” Model N-121 10” Model N-101 
Standard Deluxe Heavy Duty 


Mf cee 
a A 


16” Model N-163 10” Model N-103 
Deluxe Heavy Duty Standard 


WRITE! Get complete 


information now so you 





a*.- 


“r= 


16" Pedestal Model 9" Order from your 
jobber promptly. 


N-165. Adjustable 
in height—4 to 7 ft. 





Formerly F. A. Smith Manufacturing Co., Inc. 
ROCHESTER 2, N. Y. 





Menge shop with pockets bulging. 

These questions are probably in the 
mind of the reader of this article: 
How many cities have deep-water 
ports? How many cities offer this 
rich market to appliance dealers? 

Mr. Menge’s reply is: “Create you 
own market, then go after it hammer 
and tongs. Nearly every city has some 
large, juicy, untapped market for ap 
pliances. The aggressive businessman 
will dig out that market—be it a mili 
tarv establishment, a college, a neai 
by factory center, a populous home 
office, ete—and go after it for alli 
it’s worth. 

“Your ship will come in, if vou 
seek out, or create, a distinct markct 
And you don’t have to be located neat 


a seaport for vour ship to come in!” 


Dramatie Demonstration 
Sold 2.000 Blankets 


(Continued from page 75) 


ket in every dealer’s and retail sales 
+] 


man’s home. How well they succeed 


ed, and how well their end-aim was 


] } 
increased sales to 


brought about 
consumers—can be seen by the fact 
that in moving some 2,000 of thess 
blankets in a short time, Mr. Servat’s 
sales district hung up a record that 
was second in the nation for G.F.’s 
wholesale territories. 

As an inducement, to put over thx 
intense sell-the-salesmen campaign, 
Mr. Servat offered the blankets to 
the dealers and their salesmen at fac 
tory cost. The plan was explained 
to the dealers in a form letter that 
went out over the traffic appliance 
sales manager's signature: 

“You will recall that sometime ago 
we offered the Electric Sink to ow 
dealers and their sales personnel at 
1 special price. The response to this 
offer was overwhelming. Since that 
time the sale of Electric Sinks has 
reached heights undreamed of. 

“We believe that this tremendous 
success was due in part to the fact 
that the people selling Electric Sinks 
were themselves, owners. 

‘With this thought in mind we 
are happy to announce a “‘Salesman’s 
Ownership Campaign” on the Gen 
eral Electric Automatic Blanket. 

“Complete details are contained 
in the attached letter and certificate. 
Additional copies will be sent at you 
request. 

“Billing to cover your purchase 
under this plan will be made in the 
regular manner.” 

The letter addressed to salesmen 
pointed out that: 

“You'll never know ’till you try it. 
You'll never be able to speak with 


first-hand authority and enthusiasm 
about the GE Automatic Blanket. 
until you've had an opportunity t 
personally enjoy its advantages. 
“Therefore General Electric has 
decided to make it attractive: for you 
to own a GE Automatic Blanket 
lor a limited period all those directh 
engaged in the sale of GE. Automatic 
Blankets, may purchase one only fo 


their own personal use at a specia 
low price. 

“All you have to do is to decide 
which one of the four models vou 
prefer. Then, check it on the en 
closed purchase certificate bill 
the required information and ha 
the certificate signed by your mat 
dAgC!l 

“We have set aside a limited nun 


bcr of these blankets for the purpose 
of this campaign. We urge you t 
take advantage of this unusual op 
portunity by ordering your blanket 
immediately.’ 

he campaign went over 
big bang, as can be seen from. the 
figures on sales quoted for the suc 
cess were the two dramatic selling 
methods used by Mr. Servat 


Sales Plan With 
Customer in Mind 


(Continued from page 71 


‘his draws a crowd nearly every night 
in the week—a big bunch of children 
alwavs show up to view the night 
shows, and the company encourag 
them to come by. In the first tw 
months after the television  statioi 
opened, the Vanetti firm sold 37 sets 

Pre-Christmas promotion in 194§ 
was aided bv having a Santa Claus in 
the store—played by one of thos 
salesmen who adapted himself to tne 
tvpe of customers he was selling! 

\s an aid to overcoming installa 
tion troubles the firm sel's the ap 
pliance under a_ package 
making the installation themselve 
from their warehouse, which ho!d 
two carloads of storage 

Clavton Vanetti has been sellin: 
all his life, and had just completed 
a highly successful record of selling 
as sales manager with another appli 
ance company when he opened his 
own business in 1948. He knows that 
many salesmen give lip service to the 
idea of treating customers individual 
ly, when actually there is so much 
psychology in selling that alert sales 
managers will be careful to see that 
salesmen of many types are represen 
ted on their sales force—and that the 
sales talk is geared to the individual 
customer. 


contract 
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He admits that there is no perfect 
way to gauge the kind of selling that 
should be given to a prospect—but he 
is sure that a working rule which take 
into account the background of the 
potential customer is more likely 
than any other way to change that 
individual from a “potential”? to an 
active buyer of the firm’s products 
and merchandise 


How to Plan 
Sales Training 

Continued from page 73 
participate wholeheartedly in the pro 
gram, they will benefit. And as they 
gain, the appliance dealer also will 
realize what he wants—more § sales 
ind more profit! 
4. Plan a Time Schedule 


Best results from sales training can 


»¢ obtained when the program 
planned on a regular basis. However, 
there should be breaks in the schedulc 
to take it out of the drudgery classi 
fication and to emphasize certain 
points. 

Breaking the training job down in 
to what each meeting should accom 
plish is the first step in the schedul 
ing [hen by determining what will 
be required to reach the objective, 
the time schedule moves along an 
other step. Each meeting should be 


planned to provide a change of pace 
so that training time does not |: 


ig. 
5. Determine the Best Methods 


Different sales problems require 
different treatment. The training of 
salesmen in product knowledge will 
be handled differently from training 
them in how to demonstrate met 
chandise. Then, too, training meth 
ods may work with the salesmen at 
one time but later accomplish noth 


ing. 

Some appliance dealers have found 
that their sales training programs take 
on a new twist when a variety of tech 
niques are employed. For instance 
training on how to demonstrate could 
be handled with a manufacturer’s 
film. The subject could be further 
ed with a mock demonstration, and 
for still more variety a question and 
answer bee would repeat the material. 


6. Select Personnel Carefully 


The question of who is to conduct 
the sales training is vital to the suc 
cess of the program. Some dealers 
do the work theniselves and it works 
out very well—the dealer has the na- 
tural respect of the salesmen and a 
desire to help them improve their 
selling techniques. 








An Ex7r@ Sales Advantage 
y/, we 


Suprunmw 
Cleciwe Range Unita. 


CHROMALOX Electric Range Units win the exclusive triangular cross-section 


praises from homemakers because the ‘'2 that gives more cooking contact surface; 
Units in 1‘’ CHROMALOX feature offers and convenient reflector pans that lift 
separately controlled areas that fit out for thorough washing. 

small and large pots and pans. This means These selling points and many more— 
more cooking flexibility, greater effi- plus the fact that with a small stock of 
ciency, more economical operation . . . CHROMALOX Units you can service all 
and a more comfortable kitchen. makes of electric ranges -make it more 


Too, CHROMALOX Supreme Units have profitable to handle CHROMALOX, 


fit Replacement Units 
fit ALL Ranges 














rice 
price 

e *More than 90 out of every 100 New Elec- 
pro | , tric Ranges Have the “2 in 1" Feature. 


For Range Modernwaion putes ooh 3 





Rc-35 


EDWIN L. WIEGAND COMPANY ° 7600 THOMAS BLVD., PITTSBURGH 8, PA 


C. B. Rogers, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 

Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.; 

1239 Frankfort St., Tulsa 5, Okla.; W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; W. R 

Phillips, Jr., 3125 Lamb Ave., Richmond 22, Va.; Chilton & Chilton, 4126 N. State St 
Jackson, Miss. 








sales and in some cases are better 
qualified to present the material. 
These salesmen may also have new 


methods that have been proved to be 
successful in training retail salesmen. 
If men outside the organization are 
called in, they should have the ability 
to put over the material, have the re 
spect of the salesmen, and be able to 


Some appliance dealers have found 
that distributors’ salesmen, trained in 
factory schools, do a better job. ‘These 
men have the same desire to promote 








IRVIN ANDERSON, Manager of Anderson 
Electric Company, Danville, Illinois, is another 
leading contractor who is finding it profitable 
to install Herman Nelson Propeller Fans. Like 
hundreds of other contractors, Mr. Anderson 
believes in selling quality products both for 
greater profits and for greater customer satis 
faction. Herman Nelson Propeller Fans have 
proved to be outstanding in 
providing comfort and health 
in industrial, commercial: and 
institutional buildings all over 
America. If you are interested 
in making more profitable 
sales in the huge industrial, 
commercial and institutional 
markets, write for the book- 
let, “1001 Ventilating Prob- 
lems Solved.” 





Herman Nelson 
Propeller Fans 


THE HERMAN NELSON CORPORATION 
MOLINE, ILLINOIS 








sell the idea of sales training to the 
salesmen. 
7. Check on the Results 

Frequent checks on the progress of 
the program should be made during 
the planning. stage. 

When 
benefits of sales training, the sales 
men are encouraged to take a more 
active interest in the work. By 1 
porting on how some salesman ap 
plied a principle of the training suc 
cessfully will tend to inspire others 
to put the training to work in thei 
own cay-to-day selling. 

Tests and quizzes can be 
throughout the training to check on 
the manner in which the salesmen 
are absorbing the material. Contests 
have been used to keep a close tab on 
the progress of the training and to 
stimulate the appreciation in selling 
of the information presented in meet 


surveys are made on the 


used 


ings. 
Following 
planning a sales training program will 


these seven rules for 
help appliance dealers overcome sales 
problems confronting them and con 
sequently sell more merchandise. 
lhev will help now and they will help 
when competition is even more keen 
cr, customers are more cautious, and 
Planned sa-es 


must be 


supplies are sufficient. 
training is a must—but it 


planned! 


Can You Afford a 
Home Economist 


(Continued from page 69) 


Often the ser 


service cali, 


ind continuing sales. 
iceman will go out on a 
only to discover that 

wrong with the appliance after all. As 
soon as he makes his tests to deter 
mine that the appliance is in prope: 
operating condition, hc notifies Mrs. 
McCormick, who immediatch 
ules a visit and further demonstration 


nothing was 


.} | 
scnec 


to the customer, and will continuc 
to demonstrate until the customer is 
completely satisfied that the appliance 
is operating correctly and that she 
knows how to operate it herself. 

This company has experienced 
troubles along the same lines that 
some others have—the problem of 
getting trained and experienced sales 
men. Yet thev feel that the work of 
the home cconomist is in many ways 
just as valuable to the over-all pro 
gram. 

John D. Findlay is manager of the 
appliance division of Johnson-Lambe, 
which is separated from the rest of 
the store that merchandises sporting 
goods. R. (Red) Johnson is one of 
the partners at this store on 118 Salis 
bury Street, in Raleigh. The show 
room of their modern building meas 
ures some 60 by 75 feet, with a littl 
more than half of this space devoted 
to appliances. 

How it will work out in the future, 
this firm is not sure, but so far the, 
have found that the work of a trained 
home economist definitely justifies 
the expense. Many other 
might be able to profit from the 
experience of this store, which has 
proved that the work of the home 
cconomist can pay for the independ- 
ent dealer 


dealers 





WASHER PARTS 


FOR 


ALL MAKES 


Our New Complete 
Catalogue —Over 


600 Pages—Only *2°° 


Included FREE: Pocket Size Catalogue 
with Net Prices on Important Parts 


STARR suppiy ‘co. 
706 CRAWFORD ST. © HOUSTON 3, TEXAS 


MEMBER: APPLIANCE PARTS JOBBERS ASSOCIATION 








@———e——— e_-e---.---@ 
C7/ TRAINED MEN 
“KNOW HOW’ 


PRACTICAL SHOP TRAINING 





HAVE THE 


in 


ELECTRICITY, 


write for Catalog ES2—Veterans ask about GI Training 


Manufacturers, distributors, ete., when you need 
TRAINED men contact CTI Placement Bureau. 


COMMERCIAL TRADES INSTITUTE 
200 South 20th St., Birmingham, Ala. — Phone 7-0555 
Member: Southern Association of Private Trade Schools 


MAJOR APPLIANCE 


Service, Maintenance, Installation 








your copies. 








Handbooks of Adequate Wiring 


Two valuable booklets avyail- 
able with Electrical South. 


| 

| 

| 

t “Handbook of Residential 
| “Handbook of Farmstead Wiring Design,” 
marizing the latest authoritative information on ade- 
| quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
| price of $2.50 for a limited time. 

e dress, and remittance at once to make sure of getting 
| 

| 


ELECTRICAL 
806 Peachtree St., N. E. 


and 
sum- 


Wiring Design” 


Send name, ad- 


SOUTH 


Atlanta 5, Ga. 
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Push heater against wall 
(pipe recesses are provided) and 
connect pipes to heater tank. 

















You simply bring pipes 
up to table height, 


see how easy it is 





to install the 
JOHN WOOD 
pit 


table top , water heaters 








Slide table top into position and 
secure. That's all there is to it! 





This brand new John Wood Table Top Model® is the EASIEST TO INSTALL Water 
Heater—bar none! There's no stretch, no stoop, no squirm to this installation. Not 
only is the installation job reduced to three simple steps, temperature adjustment 
and servicing are faster, easier because John Wood has located all controls, elec- 
trical connections and even the drain vaive behind a removable front panel. And 
more, these sensational new heaters retain all the features of the standard upright 
models that have added to John Wood's 82 year reputation for quality—the 
patented process Electric We'd tank, snap-action thermostat, efficient heating 
elements, magnesium anode, gleaming white finish and warranty plans providing 
up to 10 years protection ... plus anti-siphon cold water inlet with diffuser 
baffle. So put an end to your table-top-troubles now . .. choose, sell and install 
the new John Wood. Write for complete information. JOHN WOOD MANU- 
FACTURING COMPANY, INC., Conshohocken, Pa., Chicago 9, Iil., Toronto, Canada 
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yy WOOD 























QUALITY-BUILT WATER HEATERS FOR 48 YEARS 
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Nothing like 


Peer eee eee essere eeeeseeseeeseeeesese 


a breeze! 


¢ 


Se eereesecsses eh % 












Susf 


Oscillating 
Air Circulator 


] 24° > se bn 
















model, $107.00) 
The finest circulator of all; adjustable 
for either 45° or 90° oscillation, or 
stationary use. If oscillation is obstruct 
ed, the exclusive Surf safety release 
keeps fan from tipping over. Ultra-quiet 
24-inch blades. 3 speeds NEMA rated, 
7000 c.f.m. Underwriters’ approved. 






». 












} 2 Surf 


10-inch Fan . 
$]]95 List, incl. tax 


A real beauty; more compact, more 
versatile than any 10-inch fan on the 
market. Moves 500 c.f.m. with quiet, 
vibrationless operation. Adjustable 
through full 360° vertical are for all- 
direction efficiency, without draft. 
NEMA rated. Underwriters’ approved. 







Get all the facts on 
these powerful profit 
makers. See your 
distributor or write: 

















AL ABORATORIES: Ive. 


4328 North Knox Avenue’ « Chicago 41, Ill. 
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TERRITORIES AVAILABLE 


to progressive reliable 


DISTRIBUTORS 
AGENTS & DEALERS! 





The New Improved 


“POLAR BREEZ”’ 
AIR COOLERS 


Here is truly YOUR SALES OPPORTUNITY—a low cost top 
quality product with every small business, industry and store a 
prospect. Simple to install and inexpensive to operate. 


If you handled the nationally accepted and profitable Hall 
line before the war, you'll be glad to know these top quality 
evaporative cooling units are again available with many im- 
provements. 


This unique air conditioning unit supplies 100‘ fresh outside 
air to the reom, cools the incoming air ten to fifteen degrees 
below outside temperature, filters and double washes the air 
free from dust or pollen. The air is purified by a chemical 
process removing bacteria and algea. The complete system can 
be installed for about one-fourth the cost of a refrigeration 
unit and operated at about one-fifth the cost. “POLAR BREEZ” 
is sold in complete ‘packaged units” in various sizes for all types 
and sizes of business buildings and stores. 


RANGE—2000—25,000 C.F.M. 
GLASS FIBRE FILTER COOLING PADS 


Self cleaning—no servicing or replacement 
WEATHER PROOF METAL HOUSING 
MULTI-BLADE PRESSURE TYPE BLOWER 
DIRECTIONAL FLOW GRILLE 
ROTO-ATOMIZER 
Doubles cooling and washing action! 


“Backed by over 25 years in the Industry”. Formerly manu- 
factured and distributed by the Hall Mfg. Co., Cedar Rapids, lowa. 


INVESTIGATE NOW! Write, wire, or phone for 
details—Morton Grove 4594 


AIR COOLING 


ENGINEERING COMPANY 


Dept.-B 


Morton Grove, Til. 
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The Advertiser's Index is published as a convenience, and not as a 
part of the advertising contract. Every care will be taken to Index 
correctly. No allowance will be made for errors or failue to insert 


A 


Adacar Mfg. Co. 

Adam Electric Co.. Frank 

Advertising Council 

Air Conditioning Products 

Air Controls, Ine 

Air Cooling Ener. Ci 

Air Equipment Cx 

All-Steel Equip., Ine 

American Coolair Corp 

American Steel & Wire Co 
Anaconda Wire & Cable 
Inc. 

Asplundh Tree Expert Co 
Associated Business Papers 
Atlanta Envelope Co 


tiantie Conduit Fittings Co. 


Atlantic 


& C Metal Stamping Co 
Senjamin Electric Mfg. C 
ackburn Prod. Corp., J: 
sriegel Method Tool Co. 
Buffalo Forge Co. 
Bull Dog Elec. Products 
Burbank Electrical Product 


Burndy Engineering Co 


C 


S&B Air Conditioning Co 
Inc. 

Carolina Industrial Plastics 
Corp. 

ertified Ballast Manufacturers 
‘ertified Fleur-O-Lier Manu- 
facturers 

Jertified Starter Manufacturers 

Chelsea Prod., Ine. 

Cleveland Heater Co. 

Climax Machinery Co. 

Commercial Trade Institute 

Columbia Steel Co 

Cornish Wire Co 


Crouse-Hinds Cc 


D 


Deepfreeze Div Motor Products 
Corp. 
Dominion Elec. Mfg. Co., Ine. 


E 


E. A. Laboratories, Inc 

Ear! Lighting Products Co 

Eastern Fixtures Co. 

Efficiency Elec. & Mfg. Co 

Elgo Shutter & Mfg. Co. —_ 

Emerson Electric Manufacturing 
Co. 


Ender Manufacturing Corp. 


o 


Faseo Industries, Inc. 

Federal Electric Products Co. 
Ine Inside Front Coy 

Federal Enterprises, Inc 


Feedrail Corp 


G 


G-M_Laboratorie 
Gardner Sales Co 
Gedney Electric 
General Electrie Co Apparatus 
Department 22 and 
General Electric Co Conduit) 
General Electric Co Composite 
I) Construction Materia 
Div 
General Electric Co 
(Insulating Material) 
General Electric Co 
Lamp Div.) 
General Electric C« 
(Meters) 
General Electric Co. 
Time Switches) Apparatus 
Dept 
General Electric Co 
‘Wire and Cable) 
General Electrie Co 
Wire Devices) 
General Mills, Ine. 
(Home Appliances) 
General Switeh Corp 
Gibson Mfg. Co. 
Glatthar Lighting Co 
Graybar Eleetric Co 
Edwin | 


Guth Co. 


H 


Hedges Mfg. Co., Ine 
Helwig Company 

Hi-Secale Products Corp 
Hoover Co. 

Hubbard & Co 

Hunter Fan & Ventilating Co. 


Inc Front Cov 


Ideal Industries, Ine 

Illinois Electric Porcelain Co 

Iiseco Copper Tube & Products, 
Inc. 

Imperial Lighting Products Co. 


Insulation Mfrs. Corp 


Jackson Ventilating Co., Inc 


Jones Metal Prod. Co 
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CHELSEA FANS 


Comfort Cool Your Plant — Remove 
Excessive Heat, Fumes, Steam and Vapors 
eS 


if 
a! 


IND — Exhaust Fan for | PH—Roof Ventilator | BB — all Purpose Fan 
factories, mills, mines, | complete weather-tight | moves large volume of 
foundries, auditoriums. | «nit for factories, mills. | air. Direct drive. Sizes 
Belt drive. Sizes 24 to | Belt drive Sizes 24 to 4 12 to 30 inches. 


60 inches. | 60 inches. I 
‘as ’ 
ii 






— 








= 





DUB — Heavy Duty 


I DXB — Booster Fan for 

paint spray booths and I General Exhauster. 
Direct drive. Guard —- ! removing fumes and § Screened. For steel 
front and back. Sizes I heat. Belt drive. Sizes mills, foundries, shops. 


4 AA— Utility Fan for 
equelizing heat or cold. 


20 to 24 inches. ! 16 to 36 inches. } Sizes 18 to 30 inches. 


Explosion proof motors with non-sparking blades available 

4 for all popular sizes. Write Dept b-2 for industrial bulletin 

3 Nc 864 describing fan applications, fan uses and other per- 

FA tinent information, and for catalog on Industrial Fans. 

Charter member of the PROPELLER FAN MANUFAC- 
TURERS' ASSOCIATION. 


CHELSEA FAN & BLOWER CO., INC. 


1206 GROVE STREET, IRVINGTON, NEW JERSEY 
























Dealers Made 
Write In 
be 
For ; Any 
Length 
Franchise 
; 
World’s Lightest Weight, Largest Capacity 


Pump For Manholes, Ditches or Any Shallow 
Pumping. 8 Foot Model Weighs 


48 POUNDS, PUMPS 12,000 GPH 


@ WRITE TODAY FOR INFORMATION ON THE 
LENGTH PUMP REQUIRED FOR YOUR JOB. 


GARDNER SALES CO. 


GREENVILLE, MIss. 





















The West in alight 


,. ( 





pevialitcm_«—«,«, 


Invues its wholesaler friends 
to our conference booth No. 39 
at the 


NETHERLAND PLAZA 


Cincinnati, Ohio 


during the 


N.E.W.A. CONVENTION 
May 1—6, 1949 


Imperial Lighting Products Co. 


Greensburg, Pennsylvania 
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24-inch 
EXHAUST 


FAN 
WITH MOTOR 


$19.95 


OD 28 x 28 





his Coupon and $19.95 entitles you to a 24” belt drive 
110 volt 60 cycle motor. 
Regular $59.00 list. Order must be received before May 
2, 1949. Shipment made in rotation only. Wholesale 


price usually $29.50 (also this price without coupon). 


exhaust fan complete with 


ES 
NAME: 


ADDRESS 
TYPE OF DEALER 


SHIP BY FREIGHT [) 
SHIP C.0.D. (J 


TRUCK [7] EXPRESS [() PP 
CHECK ENCLOSED [} SEND OPEN ACCOUNT | 
(] MY D & B RATING IS E2 OR BETTER 


DARD ELECT Re 





MANUFACTURING CO.. INC 
WEST BERLIN. NEW JERSEY 
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CLIMAX 


B-22 


A LARGER, MORE POWERFUL 
Window-Type HOME COOLER 


© Here’s a mighty, window-type unit. 
engineered to cool — not 1 or 2 rooms — but an 
entire apartment, or small home, upstairs, or down. 
Homemakers like the Climax B-22 because it’s so 
simple to install. Fits’ most any window. Requires wo 
extra wiring, for it plugs into ordinary 110-volt. 60- 
eyele, A. C. outlet. Economical to operate. Available 
one-speed or two-speed. Free air delivery, 4.500 CFM 
(high) and 2,600 (low). You’re selling more comfort 
- + + more convenience ... more for the money when 
you sell the Climax B-22. Write us for the name of 
your nearest jobber. 





designed and 





CLIMAX 


D-16 


The ROOMCOOLER Everybody Wants 


© The Climax “D-16” . . . America’s most popular 
Room Cooler .. . . turns your summertime slump into 
profit time. It meets your customer demand for a Room 
Cooler that’s easy to install, simple to operate, atiract- 
ive to the eye. That’s the “D-16” . . . 3-speed, simple, 
powerful, direct drive . .. moves 1800 cubic feet of air 
per minute at high speed—down to a 700 cubic feet 
“whisper” at low speed. Adjustable to fit ’most all win- 
dows. Baked ivory enamel with chromium trim. 


Write for name of your nearest jobber 


CLIMAX Evaporative Coolers also Manufactured By 


CLIMAX MACHINERY COMPANY + INDIANAPOLIS ©TA8uisHe> 


301 S. La Salle Street, Indiancpolis, Indiana 








Facer DNERUSERS 


The Advertiser's Index is published as a convenience, and not as a 
part of the advertising contract. Every care will be taken to Index 
correctly. No allowance will be made for errors or failue to insert 


K Samson United Corp. 


Sangamo Electric Co. 
Engineering Co. 


Kat . . . . . 
ve Schwiter-Cummins Co 


Kayline Co Seco-Lite Mfg. Co. 


James R. Sherman Mfg. Co., H. B. 


Kearney Corp., 


Kees, F. D. Mfg. Co. Signal Electric Mfg. Co. 
Kett Tool Company Signal Engineering & Mfg. Co. 
Keystone Electric Manufactur- Simplex Wire & Cable Co. 
ang. Co Sinclair Coal Co 


Hudephol 


Manufacturing Co 


Kreuger & Slater Electric & Mfg. Co. 


caine Smitheraft Lighting Division 
Solar Electric Corp 

Southern Coal Co 

Southern Electric Corp 54 
Back Cove1 


Mfg. Co. 51 


Square D Co. Inside 
Sta-Brite Fluorescent 
Product Stundard Electri Mfg. Co., 
Inc. 
Starr Electric 
Stewart, S. J. 
Stone Manufactu 
Co., 
Subox, Ine. 
mer Company 
Corp. 


Tennessee Coal n & Railroad 
Co 6 and 
tan Mfg. Co 

gle Condu 
mull Elect 
and Kift 


nion Insulating 
nited States bber 
(Wiring Division 
Inited States 
‘(Tape Divi 


nited States 


Rubber 


Electric Products. In« 


Insulators Ine. 


Victor 
Victor 
Viking Air Conditioning Corp 


Boiler Virden Co., John C 


Penn-Union Electric Corp. 


Pennsylvania Range 


Permanente Metals Corp. W 
1B and 48C 
Wagner Malleable Products Co. 
Welch, W. W.., 
Western 
Westinghouse 
(Appliances) 
Westinghouse Electric 
(Cc. I. F. Lighting) 
R Westinghouse Electric Corp. 
(Lamps) 


Pieper-Lillard, Ine. 4 
Company 


Wire Co. 


Electric Corp. 


Pierce Renewable Fuses, Ine. 
Pittsburgh Reflector Co 
Pryne & Company, Ine. 
Pyle-National Co. 


Insulated 


Corp. 


tezding Electric Company, Westinghouse Electrie Corp. 
(Transformers) 3 12 and 

Wiegand Co., Edwin L. 

Wind Way Fan & Ventilator Co. 

Wood Mfg. Co., Inc., John 


Reed Unit Fans, Ine. 
Revere Electric Mfg. Co. 
Robbins & Myers, Inc. 
Recbling’s Sons Co., John 
Russell & Stoll Co., Ine. 


i 


& M Lamp Co. Youngstown Sheet & Tube Co, 18 
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TK MONOTUBES and the MONOPACK 
can bring you BIG REPLACEMENT PROFITS 


Yes, there’s a big demand for an efficient electric 


surface unit that will serve to modernize older 
electric ranges— and TK Monotubes are the answer 
to that demand. 

Nothing beats the Monotube for giving old 
ranges “New Range Performance.” It’s a marvel of 
efficiency. Heats faster, cooks faster, and has the 
exclusive Monotube “Swivel Action” that allows 
the coil to be easily swung up out of the way for 
quick cleaning of the drip pan, even when hot. 
These are features you can SELL—and equally im- 


i 
no 


| Ss 


This Catalog Takes the Guess- 
work Out of Replacement 
Contains all information you 
need to make proper adapta- 
tions of Monotubes to all types 
of electric ranges, old or new. 
Write for a copy today. 


portant, they are selling features that are easy to 
DEMONSTRATE to Mrs. Housewife. 

Get your share of Monotube Replacement Profits! 
The ‘‘Monopack”’ makes it easy for you to start. It’s 
a complete merchandising package—a selection of 
Monotube Replacement Units most commonly 
used, counter display, envelope stuffers, streamers 
and complete, easy-to-understand instructions. 

Write your distributor today—ask him for full 
information on the Monopack! 


Monotubes are easier to SELL than to sell against! More and more 
Range Manufacturers are switching to Monotubes because Monotubes are 
easier to sell than to sell against. Mrs. Range Buyer is quick to see how easy it 

is to keep Monotubes bright and clean—thanks to exclusive 
To close range sales faster and more profitably, snsist that the ranges vou stock 
are equipped with Monotubes. 


“swivel action.” 


Modeweize with. Moencitibes- ey stanv poe 
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30W28 TWO SPEED 
WINDOW FAN. 


Dimensions: 30” x 30” 
x 514” deep. Free de- 
livery: 4946 — 2854 


§ 30” ATTIC pe 
BASEMENT EXHAUST™ 5” 
1/3 H. P. G. E. or Westing- 
house motors. 8 speeds. Free Nees 
air delivery: 8332—5220 CFM. CX ot 
List Price $88.50 — 


WRITE FOR JOBBER OR DEALER PRICES 








mesh’ 














4 EH. Ain Conditioning ‘fan Co., Ine. 


Phone CRescent 1711-2 1591-1621 DeKalb Ave., N, E. Atlanta 6, Georgia, U.S.A. 
(a la 
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7 Loosen two screws and the : os oF 
arc chamber cover comes off. ao 
Every contact surface can be j 
inspected at a glance. Se Oe 
- Label 
* P| ‘a: ae Game Suan 
7 - » 3 aa a . 4 ait j 
Need Inspection and Maintenance oi"vrve" more s0™8 
and entire armature and | 
‘ : odi tact 1 ment under condi- movable contact assembly i 
ALL starters require perio ic contac ae ace can be lifted off. Disconnect — 
tions of heavy load or frequent operation. Some may require mag two wires from screw-type ry 
net coil exchange to match voltage and frequency of power terminals and slip off magnet Li? 
coil. \t f 






supply: That's why Square D has always stressed accessibility— - 
‘ | He 





simplifying installation, inspection and normal maintenance: 
+—+ 
=. NEW “OFF-THE-SHELF” PARTS KITS MAKE LI 
-3 —— . NORMAL MAINTENANCE EASIER THAN EVER! 7 
a (yf ; 2 a 
> © Now, replacement parts for Square D starters are He 
SLO packaged in easy-to-stock kits. Each kit contains parts “5 
Lp 


necessary to replace all load contacts on two or three- 


pole starters. Parts are individually packaged in clear- 
ly labeled envelopes: An illustrated service bulletin is enclosed to pro- 
parts identification and complete installation instructions. 


Lg 


Contacts are attached with 









vide quick 
Write tor Bulletins 8536 and 9998. Square D Company, ae ss st 
° ° ° ° moved an replace without 
4041 N. Richards St., Milwaukee 12, Wisconsin ‘jisturbing any wiring. Screw" 
driver is only tool needed. 







city, D.F. 































































































New G-E Wirin 


System 





Offers Unlimited Possibilities 
chting Control 
| 


In Modern Li 


Multiple Switching from Many Locations 
Available at Low Installation Cost 


With G-E Remote Control 


witch your garage lights ON or OFF 

from any room in your home—in hos- 
pitals, give every patient a light switch 
next to his bed—in industrial plants and 
commercial buildings, let every night 
watchman have a centralized bank of 
switches for all lights in his area. These 
are just a few of the many possibilities 
that can be brought about by the new re- 
mote control system, recently announced 
by the General Electric Company. 


Easy to Install 


Using existing methods for wiring all 
power circuits, the General Electric re- 
mote control system requires no new 
materials or techniques except in the 
switching circuit itself. In this circuit a 
small, low-voltage relay does the actual 
switching. Control of this relay can be 
placed practically anywhere in a building, 
simply by installing lightweight wires 
from the relay to conveniently located 


wall switches, specially developed for 
this purpose. ‘‘Easy as wiring a doorbell,” 
is the way one observer described this 
circuit. 

Because this new system cuts the cost 
of materials used in multi-switch applica- 
tions, because it makes possible a large 
number of controls on any individual 
circuit, General Electric remote control 
clears the way for wide use of multi- 
switch control in structures of all types. 


Keeps Costs Down 


In residential wiring, this new system 
means real ‘‘dream-home”’ electrical con- 
trol even in residences where costs must 
be cut to the bone. Simple applications 
include the example of garage lights given 
above—also attic fan and cellar light con- 
trols in various parts of the house. In the 
completely modern house, all lights and 
outlets can be controlled from various 
locations. 


Here are the essential components of the new General Electric remote control system: 
the switch, the small transformer (not shown), the relay, and the lightweight No. 18 wire. 
All accessories necessary for the system are manufactured by General Electric and sold 
through your General Electric Construction Materials distributor. 


In dormitories, institutions, and com- 
mercial buildings, General Electric remote 
control can provide an effective central- 
ized system for lighting control. Wher- 
ever “‘lights-out”’ regulations are in effect, 
a master panel of remote control switches 
can be used to enforce these regulations 
for an entire building or a whole floor. In 
commercial structures or plants, a similar 
system can be used to turn out lights left 
on after hours. Commercial and industrial 
operations can profit by the over-all 
multi-switch control offered by this 
system. 


Offers New Ideas 


To everyone concerned with building 
and remodeling, this new system offers a 
completely new range of ideas on flexi- 
bility in the use of electricity. To the 
architect, it means a new era in electrical 
convenience in structures of all sizes and 
types. To the buyer and the investor, it 
means increased workability and extra 
value, now and in the years to come. To 
the electrical contractor, General Electric 
remote control offers a vast, new field for 
his services. 

To answer questions on the applications 
of General Electric remote control—to 
explain the procedure and the materials 
required—the General Electric Company 
has prepared an informative booklet on 
the subject. This booklet is a valuable 
guide for everyone interested in this new 
system. To get your copy early, simply 
fill out the coupon and mail it today. 


" Get Ready to 
Get Your Share 


OF THIS BIG NEW MARKET 


Section D27-424 


Mail Coupon Now 


General Electric Company 
Bridgeport 2, Connecticut 


Please send me your new booklet on General Electric remote control. 


(Name) 


(Title) 








(Company) 





(Street) 


(City) 


(Zone)______ (State) 








GENERAL @@ ELECTRIC 
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